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TECHNOLOGY 








for Extra Value choose LP-Gas cylinders 


Pressed Steel Tank Company 
Manufacturer of Hackney Products 


1487 S. 66th St., Milwaukee 14 936 W. Peachtree St., N.W., 552 Roosevelt Bidg., 


1399 Vanderbilt Concourse Bidg., Room 112, Atlanta 3 Los Angeles 14 
New York 17 208 S. LaSalle St., 18 W. 43rd St., Room 13, 
227 Hanna Bidg., Cleveland 15 Room 790, Chicago 4 Kansas City 11, Mo. 


CONTAINERS FOR GASES, LIQUIDS AND SOLIDS 











PROGRESSIVE MERCHANDISER 
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ROCKWELL 


LP-GAS METERS 


‘We Are Completely Satisfied With Your Meter’s Performance”’ 
... Says J. A. GARFIELD, Miami Bottled Gas, Inc., Miami, Fla. 
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Mr. Garfield writes “You will be pleased to know 
that since we have been using your LP-Gas meters, 
we have been completely satisfied with their 
performance in the field. They are light, durable, 
attractive and accurate. 

“The use of a dependable LP-Gas meter pro- 
motes customer satisfaction. We have found 
that meters help solve our customers’ routing 
problems. 

“We have also found. your organization to 
be very cooperative in handling our orders 
and in supplying us with technical and other 
information.” 

Mr. Garfield’s reasons for recommending 
Rockwell LP-Gas meters are identical to those of 
other alert distributors who have found in them 
a way to conquer costs, streamline deliveries and 
boost sales. Why not adopt the profit-proved 
Rockwell meter plan for your own operations? 
Write for complete information. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Chicago Houston 
Los Angeles N. Kansas City New York Pittsburgh 
San Francisco Seattle 

IN CANADA: Peacock Brothers Limited 
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LETTERS 


Idaho 


I am having a lot of loss due to 
temperature change. Is there a meter 
made to work on a bulk truck that 
will compensate for temperature 
changes in gas? 

What can you suggest that would 
help me? 

D.B. 


We do not know of any liquid L. P. gas 
meters that are equipped with compensat- 
ing devices which will correct for tem- 
perature. 

It is possible that you can work out a 
plan for selling to your customers on a 
temperature-corrected basis. The Natural 
Gasoline Association of America has 
adopted correction factors for various 
temperatures and specific gravities of L. 
P. gas mixtures. These factors are includ- 
ed in Table No. 1 of Chapter 3, Part 2, 
page 51, of the “Handbook Butane-Pro- 
pane Gases.” You will note that the vol- 
ume of LPG changes about 1.6% for each 
10° variation in temperature. Therefore, 
if you buy on a 60° F. basis, your loss 
would be 1.6% if metered out at 50° F., 
3.2% if metered out at 40° F., and 4.7% if 
metered out at 30° F. Normally, the liquid 
temperature does not become nearly as 
cold as the ambient or outside tempera- 
ture. There is usually a considerable lag. 

Another factor which may be affecting 
your loss is vapor return, or lack of vapor 
return. When you fill the truck at your 
supplier’s plant, the vapor return hose is 
probably connected. When liquid is 
pumped into the truck, the vapor -which 
is replaced by liquid is transferred to the 


supplier’s tank. Then, if you do not use 


vapor return in making deliveries to your 
customers, the space vacated by liquid 
must be filled by vapor evaporated from 
the liquid. This can be a fairly large 
amount. 

For instance, assume that a truck con- 
taining 1000 gals. of propane is unloaded 
by pump and meter without vapor return. 
The pressure in the truck is about 60 Ibs., 
or five atmospheres. A thousand net gal- 
lons has a volume of 133 cu. ft. Remember 
that the gas or vapor in this space is under 
-Ib. pressure, reduced to about one-fifth 
the volume it would occupy at atmospheric 
Pressure and 60° F. Therefore, the volume 
of gas would be 133 by 5, or 665 std. cu. ft. 
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at atmospheric pressure. Since 1 gal. of 
liquid will make 36.45 cu. ft. of vapor, 665 
cu. ft. of vapor represents about 18.2 gals., 
or 1.82%. If the pressure is higher, the 
loss is greater. 

It is suggested that you use a vapor re- 
turn hose when delivering fuel, if possible, 
or obtain credit for vapor returned to your 
supplier.—Ed. 


Minnesota 


We have a prospective customer 
who at the present time is heating 
a commercial garage by a stoker 
furnace situated in one corner of this 


. building, which is 40 by 60. This fur- 


nace just gives off radiant heat, which 
circulates throughout the building. 
He is paying $20 a ton for coal. 


He is contemplating installing gas 
fired suspended heating units. How- 
ever, he would like to know how 
much more he can expect his fuel to 
be when heating with propane at 14 
cents per gallon. Can you help us 
with this problem? 

E.O.K. 


We do not know the heating value of 
the coal which your prospective customer 
is using, but, for the purpose of our prob- 
lem, assume it to be 12,500 Btu per pound 
of coal. To compare the price of the two 
fuels it is necessary to reduce the costs to 
come common ground. The best way is to 
determine the cost per 1,000,000 Btu. 

Then the comparative costs, based on 
fuel delivered to the heating device with- 
out regard for efficiency will be: 

Coal 1,000,000 Btu 
2000 Ib./ton X 12,500 Btu/Ib. 
X $20 = .80 per million Btu. 


L. P. gas 1,000,000 Btu 
91,000 Btu/gal. 
X .14 = $1.54 per million Btu 
The picture is not complete without con- 
sidering the efficiency with which the ap- 
pliance consumes fuel. A stoker fired coal 
furnace will operate at an efficiency of 60 
to 65%, while the gas fired unit heaters 
have efficiencies of 75 to 80%. This would 
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bring the price of coal heat up to $.80 + 
60% = $1.33 per million Btu delivered to the 
room, and L. P. gas up to $1.54 + 75% = 
$2.05 per million Btu. There is consider- 
able question about his fuel bill increas- 
ing in proportion to the above prices. It 
is doubtful if his present arrangement does 
a very uniform job in heating. It is prob- 
ably too hot in the corner near the fur- 
nace and too cold in other parts. 

The unit heaters, properly directed, will 
heat the entire room uniformly. It.is like- 
ly they will do a better job with less heat 
units delivered to the appliances, but if 
the furnace was inadequate in the first 
place and could not deliver the heat re- 
quired, it is possible that his fuel bill will 
increase more than the ratio shown above. 

The cost of coal and ash handling, coal 
wasted in handling and as unburned in 
the ash, dirt and dust bother and damage, 
storage space lost in storing coal, labor, 
furnace repairs, labor waste because of 
improper heating ,etc., should also be con- 
sidered in evaluating the overall picture. 
—Ed. 


Alabama 


We are having quite a bit of trou- 
ble with our tank truck delivery 
meter. Each time we disassemble the 
meter, we find that it is completely 
clogged with a black grease-like look- 
ing substance. It feels gritty and has 
a cracking sound when you press it 
with your fingers. 

If you can explain to us the reason 
for this it will be appreciated. Could 
it be caused from the sulphur content 
in our LPG mixture? We use a 130- 
Ib. mix at 100° F. 

JI.W.P. 


There are many sources of dirt and other 
impurities in L. P. gas. It may enter or be 
left in the gas at the refinery or it may 
enter the fluid at points of fuel transfer 
or from transfer equipment such as 
pumps. 

The impurities which you describe may 
be the result of chemically combined im- 
purities formed during the refining proc- 
ess or not entirely removed during the 
purifying process. Sulfur may be a con- 
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“DUAL SEAL” pump 
FOR LP-GAS SERVICE 


GREASE CHAMBER 
REVERSIBLE RELIEF *O” RING SEALS HI-LEAD BUSHING HOLDS 4 MONTH 
VALVE—DEPENDING (NO GASKETS) SUPPLY 
ON ROTATION 7 pte 





DOUBLE ROW 
RADIAL THRUST 
BEARING TWO DOUBLE SEAL CAPS 
PROTECT LARGE DOUBLE 
ROW BEARING 









































1% DIA. 
SHAFT TO 
POWER TAKE-OFF 














ROTOR 
ADJUSTMENT SCREWS 


























GRAPHITE BUSHING DOUBLE MECHANICAL SEAL 
PREVENTS LEAKAGE 





DOUBLE MECHANICAL SEAL 
PROTECTION FOR BEARINGS 

- @ Look closely at the diagram above. See the 
many advanced engineering features in this new 
Invader pump! i : 

» Thanks to the double mechanical seal, these ; be 
pumps can't leak. The bearings are protected against 
water and dirt, assuring long, trouble-free operation. 

Mounted on your trucks or installed in your 
bulk plant, Invader LP-Gas pumps will give you — fewer Penner 
the kind of service you have always wanted! . : 


HERE'S ANOTHER, REASON why 


Write for Specifications, Dimensions and Prices. 
The SCHIRMER-DORNBIRER PUMP Co. 
719 East 39th Street ° Later cg — 
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tributing factor. Carbon in the form of 
graphite, Fuller’s earth or other agents 
used at the refinery during the processing 
may be carried over with the L .P. gas. 
Sulfur compounds will often attack cop- 
per and brass to form a fine black scale 
similar to that which you describe. 

We suggest, however, that you take this 
up with your supplier, providing him with 
a liberal sample of the substance so that 
he may have it analyzed and inspected to 
determine the probable source.—Ed. 


Washington 


We would like to make some re- 
pairs to our bulk propane storage 
tanks and would prefer to make them 
100% safe before removing manhole 
plates and safety relief valves. 

These tanks are in the 17,000-gal. 
class and we would like to have in- 
formation on complete purging. 

J.H.P. 


There are several methods by which L. 
P. gas tanks can be purged and made safe 
before working on them. It will depend 
to some extent on the type of work to be 
performed which method will prove most 
satisfactory. 

Filling them with water insures the dis- 
placement of all combustion gases, but in- 
terferes with most any type of work to be 
done. It even prevents satisfactory weld- 
ing practice on the outside of the shell 
because of the quenching effect of the 
water. 

Many shops steam the tanks for several 
hours before opening them or working on 
them. If the work is performed on the 
outside the steam flow is maintained while 
repairs are in progress. 

Other shops, making repairs on inflam- 
mable fluid storage vessels, purge with an 
inert gas such as carbon dioxide, nitrogen 
or the exhaust fumes from an internal 
combustion engine. Whenever purging is 
performed in this manner a combustible 
gas analyzer should be used_at all times 
while the purging is in progress and dur- 
ing the time the tank is open. ° 

If it is necessary for personnel to enter 
the tank after purging, then a good-sized 
air blower should be connected to the tank 
and the purging fluid (water, steam or 
™ gas) replaced with air. Good air circula- 
tion through the tank should be main- 
tained all the time it is open to quickly 


carry out any combustible gases which © 


may be released from deposits on the 
walls of the tank. Steam purging may not 
eliminate this problem. 

Any men working in the tank should 
have a safety line attached and be watched 
and attended by someone outside the tank. 
Welding directly on the tank should be 
done only by a certified welder. Also any 
direct vyelding on the shell invalidates the 
code siamp and requires re-testing and 
mspection in accordance with the code 
under which it was fabricated. 

All the above methods of purging have 
been successfully employed by companies 
actively engaged in repairing inflammable 
fluid containers of all types up to and in- 
cluding 30,000-gal. L. P. gas vessels.—Ed. 
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Michigan 


Can you help us? I have about 60 
oxygen tanks that were purchased in 
1946. These I have been using for 
propane gas. Now I have a chance to 
sell them and the purchaser wants to 
use them for air tanks, but wants to 
get the propane odor from them. Can 
you advise how we can do this? 

C.M.M. 


We are pleased to know that you are 
taking 60 oxygen tanks out of propane 
service and selling them for air tanks. If 
these are the small oval tanks, military 
surplus type, this is one of the best ideas 
you ever had. If you have any more on 
hand, we would suggest that you dispose 
of them also. 

The propane odorant can generally be 
removed by rinsing in gasoline, and then 
steaming. It is generally more effective 
to do the steaming in an inverted position, 
with the opening down. It might take as 
long as an hour to completely remove the 
odorant, so we would suggest that you 
make up a simple manifold to steam sev- 
eral cylinders at a time. 

The army surplus oxygen tanks are not 
suitable for propane service. They have 
never been approved by any authority for 
this use. The approved ICC cylinders, and 
the storage tanks made under the ASME 
or API-ASME codes for propane service 
are safe.—Ed. 


What are the regulations for dis- 
tances for storage tank of bulk plant 
from a railroad? Are there any regu- 
lations regarding high voltage elec- 
tric lines running across property 
where storage tank is located? 

K.B. 


Circular No. 17-B of the Association of 
American Railroads, Operations and Main- 
tenance Department, Operating and Trans- 
portation Division, 59 E. Van Buren St., 
Chicago, Ill., deals with the subject of dis- 
tances for storage tanks of bulk plants 
from railroads. There are several factors 
to be considered, and “a distance of 25 ft., 
and as much more as it is practicably pos- 
sible to secure, is recommended.” 

We suggest you search your state and 
local codes regarding this matter. Some 
states and municipal L. P. gas codes re- 
quire 50 ft. between the nearest rail of a 
main line track and any L. P. gas storage. 

We do not have any regulation which 
we can quote in reference to high-voltage 
electric lines running across properties 
where L. P. gas storage tanks are located. 
Here again state and local codes may have 
references which cover it. Also electric 
power companies usually have easements 
where their power lines cross over private 
property and undoubtedly would have 
some jurisdiction in the matter. 

Power lines are often damaged due to 
storms, ice, mechanical injury, etc., and 
fall. If they should fall and come in con- 
tact with an L. P. gas storage tank, it is 
conceivable that severe shorting and arc- 


ing could burn a hole in the storage tank 
causing severe leakage and fire. 

Another factor to consider is the strong 
magnetic field which usually surrounds 
high voltage electric power lines. This 
may set up a bad corrosion condition in 
the soil and attack any buried piping. 

It would seem advisable, therefore, to 
keep L.P. gas storage vessels away from’ 
high voltage electric lines so that in case 
of damage to the power lines which might 
cause them to fall, no contact would be 
made with the storage vessels.—Ed. 


Utah 


I need to know if there is any pub- 
lication that deals with the installa- 
tion, cubic contents of ellipsoidal 
heads, piping and all pertinent facts 
of above- and belowground storage 
tanks. I would appreciate it if you 
folks could give me a bibliography of 
the above subject. 

AC.J. 


Publications which will be helpful to you 
are listed below: 

1. Handbook Butane-Propane Gases. 

2. Recommended Good Practice for the 
Storage and Handling of Liquefied Petro- 
leum Gases, published by the Factory In- 
surance Assn., Hartford, Conn. 

3. NBFU Pamphlet 58 and 59, National 
Board of Fire Underwriters, Merchants 
Exchange Bldg., San Francisco. 

4. Recommended Good Practice Rules 
for Liquefied Petroleum Gas Piping and 
Appliance Installations in Buildings, pub- 
lished by the Liquefied Petroleum Gas 
Assn., 11 So. La Salle St., Chicago 3, Ill. 

5. Booklets No. 2 and 5 in the series en- 
titled “Operating an LP-Gas Business.”— 
Ed. ; 


Ontario 


Will you please advise if you have 
any information on an efficient and 
economical way of neutralizing odor- 
ant in 100-lb. cylinders. 

Our experience has been that odor- 
ant appears to accumulate and build 
up strength on refilling operations, 
and in time becomes quite a service 
problem. 

W.G.N. 


Removing excess odorant from cylinders 
is always something of a nuisance. The 
two customary ways are: 

1. To put approximately 1 qt. of LPG in 
the cylinder, slosh it around thoroughly, 
then release it to atmosphere with the 
cylinder upside down. 

2. To steam the cylinder, also in the in- 


" yerted position. 


The odorant is contained in the oily 
residue at the bottom of the cylinder, and 
either of the above processes removes it 
satisfactorily. However, the odor will cling 
to the ground and will smell rather bad 
for several days after the operation —Ed, 


41 





/ i ff A 

Modern, conveniently located plants . . . sound 5 

business integrity . . . top quality products, | 

always “on spec” .. . and trained technical @ 

personnel to help with your problems .. . Be 

“SURE” — and specify an LP-Gas which is... 

te, oe ~, Af x 

~— a 7 ‘ 


pow 


AVAILABLE == 


ba 
, | STANOLIND 
if \ 


‘ \ 
bd Oil and Gas Compan = 
) r. 0. BOX $91, TULBA, x soi Ss | 


R 
> 
oe 
BUTAN ANE New 





OCTOBER 





BOM) MOC aCL Comment 


WE ARE PLEASED TO UOTE the following from an address recently 
made by F. M. Banks, President and General Manager of the 
Southern California Gas Co., and Second Vice President of the 
AGA: 


' "When one of us in any way antagonizes a customer or member of 
the public, our action is remembered. Forgotten is the fact that 
for 365 days last year, that customer received a clean, cheap 
fuel, whén he wanted it, where he wanted it, and in the desired 
quantity. These, the important things, are forgotten, while the- 
' minor things are remembered and resented. ~ 


"There are few things in this world more powerful than public 
opinion. With public opinion on your side, there is little that 
cannot be accomplished;. without it; nothing can be done. 


"It obviously behooves all of us, therefore, to get and keep 
public opinion on our side." 


We think Mr. Banks was speaking for all industry. 


IN LAST MONTH'S BUTANE-PROPANE NEWS (page 51) we pointed out 
the rapidly developing market for L. P. gas in the cooking of 
garbage for hog feed. We now learn that garbage cooking is 
required in 38 states, either by special law or by authorized 
regulations. 





According to our latest report, such legislation is pending in 
Arkansas, South Carolina, and Massachusetts; California is 
working to establish a suitable regulation which will do what 
the legislature failed to do; Rhode Island now has a regulation 
prohibiting payment of indemnities to feeders of uncooked 
garbage who suffer losses of hogs due to diseases which could 
have been prevented by cooking. These include hoof-and-mouth 
disease, hog cholera, and V-E.This leaves only Delaware, New 
Jersey, New Mexico, and Vermont yet to start action, but it will 
come, and you should be working on the feeders at once. 


_ Most of the credit for opening up this vast new potential market 


for L. P. gas should go to Farm Journal, a leading agricultural 
publication, which pointed out the need for the laws and regu- 


lations nationally, less than a year ago. 
tk. 
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DON'T SPECULATE ON LP-GAS FITTINGS 


When you see the mark F¥fjon an LP-Gas valve or gauge 
you see a fitting expertly designed to doa specific job. You 
don’t speculate on safety, dependability or quality when 


you buy Selwyn-Landers. 


Our entire manufacturing facilities are devoted to the 


building of LP-Gas equipment. Consequently we give this 


PRODUCTS 





business every ounce of effort, thought, research and de- 


velopment not only toward making a better product, but 


ARE PROVED 


on LP-Gas fittings—specify S-L on every LP-Gas container. 
IN USE 


also a product that will cost you no more. Don’t speculate 
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America is still the land of unlimited oppor- 
tunity and unfulfilled promise, and the distribu- 
tion and utilization of L. P. gas is stilt in its 
pioneering stages. After a seven thousand mile 
drive through several of the states in which 
our industry has reached its highest develop- 
ment, this conclusion is unmistakable. 

In 300 miles through the best farming dis- 
tricts of Illinois, we noted that a high percent- 
age of the rural homes had no L. P. gas service 
whatever, and that consumer bulk tanks were 
comparatively rare. Less than 2% of the trac- 
tors working in the fields were equipped to 
burn propane, and the predominant ‘heating 
fuels are still oil and coal. Considering that one 
converted tractor will provide summer balance 
for the winter load of two domestic central 
heating plants, this is “unfinished business” of 
tremendous magnitude. 

In the Gulf Coast states, which are alternate- 
ly punished with disastrous floods and searing 
drouths, thousands’ of acres of rich bottom 
lands still stood under flood water, while in the 
fields across the fences crops shriveled from 
lack of recent rain. Dust drifted a quarter of a 
mile from moving tillage implements, while 
everybody prayed for rain and nobody pumped 
water. 

In these same states, thousands of negroes, 
ranging from grammar school children to 
octagenarians, chopped cotton and weeds on 
plantations. This is the land where flame culti- 
vation originated, and where the flaming equip- 
ment has reached its highest development. 

In the great wheat and corn belts, millions 
of bushels of grain will be lost this year because 
there is not enough drying equipment to pro- 
vide protection against damage from harvest- 
time showers. This is a job that can be done 
better and cheaper with L. P. gas than with 
any other fuel. 

This could go on and on. But let’s stop the 
discussion before it sounds like scolding. Let’s 
give full credit to the pioneers for the marvel- 
ous growth of the L. P. gas industry, but at 
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the same time we should recognize that we are 
still on the threshhold of the development that 
is to come. 


Big Return On Small Investment 


In getting around the country we note an 
increasing trend toward the use of distinctive 
color schemes to identify the plants, properties, 
and rolling stock of L. P. gas distributing 
companies. 

This is in line with the established practices 
of other industries supplying the daily needs of 
millions of customers. It is, in effect, a “trade 
mark”, and it certainly creates an advertising. 
asset of considerable value. 

We can not help wondering why so few oper- 
ators have carried this idea to its logical con- 
clusion, and applied the color scheme to custo- 
mer tanks as well as to their own properties. 
If it is worthwhile to. create. a.merchandising 
identity for the product while re in the hands 
of the distributor, it is equally important to 
carry that identity to the package in which the 
customer sees the product every day, and 
which people passing along the highways see 
with considerable frequency. 

If we were the dominant operator in a terri- 
tory, or if we had some kind of operating pro- - 
gram assuring reasonable permanence of cus- 
tomers, like metered service through company- 
owned tanks, we would want to cash in on the 
billboard value of the customer installations. 
Why let it look like “another L. P. gas tank” 
when it might just as well be distinctly OUR 
gas tank? 

And if we had the problem of selecting a 
color scheme to individualize our operation, it 
would be one that would blend harmoniously 
with the typical surroundings of our custo- 


mers’ homes. 
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GALLON 


This Butler transport hauls 100 gallons more LP Gas than 
Five Counties’ Farmers Association, Clarks- most standard-design units operating within similar load limits. 
dale, Mississippi, is the owner of this trans- But! ‘; ined thi iad with miined 
port which carries 100 extra gallonsof payload. utier engineers gaine is extra payload wi a streamlin 
design that eliminates non-essential parts and useless dead 
weight. There is no sacrifice of Butler strength and stamina. 
All vital equipment is retained. 

Bigger payloads ...lower costs...increased revenue— 
these are typical results when Butler engineers tackle your 
transport problems. You can profit from their experience the 
next time you’re ready to put new transports on the road. 


Get the complete story on how Butler LP Gas transporta- 
tion equipment can help make your business moré ae ioc 
Write for full information, today! 


BUTLER MANUFACTURING COMPANY 
@ 7410 East 13th St., Kansas City 26, Missouri 
7% Ave 910 Sixth Ave., S. E. Minneapolis 14, Minnesota 
1 Provo’ 917 Avenue W. Ensley, Birmingham 8, Alabama 
: Dept. 10, Richmond, California 


Manufacturers of Oil Equipment ¢ Steel Buildings « Farm Equipment ¢ Cleaners Equipment ¢ Special Products 
Factories located at Kansas City, Mo. * Galesberg, Ill. * Richmond, Cal. * Birmingham, Ala. * Minneapolis, Minn. 
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Union Pacific's X-57 propane-fired gas 
turbine locomotive, with vaporizer- 
equipped tender converted from tank car. 


New “Iron Horse’ 


@ By Fred M. Burt 


OR the past three months the 

Union Pacific Railroad has been 
operating a propane-fired gas turbine 
locomotive in regular freight service 
between Los Angeles and Las Vegas, 
Nev. Developing 4800 hp and weigh- 
ing 275% tons, this locomotive has 
pulled a 79 car train weighing 4650 
tons. Its fuel consumption at full 
output is 23 gals. per mile. The oper- 
ating results of this locomotive .to 
date have exceeded expectations, and 
it is expected that in the not too dis- 
tant future similar tests will be con- 
ducted in passenger service. 

This development may have con- 
siderable significance to the future 
of the L. P. gas industry. Fuel con- 
sumption en a railroad is almost con- 
stant from day to day. It provides a 
very large market for steady year- 
round production of fuel—something 
which has been urgently needed by 
the production end of the L. P. gas 
industry. One locomotive of this type 
will consume close to 3 million gals. 
of fuel per year, Seven hundred of 
the giants would offer a market equal 
to the present domestic consumption 
of LPG in the United States. Such 
a demand could make it worth while 
for refiners and producers to expand 
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their facilities to recover a much 
higher percentage of raw materials 
than is economically possible with 
the present off-balance seasonal con- 
sumption. Up to a certain point, this 
would be beneficial to the local mar- 
keters, but it is conceivable there 
could be a time when the available 
supply would be inadequate for both 
railroad and domestic use. That time 
will be years in the future, but the 
situation must_be watched. 

The cost of the Union Pacific pro- 
pane locomotive is said to be $530,000. 
Its power output is a little greater 
than that of the 3-unit diesel loco- 
motives which are now in common 
use, the total cost of which is $540,- 
000. Six similar gas turbine locomo- 
tives, built to operate on residual fuel 
oil, are in parallel service, and more 
are on order. The decision-to develop 
the propane-fired unit was made as 
the result of maintenance difficulties 
experienced with the oil-burning 
jobs, and the freedom from these 
troubles shown by similar turbines 
operating on natural gas in pipe-line 
pumping service. The most serious 
difficulties with the oil-fired turbines 
have centered around the chemical 
and physical erosion of the turbine 
blades due to impurities in solution 
or in suspension in the fuel, and to 


deposits of combustion products. 

Gas turbines of this same general 
type operating on natural gas, in 
which the major impurity is sulphur 
and the corrosion is light, have been 
giving an average blade life of ap- 
proximately 34 years, in 24 hour per 
day service. It is expected that with 
propane, which has higher purity, 
blade life of approximately six years 
may ‘be reached in railroad service. 
With the simple construction of the 
turbine, there is little else to go 





Loading propane through dome of ten- 
der from tank truck. Two-inch loading 
line at right, and one-inch vapor re- 
turn line at right. Hoses are wrapped 
with static lines, and car is grounded. 
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Dome detail of tender: (1) 
filling valve; (2) vapor return valve; 
(3) tank pressure relief valve; (4) 
slip tube 


thermometer well; (5) 
gauge. 


wrong, so it is believed that the main- 
tenance cost of the turbines will show 
a great advantage over the more com- 
plicated diesel engines. 

One of the major problems in set- 
ting up the.Union Pacific test was 
the arrangement for and construction 
of the portable fuel tender. For this 
purpose, a standard propane tank car 
with net capacity of 11,300 gals. was 
leased, under terms which required 
its eventual return in the original 
condition. On account of this last 
stipulation, it was necessary to make 
all alterations in or through the ex- 
isting dome, without cutting or weld- 
ing the tank. For operating reasons 
it is necessary to supply vaporized 
fuel in quantities up to 120 million 
Btu/hr., at a pressure of 150 psi. To 
accomplish this, it was decided to 
build vaporizer coils in the tank, to 
be supplied with steam from a boiler 
deriving its heat from the combustion 
in the turbine. 

Steam flow to provide vaporization 
and maintain pressure under the vari- 
able demand is controlled and regu- 
lated by the propane pressure, acting 
through a pressure pilot and pressure 
controller. There is also a safety shut- 
off to stop steam flow before the safe- 
ty valve blows if the propane pres- 
sure rises above a set point due to 
failure of instruments or valves. It 
will also close if the pressure drops 
due to a break in the- propane static 
line. 

Flow of propane from the tank car 
dome may be shut off either by a 
manually operated plug valve at the 
dome outlet, or by an air pressure 
operated valve controlled from the 
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locomotive. Excess flow valves are 
installed in all propane lines to oper- 
ate in case of a line break. A special 
safety valve with manual release is 
installed in the propane line to pro- 
tect piping and housing from excess 
pressure due to thermal expansion. 
This same valve permits venting of 
vapor from the line before discon- 
necting the hose. The customary 
pressure relief valve on the tank pro- 
tects against high internal pressure. 

All lines in and out of the dome 
may be closed by block valves if a 
leak occurs in the heating sections 
or internal piping. A check valve 


_ prevents propane from backing up 


the steam line to the boiler. If pro- 
pane enters the condensate line, it 
will escape to atmosphere through 
the flash tank vent on the locomotive. 
The final safety device is a steam 
shut-off valve of the “deadman” type 


which insures that the system will 


“fail safe” in the event of a wreck. 
Once tripped, this valve remains 
closed until it is reset manually, and 
if there is a break in the air line, the 
air operated block valve and the 
steam valve will both close, as air 
pressure is required to hold them 
open. 

Precautions are taken that there 
will be no liquid present in the fuel 
vapor when it reaches the burners. 
A baffle is provided in the dome to 
prevent splashing of liquid into the 
outlet pipe. Any liquid entering the 
pipe is vaporized by auxiliary heat 
before it can reach the burners. 

According to David S. Neuhart, 
Union Pacific’s general superinten- 
dent of motive power and machin- 


ey 


Rear end of locomotive, showing (1) steam condensate return 

line; (2) steam line to vaporizer; (3). propane line: to turbine; 

(4) compressed air line to fuel control valve; (5) air line for 

steam control; (6) steam heated insulated line preventing con- 
densation of propane. 


ery, operating efficiency and main. 
tenance economy are the principle 
advantages expected from the use of 
propane. Operating costs under vari- 
ous conditions are yet to be deter- 
mined, as they cannot be known 
until operation over a considerable 
period determines the maintenance 
cost. It is known that the propane 
fired gas turbine locomotive is very 
flexible in handling trains, with ex- 
ceptional ability to start and pull 
heavy trains. Lower maintenance 
costs, and less time out of service for 
overhauls are a definite advantage 
which seems certain on account of 
the clean combustion and lack of 
combustion deposits on the turbine 
blades. 

In the test operation now being 
conducted between Los Angeles and 
Las Vegas, a distance of 334 miles, 
fuel is supplied at both ends of the 
line by tank truck. A complete pro- 
pane fueling station, with storage to 
be supplied from railway tank cars, 
is nearing completion in the Los An- 
geles yards. Richfield Oil Corp. sup- 
plies the fuel, and their engineers 
have collaborated with those from 
General Electric, manufacture: of 
the turbine, and with the Fluor Corp. 
and Union Pacific, on the various 
problems involved in developing the 
fuel system. 

Producers of L. P. gas are watch- 
ing this test with extreme inte:est, 
as it seems to offer an important op- 
portunity to stabilize and enlarge the 
market, and to conserve products 
now being wasted or returned to the 
ground due to the unbalanced nar- 
ket as presently developed. 


ats 
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Your Answers to 


20 QUESTIONS 


Can Spell Success or Failure 


By H. Ferris White 
Booz, Allen & Hamilton, Chicago 


Carry balanced line of well chosen ap- 
pliances. oR 
Develop a balanced summer-winter 

load. : 


Establish gross margins that ensure 
profit. 

Develop your sales territory uniform- 
ly. ; 

Watch for new fuel applications to 
broaden your sales field. 

Promote your company through local 
advertising. ; 

Have a predetermined objective for a 
long period ahead. 


Don't carry an appliance stock so large 
it will cripple you financially. 

Don’t carry slow-moving items. 

Don’t spread your sales territory be- 


yond what you can service economi- 
cally, 


Don’t cut prices. 
Don’t permit an easy-going attitude to 
afflict your organization. 


* 
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URING the past 25 years* your 
industry has had a continuing 
record of colossal growth in the face 
"Se of occasionally 
limited supply 
and shifting mar- 
kets. The healthy 
demand to date 
has minimized to 
some extent the 
importance of 
| efficient organ- 
ization and re- 
sultant selling 
drive. Today 
with continually 
increasing storage facilities, new ap- 
plications for L. P. gas, and the gains 
you are making against other fuels, 
the situation becomes more competi- 
tive with top rewards going to those 
who take time out to plan ahead and 
to strengthen their organizations to 
meet the new challenges. 

The question is, how can relative- 
ly small organizations prepare for 
any alternatives which may lie 
ahead? The task of pushing forward 
regardless of peace moves, full-scale 
war, continued creeping mobiliza- 
tion, or changing tax burdens will 
depend upon the condition of your 


H. Ferris White 


‘ 3 . : 
individual businesses when you are 


faced with a new economic picture. 
Small companies can do many 
things to insure their position during 
the next few years. Now is the time 
to set your own personal targets, to 
appraise your strengths and weak- 
nesses, and to start on a program of 
action that will lead toward your ob- 
jectives. Since each of your busi- 
nesses has individual characteristics, 
I cannot set any over-all objectives 
for you as individual operators, but 


Seattle Public Library 
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I am going to suggest 20 questions 
that can be used in reviewing your 
business and your organization. 
These questions, if honestly an- 
swered by you, should highlight 
weak points calling for attention. 

The first 10 questions have to do 
primarily with the sales area of your 
business, while the last 10 cover cus- 
tomer service and management con- 
trol. Although the answers to these 
questions will not always be the 
same, since the problems facing each 
one of you must be studied in the 
light of your own situation, I will 
try to give you my idea as to the 
application of these questions to your 
type of business. 


1. Do you have a balanced line 
set to meet the requirements 
in your area? 

By balanced line I refer not only 
to a line of appliances and equip- 
ment, but primarily a balanced de- 
mand summer and winter. What is 
being done in the summertime to 
build demand through new applica- 
tions, thereby balancing your area’s 
year-round consumption? Do you 
have a reasonable stock of appliances 
that can be sold in your area and 
will not put you in a position where 
competition will have to provide the 
ultimate service? In other words, if 
you sold all appliances on hand, 
would you be in a position to service 
at a reasonable cost? 

Trying to meet every individual 


*A paper delivered at the 1953 conven- 
tion of the LPGA. 
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appliance inquiry that may arise will 
prove very costly. Anticipate, if pos- 
sible, those appliances that will add 
healthy volume and year-round cus- 
tomers. Too large an appliance stock 
ties up a large percentage of your 
capital, and if some of these items 
move slowly, over-all sales effort is 
dissipated. Sales effectiveness on the 
slower moving products is lessened 
because salesmen know less about 
them. 

Along this same line there is seldom 
a compelling reason for carrying di- 
rectly competing products. If your 
policy is to distribute a broad line of 
appliances in support of your gas 
business, you should reach for a well- 
chosen, balanced group of products, 
keeping in mind that you still have 
the job of going out and selling this 
line. You should also endeavor to 
take full advantage of the manufac- 
turer’s immediate shipment and local 
warehousing facilities. 


2. Does each item in your line 
stand on its own feet profit- 
wise? 

The gross margin on every item 
you handle should be sufficient to 
warrant handling it. An average 
gross margin ample for a fair profit 
after operating expenses is a basic 
requirement, but each product 
should contribute independently to 
it. You should not limit your profits 
to gas sales alone. 

Those items in your line showing 
strong profit margins and maximum 
gas consumption should receive the 
greatest sales emphasis. On the other 
hand, items which are hard to sell, 
although they carry large margins, 
are a waste of time because of the 
high selling expense attached, which 
may wash out any final net profit. 
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3. Is your sales territory too 
large for economical service— 
Small enough to get thorough 
coverage? 


During easy sales periods many of 
us get overly ambitious regarding 
the territory we think we can cover. 
We may develop more customers 
than can be serviced properly or too 
large or. inaccessible a geographic 
area to be covered with present 
equipment. It can prove to be very 
expensive fighting competition close 
to his home base and far from your 
own. Little time is available for thor- 
ough development of your natural 
area and the frequent customer con- 
tact that this requires. 

Keep your territory small enough 
so that your ability to service be- 
comes far better than anything com- 
petition might offer, still large 
enough to support your business and 
to provide expansion possibilities 
when you are ready for them. On 
the other hand, a too small territory 
will deaden sales initiative by offer- 
ing too small a financial reward to 
meet your own objectives. 


4. Are you equipped for compe- 
titive selling? 

Certainly reasonable earning op- 
portunities will still be present in L. 
P. gas distribution for a long time 
to come. This means that you can 
expect broader horizons and should 
be able to attract good men to go 
along with you. Top performance can 
be demanded as long as this earning 
potential continues. 

You can and should gauge the 
power of your own selling effort by 
a close appraisal of current results, 
especially under competitive pres- 
sure. You should review your under- 
standing of your own products, your 
customers and their businesses. This 
appraisal should not be merely a self- 
appraisal, but should also be applied 
to all those working with you. In 
today’s market, unless we should 
have full mobilization, no organiza- 
tion need try to get along with an 
undermanned force, poor sales per- 
formance, or compromise with high 
standards. 


5. Are you and your men devel- 
oping the territory or only 
chasing hot leads? 


If your sales effort is pointed to. 
wards high-spotting, you are not et. 
ting the kind of solid sales perfom. 
ance that will give you an easy pay. 
off in the long run. A substantial 


' new prospect in the area certa nly 


should be followed closely to ofset 
competition, but this effort must be 
supported by planned continuing oy. 
erage of the entire territory. 

Territorial development work must 
be aimed at uncovering all possible 
and potential customers, selling them 
on your company, your products and 
your services. It means working 
hard at holding your regular custom. 
ers and bringing old customers back. 
This approach should build solid cus. 
tomer acceptance and provide assur- 
ance of repeat business. 


6. Are you getting a fair share of 
the business in your area as 
measured against competi- 
tion? 

To satisfy yourself on whether or 
not you are getting your proper 
share of sales in your local area, you 
must know the area potential—by 
customer and by potential customer 
classification. With these facts you 
should be in a position to evaluate 
your own performance. Your sales 
volume trend and the sales trends of 
your competitors are more important 
than a snapshot of today’s perform- 
ance. Competitive strength should be 
measured in terms of volume, price 
policy, caliber of selling activity, 
company reputation, and service 
ability. 

A true picture of your own poten: 
tial is also necessary to enable you 
to do a good job of setting targets, 
general policies, budgets, and other 
factors in the general management 
field. If you have no strong competi: 
tion within your primary area, it 
would be well to find out how some 
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of your competitors are doing in ad- 
joining areas where the problems are 
much the same. 


7. Are you price cutting on spe- 

cial deals to get new outlets? 

Price cutting may bring-in some 
new customers and may make it pos- 
sible to steal customers from com- 
petition, but it also reduces your 
profits materially. Customers sold 
through such means are open to com- 
petition coming in on the same basis, 
and the end result is that you ali 
suffer. 

Customers signed up originally 
through strong personal selling of 
quality and service at fair prices 
must provide the basic-‘volume the 
business needs, and this is ‘the type 
of relationship that is hardest to 
break up. 

The super trade-in can be just as 
harmful as price cutting and has the 
same basic weakness. Your customer 
gets the idea that his suppliers will 
do anything for a sale, and it is al- 
most impossible to get him back on 
a reasonable basis. 


8. Are you and your men keep- 
ing up to date on sales tech- 
niques and expanding appli- 
cations? 

A major hurdle to overcome is the 
easy-going sales attitude that most of 
us have assumed over the past sev- 
eral years.’ It is management’s re- 
sponsibility to re-educate themselves, 
as well as their men, to meet com- 
petitive pressure of electricity and 
other fuels effectively. Obviously, a 
manager must be thoroughly instilled 
with competitive drive himself be- 
fore he can pass it on to his men or 
do a top job with his customers. 

Technological advances that permit 
new applications of L. P. gas should 











































be followed closely by you. Some of 
these will certainly furnish addi- 
tional sales opportunities in your 
own area. Since your service men 
are the most frequent contact you 
have with your customers, they too 
should be kept fully informed on 
these new applications. 

Important help in the form of sales 
forecasts, territorial quotas, and 
route planning and scheduling should 
be considered as regular tools of 
your sales activity. Strong competi- 
tive sales techniques, both in your 
industry and in other industries 
within your local area, should be 
analyzed and discussed with your 
men. 


9. Do.you have a planned pro- 
motional program effective in 
promoting the company, its 
products and services? 


Many small organizations are en- 
thused from time to time about pro- 
motional activity, and it is certainly 
not enough to merely “ride the coat- 
tails” of suppliers in the advertising 
of their products. You are trying to 
build a personal relationship with 
the customers in your area, and in 
so doing there should be a planned, 
periodic promotional program, plac- 
ing emphasis on your ability to do 
the best job possible in your com- 
munity. 

The buyers of your products are 
purchasing on-the-spot service, and 
they must be sold on your ability to 
provide such service. They must be 
sold on your company in its own 
right, as well as on the reputation 
of the products in your line. 

The most constructive use of ad- 
vertising is through a program aimed 
directly at the end users of your 
products. Based on a carefully com- 
piled mailing list, consideration 
should be given to balanced use of 
direct mail, pamphlets, local news- 
papers, and, of course, classified ads 
in the local telephone book. 


10. Are you equipped to move 
with changing local business 
conditions? 

Sharp shifts in local, regional, and 
national business activity should be 
carefully watched in laying future 
sales plans. Although your local 
household business may remain the 
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same in a business recession, your 
plans for expansion may have to be 
curtailed sharply in order to keep 
your business in proper balance. It 
is always helpful to have a good feel 
of what is ahead so that you can shift 
your sales emphasis as desired. 

From your own experience you 
should have a fairly clear idea of the 
impact on your business of full-scale 
war, changeover to peace, and na- 
tional depression. The record of 
your industry over the past 20 years 
has been one of expansion, with new 
fields now rapidly opening up. Your 
long-range expansion may depend on 
your ability to quickly take advan- 
tage of new opportunities created by 
shifting conditions. Moving ahead 
towards a predetermined objective 
based on an estimate of what is to 
come makes each promotional invest- 
ment pay off far better than when 
you scatter your shot over the mar- 
ket hoping to hit a-soft spot some- 
where. 

In these first 10 questions I have 
concentrated on those points that 
have to do primarily with customer 
contact. Appraising your own organ- 
ization on each of -these points and 
then doing something about it is 
bound to be helpful. Such an ap- 
praisal should take place regularly. 
It can be constructive only if done 
sincerely and with enough care so 
that you will end up with a list of 
strong points and weak points, giv- 
ing you a full understanding of the 
base on which you can continue to 


build. 


In the next 10 questions I cover 
management controls and customer 
service, without which any amount 
of sales effort will bring small re- 
ward. Sales of L. P. gas, equipment, 
and appliances are subject to all the 
basic risks of business. There is a 
natural tendency for individuals to 
curtail or postpone substantial pur- 
chases in. times of uncertainty. Do- 
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ing a complete job saleswise and 
servicewise is the best way to mini- 
mize risks. 

In a tighter, more competitive mar- 
ket a good sales job may have to be 
evaluated by a considerably shorter 
measuring stick. If this is the case— 
if your sales are likely to be cur- 
tailed or a stringent buying policy 
adopted by your customers—all ele- 
ments of your business should be in 
such shape that they can be quickly 
trimmed down to fit. Any serious 
lag may prove to be disastrous. To 
prevent costly delays, you should 
know all the facts of your operations 
von time and be ready to act on the 
indicated trends. 


Il. Is your service activity being 
str as an additional sales 
too 


Full recognition of the vital part 
which service plays in building sales 
should have its effect on your organ- 


ization and operations. Your service- . 


men or you, if you are an individual 
operator, have the primary frequent 
contact with your customers. You 
should have a clear picture of all 
appliances in the homes you are serv- 
icing, the age and condition of each. 

In making sure that your man who 
is responsible for regular deliveries 
is also sales minded and properly 
indoctrinated with a knowledge of all 
possible applications, you not only 
are strengthening your own sales 
effectiveness but are also broadening 
the ability of your man for the fu- 
ture. Frequently this man’s relation- 
ship with your customer is your 
strongest fence against competition. 
If you do hold this man responsible 
for some of the sales load, be sure 
to keep an accurate record of results 
achieved by him so that he will re- 
ceive proper recognition. 


12. Are you properly avoiding 
emergency field service? 
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The average customer buying L. P. 
gas appliances is going to ask for as 
much free or costly emergency serv- 
ice as he can get away with. The 
first defense against emergency calls 
is proper installation to start with. 
Secondly, an occasional check should 
be made by your man servicing the 
customer. 

Every sound distributor has to 
stand back of the product he sells, 
but when he is asked repeatedly to 
make emergency calls at all hours 
because of customer ignorance or 
customer carelessness, the distribu- 
tor should temper his desire to be 
of service with a ‘strong dose of com- 
mon sense. 

Legitimate emergency calls can 
frequently be turned into worth- 
while selling time. Your men should 
keep this in mind and make every 
call pay off either in building good 
will or making direct sales. 


13. Are you realizing the full 
profit potential of your ap- 
pliance business? 

Sound inventory control is one of 
the primary requirements of a profit- 
able appliance business. Basically, 
your inventory objective should be 
to keep turnover high and appliance 
inventory at the lowest possible 
point consistent with sales require- 
ments. Slow-moving items that may 
become obsolete on your floor can 
easily knock out any profits that you 
may make on the balance of your 
sales. This means you should estab- 
lish maximum-minimum figures on 
each item based on usage in your 
area and speed of replacement. If 
you run into some obsolete stock, 
sell it out now and don’t hope for 
some unlikely demand later on. 

Going over your inventory from 
time to time is a good educational job 
for any of your men, for it keeps 
them up to date on what must be 
moved promptly and what new items 
you may have acquired. 


14. Is your investment kept at a 
minimum but large enough 
for good customer service? 


In your business of supplying L. P. 
gas and attendant units for gas con- 
sumption, you have an interesting 
problem of keeping your gas stock, 
delivery equipment, and appliance 


supply in balance... Frequently when 
gas demand in your area moves 
little beyond your ability to service, 
there is the temptation to immediate. 
ly add additional delivery equip 
ment, although that equipment may 
be used at rare intervals during the 
first year or so. 

The successful, conservative oper. 
ator will do everything possible to 
build up a demand first to really 
justify additional. equipment, and he 
will hold off the purchase. of new 


equipment until the demand is ap. 


parent. As far as appliance stocks 
go, there is no sense in overloading 
because of special opportunities of. 
fered by some manufacturers if you 
can’t see any short-term market for 
the units involved. As a rule, the 
money is much more important to 
you in the operating of your day-to-. 
day business than the small savings 
you may realize by heavy buying. 

Keeping as much of the gas inven- 
tory in your area in your customers’ 
tanks is once again a vital thing in 
holding your inventory investment 
down and staying in a flexible posi- 
tion. 


15. Can you do business efficient 
ly with your present equip- 
ment and facilities? 

Many distributors seem to feel 
that any investment in facilities 
should be kept at an absolute mini- 
mum. Here again ‘a proper balance 
should be used. Facilities should 
serve as evidence of efficient man- 
agement, and the morale of your 
organization or of an individual! op- 
erator will be affected by the appear- 
ance and utility of your over-all lay: 
out. 

The location of your primary dis- 
tribution point controls the required 
investment to some extent. Balanc- 
ing costs against the desirability of a 
location should be carefully thought 
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out and, of course, will have an effect 
on the type of service you can give 
at the lowest possible cost. The ap- 

ce of your equipment is also 
a vital sales tool and probably has 
more advertising potential than any 
media, 2s your equipment is seen by 
hundreds of people every day, and 
they can’t help but react favorably 
to neat, efficient units. 


16. Is your credit policy driving 
away sales—or building bad 
debts? 

Assurance of minimum credit 
losses under pressure for maintain- 
ing and increasing sales volume calls 
for a realistic approach to your credit 
policy. A sound foundation for grant- 
ing credit is a careful investigation of 
each customer and potential cus- 
tomer through banks, other commun- 
ity contacts, personal reputation, and 
competition. : 

A “personalized” rating measured 
on a sound credit scale ranging from 
full credit to a straight c.o.d. should 
then be established and periodically 
checked and altered as required. 
Errors in judgment should be recti- 
fied in the course of a closely 
watched collection procedure. With 
credit policies specifically and firmly 
established, you are in a position to 
reach for business on the right basis 
with confidence. 


17. Do your operating figures 
tell you what you need to 
know to run your business? 

Basic records that show where 
your business is today and where it 
has been and controls which provide 
guidance over where it is going are 
essential for stabilized operation. 

The rapid growth of many distribu- 

tor organizations has added business 

complexities which cannot be han- 
dled on a hit-or-miss basis. You 
should be able to judge accurately 
and on a monthly basis how you’are 
making out profitwise by product. 


This calls for well-designed financial - 


and Operating statements incorporat- 
ing the results of accurate inventory 
control. Timely review of these state- 
ments, with the current detailed fig- 
ures on sales, expenses, and financial 
Position laid against past results, 
should offer the means of gauging 


OCTOBER, 1953 


performance and controlling operat- 
ing costs. 


18. Do net profit or income re- 
sults justify your continuing 
business investments? 


Setting an earnings goal either in 
terms of income to the owner or net 
profits should provide a short-range 
objective towards which all controls 
can point. As your investment in 
facilities, inventories, and working 
capital increases or decreases, your 
target should be adjusted in order to 
justify fluctuating capital investment. 

Having set a profit target, the re- 
quired sales volume should be deter- 
mined arid will serve as a basis for 
the sales program and for controlling 
fixed and variable costs. 


19. Do you take time to plan 
ahead? 


Planning is the management tool 
which can translate the indicated 
trends and needs of the business into 
a well-balanced program of action 
for selling and promotion. In com- 
mon with other executives, L. P. gas 
distributors have the problem of bal- 
ancing planning time against operat- 
ing time. Under the pressure of day- 
to-day responsibility or in the face of 
a sales crisis, the tendency is to re- 
gard the planning phase of manage- 
ment as postponable. 

To do a good job of planning re- 
quires allocation of the time neces- 
sary for it. This means a deliberate 
separation of important from ‘unim- 
portant matters. 


20. Have you provided for per- 
_petuation of your business 
organization? 

Characteristic of the L. P. gas in- 


dustry is the relative youth of the 
majority of companies. Most of them 
are still managed by their founders, 
but some of these owner-managers 
are now reaching the point of retire- 
ment. 

To insure continuation of the busi+ 
ness and protection for your invest- 
ment, you should make adequate ad- 
vance provisions for passing it on to 
other hands and for coping with the 
inheritance tax problems. In many 
instances, this calls for planning 
moves which may result in owner- 
ship changes during the lifetime of 
the founder. 

Building a future organization 
should be part of your long-range 
program. Start delegating manage- 
ment responsibility and authority to 
others while you are still around to 
counsel and advise. If you have ‘no 
replacements available for you as top 
man, it is a reflection on your execu- 
tive ability, not on the men working 
for you. 


Conclusion 


I have endeavored to present and 
comment on 20 questions to which 
the management of many companies 
are frequently trying to find the an- 
swers. Four main points can be used 


‘as a guide for self-appraisal. 


1. Set your own personal business ob- 
jectives. 


2. Decide where you are now and what 
has to be done to achieve these objectives. 

3. Organize your own time and the time 
of your men to meet this requirement. 


4. Set up a series of steps moving from 
your present position towards your own 
objectives. 


The things that make your busi- 
ness different from that of the man 
sitting next to you must be taken 
into consideration in developing spe- 
cific plans and programs. That’s why 
no one can successfully install “pack- 
age” programs. Each situation must 
be considered on an individual basis. 

In conclusion, I'd like to recom- 
mend that each of you take some 
time off very shortly and go fishing. 
I suggest this for I know of no at- 
mosphere more conducive to good. 
solid, objective thinking. Take these 
20 questions with you, try to create 
others of your own, and really take 
time out for self-appraisal. I’m sure 
you will find it a rewarding experi- 
ence. 
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A New LPG Star Is Born 


Five key points in the new star: (seated) Hermann Paris, president; (standing, 
left to right) Fred A. Rives, vice president; B. T. Nightingale, secretary- 
treasurer; W. B. Wight, vice president; Claude G. Haugabook, vice president. 





Five independent LPG 
dealers merge to form 
one of the largest LPG 
dealer operations in the 
United States. The story 
of this merger — the 
thinking which preceded 
it—the problems of per- 
sonnel and management 
— the planning and de- 
velopment of sales and 
organizational oper- 
ations — are but a few 
of the many subjects cov- 
ered in this new series of 
articles which start this 
month. 











By Alex W. Bealer, III 


HE old story is well known— 

about the father on his deathbed 
who called in his four sons to give 
them his blessing. He had asked the 
eldest to bring him five sticks, and 
when the sons had gathered ‘them, 
the old man instructed one of them 
to try to break one of the sticks. This 
was easily done; the young man 
broke it like a match stem. Next the 
father instructed the boy to bind the 
remaining four sticks together and 
try to break them. Each of the stal- 
wart sons tried in turn, but none 
could break the four sticks bound 
together. The moral, of course, was 
that the four sons could challenge the 
world if they would stick together. 


This is exactly the theory used by 
the Consolidated Gas Co., Georgia's 
only statewide L. P. gas dealer, when 
the company was formed in August, 
1952. It has been a little over a yeat 
since the five independent Georgia 
dealers who formed the company got 
together. The five previous ownels 
are now officers, and the resu ts have 
been as successful as the old Arabian 
could have told them. Combined sales 
are greater, combined profit: can be 
used to greater advantage, aid com 
bined problems are more than offset 
by the aggregate of brains and e« 
perience that can now be’cal!-d up 
to solve them. In short, the consdli 
dation has proved successful, not only 
as a more profitable underta'cing for 
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the five original owners, but also as 
a mean of strengthening the whole 
LPG ir ‘ustry in Georgia. 

All| 1s not’ been a bed of roses, 
however. Pioneering seldom is. In a 
consolidation such as will be de- 
scribed in this article, the time, the 
place and the people must be right. 

Certainly the proper time and 
place were furnished by the state of 
Georgia. Unbeknown to many, Geor- 
gia is the largest state east of the 
Mississippi, and of great importance 
to the LPG industry because more 
than haif of Georgia’s population live 
on farms and in rural communities. 
For the last 10 years, Georgia farm- 
ers have turned more and more to 
mechanization and diversified farm- 
ing, with a resultant jump in income 
that would have amazed Grandpa on 
his wornout cotton farm. As income 
has increased, so has the standard of 
living in farm homes improved. 
Georgia farmers nowadays enjoy 
modern living as much as city folk, 
and L. P. gas has shown the farmer 
that it can be depended on for mod- 
ern living no matter how far in the 
backwoods he may live. LPG sales 
have grown tremendously in Georgia 
since World War II, and with a huge 
potential market still available, the 
signs point to an even larger growth 
in the years to come. 

Time and place, though, are pure- 
ly circumstances. People are re- 
quired to realize the opportunities 
and take advantage of them. Georgia 
has been extremely fortunate be- 
cause of the caliber of the people 
found in its well established L. P. gas 
industry. 

At present there are more than a 
hundred independent LPG retailers 
in the state, some large and some 
small, but all getting along very well. 
During the war it was impressed on 
many of these dealers that competi- 
tion was necessary, but cooperation 
was also essential at times. Accord: 
ingly, Georgia LPG dealers learned 
to ask small favors of one another 
during those years of shortages and 
transportation problems, and found 
that exchanging ideas was just as 











































































can be J ™portan: to the future as exchang- 
1 com fg favors during the emergency. 

- offset Among those companies who 
nd ex learned these industrial facts of life 
j upon mm “te the five: independent dealers 
pee" who later were to form the Consoli- 


dated Gas Co. These five were in a 
fine Position to cooperate, because 
while the five together covered al- 
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most the whole state, there was no 
competition between any of them ex- 
cept along fringe areas. 

Of more value to the future was 
the fact that while each of these com- 
panies was trying to sell as much L. 
P. gas as possible for any use that 
came along, each was particularly 
strong at one special phase of market- 
ing in which the others were weak. 

For instance, take the Consumers 
Gas Co. of Albany, Ga., operated by 
W. B. Wight. Albany is located in 
the southern part of the state, and 
because of rich farming and large 
military expenditures in the vicinity, 
has grown steadily, forming an im- 
portant suburban and commercial 
market. Consumers Gas Co. had two 
branch offices which served home 
and industry in the towns and many 
farms in the surrounding country- 
side. Because of the nature of the 
territory he served, Mr. Wight had 
done a great job with cylinder sales, 
and could apply his special knowl- 
edge of selling cylinders to commer- 
cial, agricultural and home markets. 

Bounding Consumer Gas Co.’s ter- 
ritory on the north was the Economy 
Gas Co. of Montezuma, operated by 
C. G. Haugabook. Around Monte- 
zuma is a rich, rolling countryside of 
large farms and small towns. There 
are few factories in the area, for here 
agriculture is practically the only 
industry. Mr. Haugabook early dis- 
covered that, with many farms in his 
territory operating from five to ten 
tractors for many hours a day during 
the season, he had a huge potential 
market for L. P. gas tractor fuel. At 


Home office of Consolidated Gas Co. in Atlan- 
ta features this modern appliance showroom. 





the time of consolidation, Mr. Hauga- 
book was servicing more tractor cus- 
tomers than any other dealer in the 
state, so was extremely well qualified 
to advise on how to develop and 
maintain a market for LPG tractor 
fuel in any section of the state. 

One of the largest and most effi- 
ciently operated dealers in Georgia 
shared the territory to the west of 
the Economy Gas Co. This was the 
Automatic Gas Co. of Columbus, Ga., 
an industrial city of long standing, 
located just across the Chattahoochee 
river from Alabama. Its able presi- 
dent was Fred A. Rives, who had 
steadily expanded his territory over 
a 12 year period until he had branch 
offices in four other Georgia towns, 
selling to a mixed home, industrial 
and farm market. Unlike the other 
future members of the Consolidated 
Gas Co., though, the Automatic Gas 
Co. owned Gas Distributors, Inc., of 
which Fred Rives was also president. 
This company handled distribution 
for most of the appliances and equip- 
ment sold by Automatic Gas Co. Con- 
sequently, when Consolidated Gas 
Co. was formed it had at hand an 
expert on wise purchasing, which, 
after all, is the first step in success- 
ful selling. 

Covering large parts of the north- 
ern and central sections of the state 
was the Georgia Automatic Gas Co., 
Georgia’s oldest and largest LPG 
dealer. This company was headed by 
Hermann Paris, well known through- 
out the industry, who had built his 
company from 100 customers in 1939 
to 7500 customers in 1952. Georgia 





Automatic Gas Co. included three of 
the largest cities in' Georgia in its 
territory, and also served a large 
farm market in central Georgia. 
The remaining members of the 
Consolidated Gas Co. were the Su- 
burban Gas Co. of Savannah and the 
Ideal Gas Co. of Brunswick, Ga., both 
under the direction of B. T. Nightin- 
gale. They served the 75 mile coast- 
line of Georgia, which covered the 
growing industry in the Savannah 
region and the lucrative resort busi- 
ness stemming from Sea Island and 
St. Simon’s Island outside Bruns- 
wick. While an important part of 
their sales effort was aimed at the 
industrial and commercial business 
of the section, these two companies 
primarily served a home trade. 


Assets of Consolidation 


These were the companies, then, 
that were later to bind themselves to- 
gether into the Consolidated Gas Co., 
one of the largest retail dealers of 
LPG in the nation. One may wonder 
why five sizable and successful inde- 
pendent dealers should wish to join 
themselves together into a larger 
eompany, facing the problems of sales 
coordination, advertising, taxes, em- 
ploye relations, purchasing, ware- 
housing, transportation, storage, or- 
ganization and others that make the 
operation of a large company far 
more complex than that of a small 


company. What could be gained that’ 


would assure greater success under 
consolidation? 

The first asset gained by consolida- 
tion is obvious. The consolidated 
companies had far more strength 
than any of the separate companies 
has possessed. Before consolidation, 
the largest of the five companies had 
7 bulk storage plants with a capacity 
of 100,000 gallons. Now each of the 
previously independent dealers can 
share 27 bulk plants scattered all 
over the state which can store more 
than a million gallons. This means, 
of course, that when cold weather 
hits North Georgia, any sudden de- 
mand for gas can be met by drawing 
on bulk storage in the southern 
counties, where winter comes later 
and is generally much milder. 

The same thesis can be applied to 
transportation and warehousing. Now 
Consolidated Gas Co. operates 50 
tank trucks throughout their terri- 
tory, a fact that insures emergency 
delivery in a few hours to any of the 
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offices which may need it. The com- 
bined warehouse space of the com- 
pany now totals 100,000 sq. ft. This 
means that offices no longer need to 


rent extra space, sometimes at an ex- . 


orbitant price, when their own ware- 
houses are overtaxed. It also means 
that no office need pay rent for space 
that is empty for a time. There is al- 
ways some branch than can use avail- 
able warehouse space to good advan- 
tage. 

Larger opportunities in the con- 
solidated company do much to 
strengthen employe relations, and 
to draw better recruits. Larger serv- 
ice facilities which can be concen- 
trated at any point strengthen custo- 
mer relations. And of great impor- 
tance, a much larger number of-cus- 
tomers, spread over 104 of the 159 
counties in Georgia, provide a com- 
fortable cushion which can be shared 
by each of the twenty-five branch of- 


fices in case of sudden and unavoid- 


able set-back in sales. 


Strength of a Team 


Probably the greatest strength 
gained was the formation of a team. 
Consolidated’s management is a team 
that is equipped to use the valuable 

:physical assets of their company and 
more easily solve the problems which 
continually appear. The team can do 
this successfully simply because five 
heads packed with experience are 
better than one, in running a com- 
pany or playing a basketball game. 

But, enough of strength. The in- 
gredient in the new company which 


did more than all others to guarantee - 


success was faith. The five business- 
men who formed Consolidated Gas 
Co. have faith in themselves and each 
other, faith in the LPG industry, faith 
in the future of their state and their 
nation. Indeed, simple faith was the 
fountainhead that made all strength 
possible. And as the company de- 
veloped, faith has provided far more 
success than mere “Bigness” could 
ever have accomplished. 

In fact, the larger company has 
spawned problems that only faith 
and hard work could solve. Problems 
have grown like weeds in a corn 
patch, but plenty of capable field 
hands, from Hermann Paris, the 
president, on down, have diligently 
hoed them out, one by one, until 
problems are no longer a major issue. 
The people in Consolidated now think 
only of solutions, and the problems 


take care of themselves. How the 
problems of a big company, which 
are only the problems of a small :om. 
pany magnified five times, are 
handled will be described in future 
issues of “Butane-Propane News.” In 
the meantime, what of the persistent 
questions raised by smaller dealers 
in Georgia? How will the size and 
strength of a company like Consoli. 
dated affect them? 

Hermann Paris can answer this 


-one. He feels that his company will 


help the LPG industry in Georgia a 
great deal, and will not hurt other 
dealers in the slightest. 

Mr. Paris backs his position by 
pointing to the market he and com. 
petitive LPG dealers serve. Approxi- 
mately 96,000 rural families in Con- 
solidated’s territory are still using oil, 
wood and coal for cooking, about 
45,000 farm tractors, a growing poul- 
try industry, a well established to. 
bacco growing industry, a growing 
home building program in suburbs 
and small towns beyond the mains, 
and a steady stream of factories mov- 
ing into Georgia certainly can furnish 
enough business for large and small 
dealers alike, he feels. 


Prestige for Industry 


In fact, he and the other officers of 
Consolidated are quite sure that their 
company, with its size and facilities, 
can do much to stabilize the industry. 

For the greater promotion of LPG 
as the modern fuel, through Consoli- 
dated’s sales force and advertising, 
the demonstration of a uniform serv- 
ice over practically the entire state, 
and the realization. by potential users 
that L. P. gas must be good or it would 
not support such a large company, 
are all building a priceless prestige 
for the industry that is bound to bene- 
fit every dealer in the state. 

Since LPG sales in Georgia over 
the past year broke all records, it 
looks like the officers of Consolidated 


are right. 


(Succeeding articles will cover the 
training and organization of perso 
nel, the planning and operation of 
sales and advertising programs, oper 
ation of the service department, and 
the problems and responsibilities of 
management. Watch for these infor 
mative articles in coming issues— 
ED.) 
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South of the Border . i 


Robert N. Jones 


HERE are forty or more butane 

dealers in Mexico City alone. This 
will probably come as a surprise to 
most readers, as it certainly was news 
to the author. During a recent four- 
week business trip the writer called 
ona number of LPG dealers through- 
out Mexico. 

Mexico City has no natural gas. 
The most commonly used fuels for 
cooking are kerosene and charcoal, 
with electricity and LPG competing 
for the market in the silk-stocking 
sections. Fourteen years ago the bu- 
tane business was launched when one 
man rigged up steam boilers to store 
butane, and another started giving 
away cylinders in order to sell 
kitchen ranges. ~ 

Today L. P. gas is to be found in 
twenty percent of the kitchens in 
the capital city. One of the large bu- 
tane dealers has eleven thousand 
bottle-gas customers, plus a number 
of hotels, restaurants and industrial 
users. He sells 14 tank cars of LPG 
per month. His largest contract in- 
volves L. P. gas for two huge govern- 
ment housing projects, with a total 
of 2064 apartments. These projects, 
known as “Edificios Multi-Famili- 
aros,” have most of the butane tanks 
on the roofs, four to twelve floors up. 
Tank sizes range from. 500-gal. to 
2500-21. capacity, and butane is 
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LPG Sales are 


E-x-p-a-n-d-i-n-g 


By Robert N. Jones 
J. & S. Carburetor Co. 
Dallas, Texas 


purnped up through pipes from deliv- 
ery trucks. 

LPG is used for cooking and heat- 
ing water. Incidentally, there is no 
summer-winter ratio to worry about 
in Mexico City. The climate is so mild 
that homes are not heated in the 
winter. 

The development of the motor fuel 


* and industrial markets for LPG has 


not seriously gotten started yet, due 


to the relatively high price and the 
short supply of gas. Various sources 
estimated that from 60 to 70 percent 
of the gas consumed in Mexico City is 
imported from the United States. 
Petroleos Mexicanos is scheduled to 
install refining facilities to increase 
propane production in the near fu- 
ture. 

American interests are reportedly 
studying plans to set up LPG storage 


Painting cylinders at one of the larger LPG plants in 
Mexico City. Bottles are 20 and 30 kilogram sizes. 








facilities near the port of Tuzpam, 
Veracruz. Deliveries will be made 
there in LPG tankers, thence via 
truck or rail to Mexico City. In view 
of the fact that it often takes twenty 
days fora tank car of butane to travel 
from the gasoline plant in Texas to 
Mexico City, the need for increased 
facilities can be appreciated. The cost 
of this transporting, the delays and 
uncertainties involved, place a pre- 
mium on the price of LPG. 

Alongside the six or eight big bu- 
tane companies in Mexico City, there 
are a number of small companies 
which have an appliance store,. a 
telephone, a pick-up truck and a few 
dozen bottles. They may have a bulk 
storage tank of their own, or they 
may take their bottles to some bulk 
plant to be filled and, in effect, op- 
erate as a delivery service. These 
small dealers have no contract with 
Pemex, and no tank cars to bring in 
gas from the States. 


70 Cents Per Kilogram 


In Mexico City, the government has 
fixed a price of 70 centavos per kilo- 
gram (about 17 cents per gallon) on 
bottle gas, delivered. This is almost 
exactly the price of “Mexolina” (40 
centavos per liter), the low-grade 
gasoline. The 80-octane “Super- Mexo- 
lina” is 50 centavos per liter. In any 
case, the saving with butane is so 
small that practically the only trucks 


burning L. P. gas are those belonging 


to the butane dealers. 

Most farm tractors are run on “Trac- 
tolina” (kerosene), which Pemex 
sells at the very low figure of 10 cen- 
tavos per liter. It is only in areas im- 
mediately bordering Texas that many 
tractors have been converted. Besides 
the cheap kerosene, the tractor con- 
version business is faced with the 
double obstacle of expensive bottle 
gas service instead of bulk tanks on 
the farms, and expensive imported 
tractor tanks and conversion units. 

Despite these obstacles, L. P. gas is 
coming into use on farm tractors, irri- 
gation engines, even as far down as 


the cotton-growing region around, 


Torreon, Coahuila, in the fertile val- 
ley called “The Lagoon.” This prog- 
ress is due in large-part to the efforts 
of Mr. Mario Lozano who has a thriv- 
ing gas business in Torreon as well 
as in four other towns. 

He trucks his own gas from plants 
in Texas, using two 4000-gallon and 
one 5350-gallon trailer-trucks. For 
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bulk deliveries he has a 1200-gallon 
truck, and for bottle deliveries in the 
various towns he has seven pick-up 
trucks. All of his equipment, even his 
personal car, operates on butane. 


Land of Contrasts 


Gas dealers in Chihuahua and Tam- 
pico and Monterrey have the same 
type equipment and business as “Gas 
Lozano.” In Chihuahua, three butane 
dealers compete for a thriving trade. 
Monterrey, however, has natural gas, 
and LPG sales are mostly beyond the 
gas mains. Here in northern Mexico 
the winters get cold, and you find 
space heaters for sale in the stores. 
A decided jump in gas sales is noted 
during the three cold months. 


the case of Nieto y Compania, « first 
class chain of hardware stores which 
imports Swiss watches, American TV 
sets, English bicycles, etc. They 
started handling butane so thai they 
could sell their gas ranges. 
American-made kitchen rang:s are 
sold widely in Mexico, although 
there are factories in Mexico City and 
Monterrey which put out fine 1anges 
at much lower prices. Hot plates and 
small stoves are almost exclusively 


_ of Mexican manufacture. The writer 


visited a modern stove factory in 
Monterrey. 

Other quality products made in 
Mexico for the LPG industry are reg. 
ulators, valves, and cylinders. A fac. 
tory in San Luis Potosi puts out an 
excellent line of LPG cylinders, 


“Gas Butano’’—typical small appliance store. This one is located at 
Auguacalientes, Mexico. 


Mexico is a land of cantrasts—hot 
and cold. Desert and mountain and 
jungle and paradise.- Ancient and 
modern. When the writer saw a man 
coming to town in a wagon, with four 
or five empty butane bottles to be 
filled, it struck him as quite pic- 
turesque that mules should be used 
to haul butane. But such contrasts 
are commonplace down there. Butane 
is, in fact, used for gas lights in many 
homes in rural Mexico. 

In Mexico, as elsewhere, the butane 
dealer is also in the stéve and appli- 
ance business. More accurately, the 
hardware and appliance stores have 
gotten into the butane business. Take 


There are several shops in Mexico 
City fabricating cheap bottles out of 
10-gauge plate, that have taken over 
the trade. in the metropolitan area. 
The industry there is standardized on 
20-kilogram and 30-kilogram bottle 
sizes (44 lbs. and 66 lbs.). In many 
northern towns the 45-kilogram (100 
Ibs.) bottle is most common 
Almost all bulk storage tanks are 
imported, although the shop equip 
ment and skills exist in Mexico 1 
make them. Nobody has gone to the 
expense of making up dies to stamp 
out the heads in the larger sizes. At 
least one shop is beginning tc stock 
large heads bought in the States, ° 
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that it can make up tanks to order on 
short notice. Tank manufacturing 
will certainly get underway as bu- 
tane becomes more plentiful and the 
advantages of bulk storage for farms 
and industries are more fully appre- 
ciated. Local manufacture of motor 
fuel tanks, at prices much below 
those for imported tanks, is a must 
before LPG carburetion can get 
started. 

Mexican L. P. gas dealers are fre- 
quent visitors to the U. S. They come 
to arrange for purchase of gas, and 
to buy new tank trucks, pumps, hose, 
connections, tanks, etc. 

There are at least two import com- 
panies in Mexico which carry good 


Truck converted to LPG in 1951 by Mr. Mario Lozano 
(left) of ‘‘Gas Lozano’’, Torreon, Mexico. 





Left: LPG Bulk Plant at Tampico, Mexico, is located in orange grove. Right: Apartment 
tenants are supplied with LPG fiom these two 1000-gal. tanks located atop 12-story structure 
in* Mexico City. LPG is piped from street level during filling operation. 


inventories of LPG equipment— 
everything from flare nuts and cop- 
per tubing to 1000-gal. tanks. 


Butane is being used in cotton dry- 


ers in northern Mexico. Several peo- - 


ple have devoted a lot of time, study 
and work to the L. P. gas conversion 
field, and no doubt as conditions be- 
come more favorable, this business 
will prosper in Mexico. 

The writer was surprised to find 
that no trade journal is published in 
Spanish even remotely concerned 
with the LPG field. He found, how- 
ever, that “Butane-Propane News” is 
Widely read in the trade, even by 
furnitu re dealers just getting started 
in butane. So they do keep informed. 
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Delivery trucks operating on LPG are equipped with J & S 
carburetion and are used by ’’Gas Lozano’ De Mexico, 
S. A., in Mexico City. 








Gleaming white trucks are operated by ‘’men in white’ at the Waco Butane 
Gas Co. Trucks get a scrubbing and touch up on paint every week. 


“Stunt Promotion” Not Required to Build 


Outstanding Volume for Texas LPG Dealer 


By Gene Creighton 


HILE the present-day trend is 
toward gala promotions, price 
juggling, contests and the like to at- 
tract public attention, at least one 


central Texas L. P. gas dealer has ° 


proved that “stunt promotion isn’t 
necessary to:do a worthwhile vol- 
ume.” 

The firm is Waco Butane Gas Co. 
at 3407 Franklin Ave., in Waco. It 
was established early in 1937, and is 
the oldest firm in the “Centex” area. 

Currently operated by three part- 
ners who include Tom Shofner, Jr., 
former owner of Brazos Butane Gas 
Co., and D. J. and Mrs. R. T. Sullivan, 
Waco Butane Gas got its start and 
built up to its present impressive 
dimensions under the management 
of R. T. Sullivan, who died in early 
1951. Since the reorganization which 
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followed in June of 1951, the present 
partners have perpetuated the foun- 
der’s policy, which was to operate a 
“service organization on as dignified 
a basis as possible.” 

Mrs. Sullivan, who takes an active 
hand. in every aspect of the firm’s 
operations, feels that flamboyant 
merchandising methods have no 
place in the liquefied petroleum gas 


distribution field. “The supply of. 


heat and cooking fuel is one of the 
most basic services possible,” she in- 
dicated, “and it has been upon that 
premise that we have shaped all of 
our developments. Though most peo- 
ple admittedly give a lot of attention 
to stunt promotions, we feel that the 
public regards such with no more 
than curiosity for the out-of-the- 
ordinary, and that when time comes 
for actual ordering of gas service, it 
will be the firm which carries a repu- 
tation of reliability which will get 
the business.” 


Thus, the “merchandising plan” of 
Waco Butane Gas Co. consists of a 
few simple points. They are, first, a 
well managed, efficient service de- 
partment which exercises a constant 
program of preventive maintenance 
on tanks and gas appliances; second, 
a policy of portraying maximum eye 
appeal in appearance on all delivery 
trucks, bulk plants, storerooms, etc., 
and finally, swift, reliable service 
over a territory extending 70 miles 


' from the Waco center. 


Waco Butane Gas Co. currently 
has more than 2500 accounts on the 
books, including “cash stops,” of 
course. These are served through 
four bulk plants, including an 18,000 
gallon unit, a 12,000 gallon uni‘, and 
6000 gallons at the Waco headquar- 
ters, plus a “relief bulk storage 
plant” at Crawford, Texas, far out in 
the country. The trucks which travel 
over the huge territory serviced, 
which pick up the gas loads at these 
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points, are remarkable for their im- 
maculate all-white paint jobs, scrupu- 
lously maintained with a thorough 
scrubbing down and touching up 
every week of the year. All drivers 
| wear white coveralls, change them 
' whenever the slightest soil mars 
their appearance, and are charged 
with the responsibility of keeping 
the trucks as fastidiously clean as 
any customer’s kitchen. Regularly 
scheduled repainting, replacement of 
lettering on the sides of the tanks 
or cabs, and equal attention to the 
undercarriage, wheels, and running 
parts of the trucks have insured that 
all catch attention wherever they go. 


Clean Trucks Remembered 


“We have had a lot of new cus- 
tomers out on the routes tell us that 
they did not remember the firm 
name, but did remember the clean- 
looking white trucks,” Mr. Shofner 
grinned. “Therefore, any advertising 
we use, our letterheads, direct mail, 
etc., all carry some reference to the 
all-white delivery units.” 

The showroom, which closely re- 
sembles a white frame bungalow, on 
a shady, landscaped street south .of 
Waco, is likewise regularly refin- 
ished and harmonized with the roll- 
ing stock. 

Backing up its impressive fleet, 
Waco Butane Gas Co. puts a lot of 
emphasis on “automatic service” 
which is carried out by a crew which 


contains a full-time mechanic and . 


helper, and two drivers who are both 
experts with tools and qualified to 
make repairs of any type. Instead of 
waiting for service calls to come in, 
the maintenance personnel are as- 
signed specific routes and simply 
carry out a continuous “inspection 
program” which means that forth- 
coming damage is prevented before 
ithas an opportunity to become seri- 
ous. Naturally, there are many in- 
terruptions in such an overall inspec- 
tion program, but as soon as emer- 
gency repairs are completed, the pro- 
gram pushes forward. Almost every 
installation on the huge chain is 
bound to be visited at least once a 
year. 

Similarly, an automatic gas deliv- 
ery system has been worked out, 
whereby each man servicing his own 
Toutes will contact the customer at 
least once every four weeks, and 
usually once every three weeks. 
Under the “automatic proviso,” which 
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has been worked out with customers, 
tanks are merely filled up and the 
customer billed without it being 
necessary to make special arrange- 
ments. “Most of the time, the cus- 
tomer gives no thought to the gas 
service he is getting, unless the gas 
tank runs dry,” Mr. Shofner smiled. 
“Therefore, we forestall as many 
such instances as possible by extend- 
ing ourselves to visit every gas drop 
regularly enough to prevent it.” 

During all of its merchandising his- 
tory since the end of World War II, 
Waco Butane Gas Co. has developed 
only one “giveaway.” This is a rain 
gauge, consisting merely of a plastic 
tube, attached to a sheet of white- 
enameled metal, and arranged to 
stand conveniently out in the open, 
measuring rain in the tube, against 
a printed scale on the side. Because 
rain is of primary, or even critical 
importance in dry central Texas, this 
gift was avidly snapped up by every 
farmer to whom it was offered, and 
resulted in an all-time record number 
of new customers in the farm and 
stockranch area. The Texas lk. P. 
gas dealership had to reorder several 
times, in order to keep up with the 
demand, but eventually had serviced 
all of its rural customers with these 
handy “gadgets.” 

Another unusual example of pro- 
motion with dignity which is carried 
out by the firm has been the equip- 
ping of every person on the payroll 
with a butane-operated cigarette 
lighter. Out making prospect calls in 
the area, or discussing butane gas 
with anyone, each employee thus has 
an “operating sample” with him 
ready for operation at a moment’s 
notice. 


Cigarette Lighter Advertising 


“We have a lot of regular users of 
butane gas at present, who had no 
idea what the fuel was, until they 
saw it burn in a cigarette lighter,” 
Mr. Shofner smiled. “Needless to 
say, carrying a lighter in this way 
has proved a valuable selling asset 
for our routemen.” 

As the above indicates, all of the 
“selling” done by the firm is in the 
hands of its well-trained routemen, 
most of them veterans of much ex- 


‘perience, and one of them on the 


payroll for more than 17 years. Driv- 
ers are awarded a straight 5% com- 
mission, paid every month on new 
accounts developed, on appliances 


sold, and through other revenue- 
producing work. The white frame 
showroom near Waco has ample 
space to display eight ranges, a dozen 
refrigerators, a variety of automatic 
gas dryers, space heaters, central 
heating equipment, etc. Still, there 
is no “specialty selling effort” what- 
soever. Instead, all of the route serv- 
icemen are encouraged to learn as 
much as possible about every appli- 
ance through regular meetings, 
studying manufacturers’ literature, 


- ete., and to try their own hands at 


selling. Very seldom does a month 
go by in which all routemen are not 
rewarded with commission checks. 
“That’s as far as we go,” Mr. Shofner 
said. “We use very little newspaper 
advertising, no radio, no price mark- 
downs, or sensational stunts at all. 
We believe a good, reliable name, 
backed up with service financed by 
the funds which otherwise might go 
into advertising, is far and away the 
best means of increasing our gas vol- 
ume year after year.” 





California Firm 
Good Sports 


A King City, Calif., LPG company 
believes in good sportsmanship—and 
carries out that conviction in active 
service to the community. For four 
years the Van Horn Butane Service 
has sponsored a baseball team in 
King City, and declares that in divi- 
dends of good-will they have more 
than realized their investment. 

In addition to the baseball team, 
Van Horn also sponsors a basketball 
team. M. F. Van Horn, owner of the 
firm, says of the organization’s pro- 
gram that it is the best method of 
institutional advertising they have 
ever used and suggests its: effective- 
ness in any rural community. 


Connecticut Dealer Expands 
Lyn-Gas Co., pe Pine Meadow, 


Conn., has leased part of Baldwin’s 
store on Railroad street in Canaan 
for sales and service of propane gas. 
Mis Eileen Fritz of Winsted will be 
in charge of the office. 

The company was established in 
1939 by three Lynch brothers and 
incorporated in 1946. 

The company has a bulk storage 
plant in Pine Meadow and a tank 
truck for metered gas service. It cov- 
ers the areas of Litchfield county, 
Berkshire county, Hartford and New 
Haven counties and Waterbury and 
Naugatuck. 
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Let’s make SAFETY Everybody’s Business 








Suggested Program for Safety Meeting 





1— Have those present sign the attendance sheet, and note any absentees. 

2— Make proper disposition of any pending safety problems resulting from previous 
staff suggestions. 

3—Call for any new suggestions or proposals affecting safety matters within the 
company, and take appropriate action. 

4— Discuss “Let’s Make Every Water Heater, Clothes Dryer, and Incinerator Instal- 
lation Safe,” which appeared in the September issue. 

5 — Announce date, subject, sources of material, and study assignments for the next 











safety meeting. 


1. These are rather difficult subjects to cover with 
demonstrations without extensive preparations 
in advance. We suggest that the discussion be 
placed in charge of a well-informed service 
man, who will conduct the. discussion of the 
individual problems with the object of seeing 
that every employe has a thorough understand- 
ing of that particular subject, and such related 
matters as may be brought up. 





Problems 2 and 3 have customer relations 
angles as well as the technical sides. It will be 
a good idea to stress these human problems, 
bringing in suggestions from the sales depart- 
ment, or from a service man who has better 
than average sales ability. 


~ 


Problem 4 is typical of those arising from the 
use of water heaters in closed systems. Par- 
ticular stress should be placed on the import- 
ance of pressure relief or pressure controlled 
safety devices in all systems where excess pres- 
sure cannot be readily relieved back to a grav- 
ity supply. Included in the systems requiring 
the special relief precautions are all individual 
or community “pressure plants” with automatic 
pumping facilities, and all services in which 
check valves have been installed. In some 
localities, the applicable codes or local regula- 
tions require excess pressure protection on all 


_ 


DISCUSSION GUIDE FOR 


“Let’s Make Every Water Heater, Clothes 
Dryer, and Incinerator Installation Safe” 
















hot water installations in schools and other 
public institutions. 






If your operation includes servicing any butane 
installations, we suggest a very thorough re- 
view of this whole situation, and a frank dis- 
cussion of the problem of keeping propane out 
of butane tanks. The advantages of propane, 
and the reasons for the present trend toward 
installation of storage equipment designed ex- 
pressly for use with propane, should be made 
clear. Since most operators in former butane 
territory are now endeavoring to eliminate bu- 
tane storage tanks, replacing them with pro- 
pane tanks, it might be a good idea to discuss 
what can be done with retired butane tanks. 












A nice demonstration can be arranged for Re- 
view Question problem 2, using an empty cy]l- 
inder containing a slight amount of vapor but 
no liquid} a filled cylinder, a manually con- 
trolled changeover valve, the Rego valve, and 
any range or hot plate that happens to be 
handy. Allow the burner to exhaust the little 
gas remaining in the empty cylinder, with the 
cover off the automatic shut-off valve, and let 
the group see the valve plunger drop when the 
pressure falls off. Switch to the filled cylinder, 
and show that the shut-off valve does not open 
—that gas. will come through only after the 
shut-off valve has been re-opened manually. 
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Let’s make SAFETY Everybody’s Business 





Let’s Always 
DRIVE SAFELY 


FE 
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The poster on the other side of this page 


is for your use in announcing the Safety 
Meeting covering 


“Let’s Drive These Vehicles 
Safely” 


(See opposite page) 


Fill in date and hour of your meeting, and 
pin on bulletin board. 


* Another poster comes next month. 
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Let’s make SAFETY Everybody’s Business 


Let's Drive Those Vehicles Safely 


OUR boss has probably made 

some emphatic and unkind re- 
marks about the rising cost of insur- 
ance on the company’s delivery fleet. 
He is right in being disturbed, for 
in the past few years the rates on 
public liability and property damage 
have climbed sky high. They have 
become one of the company’s heavi- 
est operating expenses. 

The insurance situation in our in- 
dustry is far from satisfactory. In 
addition to conditions within the in- 
dustry, it reflects rising costs from 
growing hazards over which we have 
no control—steadily increasing traffic 
and the greater “exposure” which it 
produces, and the alarming tendency 
of juries to award astronomical dam- 
ages for personal injury cases that 
are taken to court. 

These all add up to higher costs of 
doing business, reduced profits, and 
limitation of opportunities for work- 
ers to advance and increase their 
earnings. High insurance rates, like 
high business taxes, hurt every em- 
ploye! 

The problem of establishing equit- 


able and fair insurance rates for the. 


L. P. gas industry is something that 
is beyond the scope of any single 
company in our business. It is being 
worked on at “top level,” and prog- 
ress is being made in several major 
marketing localities. But it is only 
progressing on the basis of demon- 
strated records for safety. Nothing 
but facts will ever check these rising 
costs, or bring them down to earth. 
These facts are produced by the day- 


ee 


By Carl Abell 


by-day performance of the men who 
drive the trucks, and today’s accident 
figures are too high. 

Every major accident in which an 
L. P. gas delivery truck, service 
truck, or transport is involved, hurts 
the entire industry. 

It is not enough that our record 
should be as good as the average. It 
must be better. Our vehicles are car- 
rying a cargo that is listed as “haz- 





You must think for tue drivers- 
Yourself and the other fellow. 














ardous.” The record shows that in 
nearly all of the traffic accidents af- 


: fecting our industry vehicles, the 


cargo is not involved in any way. But 
there are occasional isolated cases in 
which a traffic accident causes the 
escape of fuel, which if ignited can 
have serious consequences. Because 
this can happen, we must all take 
this fraffic hazard situation seriously. 
The insurance companies take it 
most seriously. They sometimes even 
refuse to insure certain operators’ 
vehicles, because of a succession of 
minor accidents which in themselves 
are insignificant, but which indicate 
a laxity that may at any time result 
in an accident of disaster proportions. 
The only way any operator can pre- 
vent this action on the part of insur- 
ance carriers is to maintain a low 
accident record. 


This can be accomplished. It has 
been accomplished on a scale far 


larger than the operation of any com- 
pany in the L. P. gas business. The 
major petroleum companies conduct 
safety contests under the auspices of 
the National Safety Council. The rec- 
ords show that in the truck oper- 
ations of the marketing divisions, the 
company in the top position has had 
only one-eighth as many accidents 
per 100,000 miles of vehicle operation 
as the company in tenth position. 
The company now in the top position 
for accident-free operation, General 
Petroleum Corp., has been there 
most of the time for the past 10 years. 
Yes, it can be done. 

Safe driving is the result of a state 
of mind. It is a blend of knowledge, 
judgment, instinct, habit, and con- 
stant alertness. The safe driver must 
not only think for himself—he must 
also think for the less safe drivers 
who are out on the road at the same 
time. He must anticipate what these 
other drivers may be going to do, and 
make room for them to do it. This 
problem was summed up by a veteran 
truck driver, when asked how he 
managed to drive half a million miles 
without an accident, in these few 
words: “I always arrange to keep a 
little air between my truck and the 
other vehicle.” 

Statistics show that trucks are in- 
volved in about twice as many acci- 
dents per 100,000 miles of operation 
as passenger cars. They are larger, 
heavier, harder to control, travel 
more miles per year and by the na- 
ture of their operation they are more 
likely to be on the road during bad 
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Drive safely-dont become \, 
a statistic. 





weather, when visibility is not so 
good, and road surfaces are slippery. 
Truck drivers also become tired from 
long hours of work, which does not 
help them to keep alert. All these 
factors add up to more chances to 
have accidents. 


Even the best driver can not turn 
in an accident-free record unless his 
vehicle is in safe operating condition. 
Management can see that the vehicle 
is properly equipped for safe opera- 
tion when it is new, and can provide 
facilities to keep it in safe operating 
condition. A maintenance shop 
staffed with highly skilled workmen 
can go a long way toward achieving 
a commendable safety record, but it 
is practically helpless without the co- 
operation of the drivers. 

The first person to become aware 
of an unsafe condition in a vehicle is 
the man who drives it. The best main- 
tenance department in the world can 
not keep up with the service needs 
of a fleet unless the drivers tell them 
what is going on. All big truck and 
bus operating companies require the 
drivers, as part of each day’s work, to 
report in writing any defects in the 
vehicle’s mechanism which have 
come to their attention. Failure to re- 
port bad brakes, defective steering 


mechanism, or any other vital defect, - 


is just as serious a breach of disci- 
pline as reckless driving. And the re- 
port must be in writing to avoid any 
possible alibis for sending a vehicle 
out in defective condition. 

Someone has to inspect the vehicle 
after the repairs have been made, to 
determine that it is again in safe op- 
erating condition. Large fleets almost 
always have highly trained inspectors 


who are responsible for this part of . 


the operation, and if the recondition- 
ing is not acceptible to the inspector, 
the vehicle does not go out. In small 
fleets, such as the average L. P. gas 
operation, this inspection is some- 
times done by the mechanic, some- 
times by the driver, and at other 
times by the manager. Experience 
shows that inspection by the manager 
is best, and that the mechanic who 
doés the work is the least desirable 
person to pass on the adequacy of 
the job. He may know a great deal 
more about the technicalities of the 
job than the driver, and he may have 
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enough moral strength to refuse to 
turn the vehicle out for service until 
it is right, but the driver who is not 
convinced that his truck is in safe 
operating condition is not in the prop- 
er mental state to drive safely. 

The smart driver gives himself a 
chance to avoid accidents by check- 
ing his vehicle before taking it out 
of the yard. This not only saves acci- 
dents, but also time, and the employ- 


_er’s money. It is much quicker and 


easier to correct a wrong condition 
before the truck starts on its daily 
rounds than to discover an urgent 
need after the truck is on the road 
and then try to correct it on an 
emergency basis. : 

The truck must run, so we see that 
it is supplied with fuel, oil, and_water. 
While we are about it, we should 
check these systems for leaks. Let’s 
give the whole truck a quick look- 
over for things that might be wrong. 
Is there any water or oil leaking on 
the ground, or any evidence of hy- 
draulic brake fluid dripping? How 


a 


There are two kinds of pedestrians- 
the quick and the dead. 


about the tires? Are they evenly in- 
flated, without any bulges, blisters, 
cuts, or other indications of weak- 
ness? You may be going out over dirt 
roads, or into a soft field, before the 
day is over. What a heck of a place 
to change a tire! And blowouts gen- 
erally occur during the hottest hours 
of the day. If any tires are defective, 
the place to change them is in the 
yard, and the time is early in the 
morning, while it is still cool. 

We will naturally check the brakes 
—both foot and hand brakes.’ And 
since hand brakes sometimes ease 
their grip as the drums cool, we have 
wheel chocks to be absolutely sure 
that the truck does not move off with 
a hose connected and without a driv- 
er. Like the pessimistic gentleman 
who always wore both ‘suspenders 
and a belt, let’s make sure. And the 
best way to be sure that the wheel 
chocks will not get lost in transit is 
to chain them to the frame, then pro- 
vide a place to carry them where 


‘ they will not bounce out going over 


rough roads. 

Our morning inspection should also 
include looking over the lights, mir- 
rors, reflectors, chassis springs, steer- 
ing connections, wheels, and all body 


parts to see that nothing is bent, 
broken, loose, misaligned, or missing. 
The lights should be turned on to see 
that all filaments are burning. At 
least every six months, all exposed 
electric wires should be checked to 
see that all connections are tight and 
that the insulation is sound. Any de- 
fects showing up in any of the above 
units can be the cause of accidents, as 
well as delays on the road. 


The fire extinguisher should al- 
ways be on board the truck, and it 
should always be fully charged. 
There is nothing quite so futile as 
to grab a fire extinguisher for emer- 
gency use, open the control valve, 
and find that nothing happens. The 
boss has probably told you to report 
every time that you use the extin- 
guisher. If he has not told you, you 
should tell him, because your life, 
as well as others, may some day de- 
pend upon having that fire extin- 
guisher available and ready for use. 
It may be some other car or truck 
on fire along the highway that brings 
the need for the fire extinguisher. It 
should never be the L. P. gas delivery 
truck that is burning. It should be a 
standard procedure in your company 
to keep engine clean and free from 
accumulations of oil and dirt, so leaks 
of fuel or oil may be quickly detected 
in the daily inspection, and corrected. 
This will prevent the number one 
cause of truck fires. 

The good driver will be thoroughly 
familiar with the state and local traf- 
fic regulations, and will observe them 
completely. These regulations are 
based on experience, and were drawn 
up to prolong the lives of those who 
use the highways. Some drivers feel 
that these rules impose hardships, 
and that they are “just for begin- 
ners.” Any driver who cannot over- 
come this feeling of superiority 
should be taken from behind the 
wheel before he prevents. himself 
from achieving status as a mature 
driver. The man who said, “Drive 
carefully—the-life you save may be 
your own” could not have said more 
in four times as many words. 

According to the figures compiled 
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Speed is still the No. 1 killer. 
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by the National Safety Council and 
by numerous insurance companies, 
speed is still the number one killer 
on the highways. What constitutes 
high speed driving cannot be de- 
fined in terms of miles per hour. What 
might be safe in full daylight, on an 
open road with light traffic, no blind 
intersections and in good weather, 
will be too fast if the view is ob- 
structed by hills or curves, if traffic is 
heavy, if the road is slippery, or after 
sunset. Any time a vehicle is driven 
so fast that it cannot be stopped, 
under the conditions then prevailing, 
before it collides with something else, 
it is being driven too fast. 





Check Stopping Distances 


There is a widely published table, 
reproduced herewith, which gives the 
distances in which a vehicle should 
be able to stop. The lowest figures 
apply to ideal conditions, with good 
brakes, good tires, and level, dry 
pavement. Under all other conditions 
except when stopping on an up-grade, 
you can expect to require more dis- 
tance to stop. Checking this schedule 
against the speed regulations in your 
own locality should convince the 
most over-confident driver that the 
legal limits are not too low. No busi- 
ness is so urgent that unnecessary 
chances should be taken, and employ- 
ers are not in the habit of paying traf- 
fic fines or serving jail sentences for 
employes who find they cannot drive 
within the accepted safe driving 
limits. 


Drivers who make unusually good 
records for accident-free performance 
give a large share of the credit to 
their habits of “defensive driving,” or 
if you wish to give it a higher social 
standing, to “courtesy in driving.” In 
either case, the procedure is the same. 
You anticipate what the drivers of 
the other vehicles will want to do, 
and then give them a chance to do it. 
No matter how crazy, or how com- 
pletely in violation of the highway 
traffic regulations, you let the other 
do it. Particularly if his action in- 
volves taking the right-of-way which 
the traffic regulations say belongs to 
you. The right-of-way law is abso- 
lutely useless in preventing accidents 
unless both parties understand and 
abide by it. On this point, you can 
never be sure until at least one of 
the vehicles is through the intersec- 
tion. In case you doubt the other fel- 
low’s mental ability, it is always safer 
to let him go through first. In racing 
for a corner, a tie is the worst pos- 
sible result. 


Useful Driving Suggestions 


Here is a set of useful suggestions 
on defensive driving which was dis- 
tributed to all drivers by a big truck- 
ing concern: 

“The defensive driver never puts 
complete faith in the other fellow’s 
hand signals. 

He is always prepared for the 


_ motorist who ignores stop signals. 


He knows that some drivers will 
turn right even when traveling in 
the left hand lane, and signalling for 
a left turn. 

He keeps out of collisions by slow- 
ing down at intersections. 

He avoids ganging up and follow- 
ing other vehicles too closely. 
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In racing for a corner a tie is the worst 
possible result. 


He keeps to the right and lets in- 
expert and speeding drivers go on 
their way. 

He never overtakes on a hill or on 
a curve, and never crosses the double 
line on the pavement. 

He pumps the brake pedal to flash 
a stoplight warning to the motorist 
behind. 

He gives adequate, and timely sig- 
nals and has the necessary skill to 
provide that added margin of safety 
in emergencies.” 

There is another phase of courtesy 
in driving which is worthy of the con- 
sideration of anyone who gets tired 
on his job—and that certainly should 
include all L. P. gas drivers. That is 
its reaction on the driver who shows 
the courtesy. Let’s consider a specific 
case, on a clinical basis, as the doctors 
say. 


Courtesy Gets Results 


We have a friend who drives a 
great deal in Hollywood, where the 
percentage of people racing for and 
demanding the right-of-way is prob- 
ably higher than in any other com- 
munity in the United States. Bill was 
becoming a traffic neurotic, fighting 
for the right-of-way like the local 
morons, and trying to get through 
with profanity when mere horse- 
power failed. He was well on the way 
to becoming a nervous wreck. 

One day his eye caught a sign on 
the back of a hot-rod—“Courtesy is 
fun—other people are so surprised.” 
It registered in his mind, and a mo- 
ment later a long-nosed dowager in a 
Cadillac bore down across the corner 
that he had just entered. He not only 
stopped to let her through, but also 
smiled and waved her on. Her grim 
look thawed into amazement, and as 
the situation finally dawned on her, 
she returned his smile—and slowed 
down. 

Bill continued to give way to less 
courteous drivers all that day, and 
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reported later that he had never had 
so much fun in his life. Truly, other 
people were surprised. And he kept 
it up until it became a fixed habit. 
He is no longer neurotic—he can 
drive through Hollywood traffic all 
day, and come back relaxed. Previ- 
ously, each day’s emotional strain had 
left him exhausted in mind and body, 
a candidate for a self-induced sun- 
down accident. Tired drivers react 
slowly, and consequently have more 
accidents than while they are still 
fresh and vigorous. Courteous driv- 
ing can go a long way toward prevent- 
ing premature tiredness. 

In spite of all the courteous, care- 
ful driving, accidents can be forced 
upon us. When your vehicle is in- 
volved in an accident, there are sev- 
eral things that should be done 
quickly. If people are injured, they 
should be safeguarded at once. If you 


are driving a gas delivery truck, and — 


it can be moved, it should be put off 
the highway at a safe distance from 
any other vehicles, so if one or an- 
other of the vehicles should take fire, 
the flames would not be transmitted 
to others. It is most important that 
you get the names and addresses of 
any witnesses who may have seen the 
accident—and get as many as pos- 
sible. Even though you feel that you 
have caused the accident, get those 
witnesses. You may hesitate to do so 
because of the fear that it will put you 
in a bad spot. Brother, you are in a 
bad spot already, but without the 
testimony of the eye witnesses you 
may be considerably worse off. There 


have been cases on record in which _ 


witnesses who came along later gave 
versions of the accident which did 
not conform to the facts, and whose 
testimony resulted in jail sentences 
and awards for damages which were 
not justified at all. 


L. P. gas truck drivers, particularly 
those handling bulk deliveries, have 
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one accident problem which does not 


affect the average truck driver. They - 


have to drive in and out of the prem- 
ises of a great many domestic and 


. agricultural customers. It frequently 


happens that the access to the tank 
is limited in area, and that the truck 
must be backed in or backed out. 
Damage to fences, trees, shrubbery, 
clothes lines, children’s toys and 
numerous other accessories is quite 
possible. One of the worst farmyard 
accidents is to drop a wheel into a 
septic tank. Needless to say, the driv- 
er should be most careful when back- 
ing around in a customer’s premises, 
even to the extent of getting down 
from the cab to see how he is doing. 
And he must be constantly alert that 
no children playing in the vicinity 
get under the wheels of the truck. 


Details Deserve Attention 


Safe driving is the result of con- 
stant attention to many small details. 
In time, the habit of watching these 
details becomes second nature. But 
without constant reminding, the av- 
erage individual does not form the 
right driving habits, hence he tends 
to become negligent, and then he has 
accidents. It is a matter of record that 
no large fleet operator has ever had 
a good safety record without an ac- 
tive safety training program spon- 
sored by top management. It is also 
a matter of record that such active 
safety programs, with appropriate 
pressure from above and cooperation 
all down the line, have never failed 
to improve the company’s accident 
record. 

In a careful study of the results of 
these fleet programs, one thing stands 
out. With the exception of the very 
few accidents that result from unpre- 
dictable mechanical failures, and 
these are very rare, accidents did not 
just happen. They were caused, either 
somebody committing an act that 
should not have been done, or “by 
somebody’s failure to do what should 
have been done. Education along 
safety lines is important. We all need 
to know what we should and what we 
should not do, but beyond that we all 
need to develop the pride that our 
best professional drivers have in 
their records for safety. 

That professional attitude toward 
driving can be cultivated by vari- 
ous methods. Most successful safe 
driving programs combine rewards 





Someone always brings up the 
question that certain individuals 
are of the type known as “acci- 
dent-prone.” That is no idle 
dream. In driving, as well as in 
all occupations involving person- 
al risk, the majority of the acci- 
dents are caused by a small per- 
centage of the people. These ac- 
cident-prone individuals are on 
the highway, and it is almost im- 
possible to keep them off. But 
there is no reason why any of 
them should be driving L. P. gas 
trucks. 

Accident-pr exists in 
different degrees in different in- 
dividuals. For the mild cases, 
there may be some hope of a cure 
through education, but it is a 
long, tough, and risky procedure. 
The serious cases should never 
be allowed to drive company ve- 
hicles. For their own protection, 
as well as for the best interests 
of the business, they. should be 
transferred to other work offer- 
ing minimum possibility of seri- 
ous accidents. 




















and recognition for sustained safe 
performance, and penalties for acci- 
dents for which the driver is proved 
responsible. Contests are desirable to 
develop the competitive team spirit 
that stimulates pride in accomplish- 
ment. Your company should have a 
safe driving program, patterned to 
fit the needs of the business and the . 
number and the personalities of the 
employes. The National Safety Coun- 
cil can make general suggestions for 
such a program, but to be most effec- 
tive it should be worked out in detail 
to fit the peculiar circumstances of 
your own company. And it will be 
more effective if the details of the 
program are worked out by the em- 
ployes who will participate in its 
operation. 


Here lie the bones ot 
Daniel Clay who died 
defending his right of 
way.Hewasright,dead 
right ashe sped along. 
But he’s just as dead 
as if he'd been wrong. 








fe. 
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7 Problems For Discussion At Tenth Safety Meeting 


In nearly all L. P. gas operations the cost of public liability and property dam- 
age insurance on the company vehicles is the largest single element of insurance 
expense. For the past several years the rates have increased, until they now repre- 
sent a staggering burden on the industry. What your company must spend for insur- 
ance can never be available to provide the means of a raise in your pay, or finance 
the growth that will give you the opportunity for a better job. 

Insurance costs can only come down on the basis of an industry-wide record for 
safety. That record is the sum of the experience of all companies, which is in turn 
the record of the individuals in each company. 

You, personally, have a future stake in the safe operation of all of your com- 
pany vehicles; unless you operate your assigned vehicle safely, you may not be here 
to enjoy that futuré. Death is a very permanent arrangement. Even the loss of an 
arm, leg, or eye can be awkward. 

Nearly all traffic accidents are avoidable, and no accident that you are able to 
prevent will ever deprive you of life, limb, or opportunity. 

The basis of all successful accident prevention programs is a single word— 
THINK. Thinking is hard work, and to be effective in this case, it must be done in 
advance, and must become a habit. 

These problems are not the end of your thinking on safe driving, and we hope 
they are not the beginning. We hope they will stimulate your thinking, and pos- 
sibly save a few lives, one of which may be yours. 








— Problem 1 Problem 4 

afe Suppose that your company is developing an in- How do you figure the safe distance when fol- 
i. spection system designed to prevent accidents and lowing another vehicle on the highway? 

éa breakdowns due to mechanical failures, and has 

to asked each driver to submit his ideas for a daily Problem 5 

irit “check-up” before starting on his route. What When endeavoring to control a skidding vehicle, 
a items would your suggested inspection cover? If do you (1) put on the brakes? (2) throw out the 
2a you were the manager, how would you make sure clutch? (3) turn the front wheels? (4) which way 
Pa that this inspection is performed before the ve- do you turn the front wheels? 

—— hicles leave the yard? 

thee ait © Problem 6 

un- : A delivery driver in a company truck was in- 
for A truck is mostly steel, and steel will not burn, volved in a collision with a privately owned auto- 
fec- to every little while we hear of a truck “burning mobile at an intersection. A young woman in the 
tail up” as the result of a traffic accident. What con- automobile received a disfiguring cut on the face. 
ee ditions make these fires possible? What can be There were no witnesses, and it was not deter- 
be done to prevent such fires, other than to drive mined which driver was actually responsible for 


i 


jews 


safely and avoid accidents if possible? 


Problem 3 


Suppose that your company has decided to par- 
ticipate in a state-wide contest to reduce highway 
and traffic accidents, and has called for suggestions 
from the staff on the following points: 


(1) What would be the most effective arrange- 


ment of rewards and penalties to encourage safe 
driving? 

(2) What plan of recognition of achievement do 
you think would be most effective? 

(3) How can the truck maintenance department 
be fitted into this program? (If your company has 
a separate maintenance department.) 

(4) What suggestions can you make that will 
derive favorable public relations value from such 
a safety program? 


the accident. 

Investigation disclosed that the truck brakes 
were defective. Because the truck was not in safe 
operating condition, the court ruled in favor of the 
girl, and assessed damages against the company. 
The claim was paid by the insurance carrier. 

It happened that on this particular trip the 
driver was using a truck which he had not driven 
for some time. He discovered that the brakes 
were bad after he had left the plant. What should 
he have done? 

Who was responsible for this accident? The 
driver who took out the defective truck? The pre- 
vious driver, who had failed to report the bad 
brakes? Was it the company manager, who might 
have been tougher about the condition of the com- 
pany vehicles? Or is this one of those cases where 
team-work for safety is the only answer? 


SEE PAGE 129 FOR THE ANSWERS TO LAST MONTH’S SAFETY PROBLEMS 
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The Care 
and Feeding. 
of L. P. gas 
Regulators 


By R. C. Lisk 


Assistant Sales Manager 
Fisher Governor Co. 
Marshalltown, lowa 








Nothing responds so well to good housekeeping and is 
so grateful for a little loving care as an LPG regulator. 


HERE is nothing in an L. P. gas 

system which takes so much 
abuse, performs so well, of which so 
much is expected, or which costs so 
little as the regulator. There is noth. 
ing which responds so well to good 
housekeeping and which is so grate. 
ful for a little loving care. The L. P. 
gas regulator will give years and 
years of use but will be laid low by 
a little careless abuse. The care and 
feeding of L. P. gas regulators is a 
simple matter but if this simple mat- 
ter is overlooked, all kinds of trouble 
can result. 

Chips of dirt, pipe scale, pebbles, 
and other foreign materials, roughly 
classified as “Mr. Chips,” cause 95% 
of all regulator trouble. If you were 
able to feed the regulator nothing 
but pure, clean gas, your service calls 
and repair work involving regulators 
would virtually disappear. See Fig. 
1 for where and how “Mr. Chips” 
does his dirty work. 


When a regulator is manufactured, 
the component parts most carefully 
watched are the orifice and the soft 
valve disc. The disc must be of the 
finest synthetic rubber and be per- 
fectly smooth and flat. The orifice 
must be absolutely free of nicks and 
the “nose” properly formed. Any de- 
viation from these specifications re- 
sults in a defective regulator and 
will cause rejection during assembly 
inspection. 

If a little dirt or a chip gets washed 
down the gas line into the regulator 
inlet and lodges between the disc and 
the orifice, all our painstaking work 
is blown sky-high. 

What makes the dirty work of “Mr. 
Chips” easier is the fact that the disc 
rarely ever moves more than a few 
thousandths of an inch away from 
the orifice, even on heavy loads. Even 
though a properly designed L. P. gas 
regulator has a tremendous amount 
of force available to move the disc 
against the orifice, you demand so 
much in the way of performance that 
just a little dirt can cause a big head- 
ache. As might be expected, the trou- 
ble shows up when there isn’t much 
of a demand for gas—maybe just 
pilot lights. Then the disc has to 
move right up against the orifice to 
throttle the very small flow. Perhaps 
the load amounts to only one-half a 
cubic-foot-per-hour or less. If “Mr. 
Chips” holds the disc away enough 
to allow just a little more than that, 


the pressure in the house piping will 
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HERE IS WHERE HE OPERATES 
RIGHT WHERE THE SOFT SEAT DISC 
CONTACTS THE METAL ORIFICE TO 
CONTROL THE FLOW OF GAS 
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Fig. 1. 


build up above the desired appliance 
pressure. If it is one of those instal- 
lations where no constant burning 
pilots are involved, the regulator has 
to shut off completely tight. There 
can’t be any flow at all, and yet this 
lock-off must be accomplished with- 
out an objectionable buildup in 
house line pressure. 


Buildup Costs You Money | 


You might take the attitude that a 
little buildup doesn’t hurt anything 
because that same buildup in pres- 
sure acts on the regulator diaphragm 
and tends to shove the disc harder 
against the orifice and thus _over- 
power “Mr. Chips.” True, as far as 
it goes. But excess appliance pres- 
sure means customer service calls— 
and irritating ones. The pilot lights 


keep going out, the flames lift off the 


burners, appliances won’t do what 
you said they would, etc. Actually 
what happens in most cases is that 
the buildup is enough to open the re- 
lief valve and discharge the excess 


REGULATOR SPRING 


RELIEF VALVE SPRI 


pressure (some of it) to the atmos- 
phere, with resulting loss of gas. 


Did ¥ou Say Relief Valve? 


Sure, every L. P. gas regulator re- 
ducing down to house line pressure 
has a relief valve built right into it. 
Take a look at Fig. 2 which shows 
the names of regulator components. 
Note that above the regulator dia- 
phragm there are two springs. The 
big one is the “loading element” that 
you adjust to change the regulator 
discharge pressure. The little one, 
down inside the big one, is the relief 
valve spring. If you want to see this 
up close, take a look at Fig. 3. 

It doesn’t take too much time to 
figure out how it works. If you held 
onto the valve lever and pushed up 
on the diaphragm, you would push 
the diaphragm away from the cup 
which forms the relief valve seat. 
Since there is gas pressure under the 
diaphragm and only air above it, gas 
pours out between the diaphragm 
and the relief valve seat. It does 
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what a relief valve is supposed to 
do—it relieves pressure. 

It will be seen, of course, that both 
the main spring and the relief valve 
spring are acting to hold the dia- 
phragm down on the relief valve seat. 
Obviously, if the relief valve is to 
open, the gas pressure under the dia- 
phragm must be great enough to 
overcome the force of both springs. 
And something must keep the valve 
lever from moving. Please go back 
again to the picture of the cutaway 
regulator. Note that when the disc 
is against the seat, trying to shut off 
the flow of gas, the valve lever just 
can’t move any more. 


The Law Steps In 


Naturally, we don’t just pick up 
any two springs we happen to have 
around and then let the relief pres- 


tM PRESSURE 
eee eae 


sure be whatever it takes to over- 
come those two springs. NBFU Pam- 
phlet No. 58 gives us the word on this. 
And since Pamphlet No. 58 has been 
adopted as the official set of rules in 
many places, the law steps in. 

Briefly, the law says that the relief 
valve must function to open some- 
where between twice the appliance 
pressure (which would be two times 
11-in. W.C. or 22-in. W.C.) and three 
times the appliance pressure (which 
would be 33-in. W.C.). Furthermore, 
it must “reseat” at a comfortable 
margin above 11lin. W.C. in case “Mr. 
Chips” loses his grip and pressure 
conditions go back down to normal. 

So what we do is design a special 
relief valve spring which, in combin- 
ation with the main valve spring, 
allows gas to escape when the pres- 
sure in the house piping climbs above 
22-in. W.C. This special relief valve 
spring isn’t adjustable. It is fixed, 
and it is fixed on purpose so that 
someone can’t tighten up on the re- 
lief valve instead of repairing the 
regulator. 
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The High Cost of Complaints 


Picture a happy customer. He is 
well satisfied with the many benefits 
of your gas service! Contented with 
his gas bill! Plays a fair game of 
golf! Doesn’t smoke too many cigar- 
ettes! Treats you like a gentleman! 

Enter “Mr. Chips.” The pilot lights 
go haywire. Somebody smells gas 


somewhere. The cylinder or tank of. 


gas is gone in about one-third the 
time it should have been. Gone is 
that blissful picture of a contented 
customer. In his eyes you have sud- 
denly become a scheming pirate de- 
liberately trying to bankrupt his 
household budget. 

In frantic haste, you send out a 
new man (he is the only one avail- 
able). He puts on a new regulator 
and reports that the old one “ain’t 
no good—the gol-dang thing leaks 
gas out that hole in the side.” So 
your man throws the “gol-darn 
thing” in an old barrel in the corner 
of the back room.: 

Later, you sit down and write a 
letter to the regulator manufacturer 
to let off steam. He is unhappy, you 
are unhappy, and the customer is un- 
happy. The truth of the matter is, 
however, that the gas which escaped 
from that regulator relief valve is 
the gas which otherwise would have 
over-pressured the house lines and 
created a very hazardous set of con- 
ditions. Everyone concerned should 
be pleased about the whole situation. 

Naturally, they aren’t. “Mr. re: 
accomplished his mission! 


Mr. Chips Has Some Imitators 


Previously we pointed out that one 
of the most critical items in the man- 
ufacture of a regulator is the shape 
of the orifice “nose.” Not only must 
it be carefully made, but it must be 
carefully handled. Even a small nick 
(one you can’t see without a glass) 
will prevent the regulator from do- 
ing the job on lockup that it should 
do. When a regulator is taken apart, 
the orifice should be guarded as 
closely as the works of a watch. If 
you drop it, throw it away. .Since it 
is impossible to re-machine an orifice, 
and a replacement doesn’t cost much, 
it would be a waste of time to fool 
around with it. Don’t let anything 
metallic or hard touch the nose. No- 
tice that when the regulator manu- 
facturer ships replacement orifices, 
he coats them with plastic or wraps 
them in cotton. There is a reason. 
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Just in ordinary operation, the 
nose of the orifice in a regulator 
tends to indent the disc and make a 
print on it. Let this go on for sev- 
eral years and you have an indented 
disc. Ultimately this interferes with 
regulator control and may imitate 
“Mr. Chips.” 

Remember these two imitators of 
“Mr. Chips”—avoid them—and save 
your customer appliance headaches 
and save yourself money on service 
calls. 


The Other Five Per Cent 


Remember, we mentioned that 
“Mr. Chips” was responsible for 95% 
of all regulator troubles? The other 
5% we can blame on such things as 
freezing, mechanical abuse of 
threads, and interference with 
breathing. As far as freezing goes, 

















this is a subject in itself (Fisher Gov- 
ernor Co. Bulletin LP-10). As far as 
mechanical abuse is concerned, no 
comment is required here. 
Breathing trouble is a different 
matter. “That hole in the side” which 
the service man referred to is there 
for a definite purpose. Turn back 
again, if you will, to the picture of 
a cutaway regulator. There you will 
see that the chamber above the dia- 


phragm is completely enclosed by’ 


the spring bonnet except for a small 
breather hole protected by a special 
screen. 

As might be expected, air moves 
in and out through that hole. When 
the regulator disc has to move against 
the orifice to restrict the flow of gas, 
the diaphragm has to move upward 
to pull on the connecting lever. Then 
when the gas load picks up, the disc 
has to move away from the orifice, 
and the diaphragm moves down- 
ward. Air is pulled in through the 
breather hole. See Fig. 4. 

Strangely enough, if the hole is 
too large and lets air in too fast, or 
if the hole is too small and doesn’t 


let air in or out fast enough, you run 
into trouble. The trouble takes the 
form of buzzing, humming, whistling, 
poor lockup, low pressure, and poor 
control. This dips into the funda. 
mentals of pressure regulators 
(Fisher Governor Co. bulletin, “Fs- 
sential Elements of Gas Pressure 
Regulators”). The point is that the 
regulator manufacturer sizes that 
breather hole (with the screen in 
place) so as to give you maximum 
stability in operation. If anything 
happens or is done to disturb the 
breather hole, you may run into 
whistling or buzzing or one of the 
other symptoms. 

If insects or their nests choke the 
breather hole, there can be trouble. 
If you decide to install a regulator 
inside and vent it outside, the extra 
fittings and tubing may upset the 
apple-cart. If you leave the closing 
cap loose on the regulator, this has 
the same effect as enlarging the 
breather hole. Ever notice that when 
you went to adjust the setting of a 
regulator, that it buzzed or hummed 
when you took off the closing cap? 


Salvage Pays Dividends 


Naturally you can’t keep “Mr. 
Chips” out every time. There is go- 
ing to be regulator trouble even in 
the best regulated families. Once this 
is recognized, the thing to do is to 
minimize the expense and trouble 
which ensues. Walk into your own 
back room. Is therexan old barrel 
there with several old regulators in 
it? 

Get these old regulators out. Write 
to the manufacturer. Give him size, 
type number, general description and 
any other data you can. Consult his 
catalog and let him know just exact- 
ly what you have on hand. Tell him 
to send you repair parts sheets so 
that you can order any parts you 
may need to rebuild this equipment. 
Get the parts. Repair the regulator 
and put it back into service. Throw 
out the old barrel in the back room 
and put some extra money in your 
pocket. 


So, You Don’t Know How? 


All right then; we'll do our best 
to help you. Pick out the best mech- 
anic in your crew, and designate him 
“Instrument and Control Man.” It’ll 
take him only a few hours to become 
a dependable regulator repair man. 
As easy as it is, it is important. 

In order to make the actual repair, 
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all he needs is a small crescent 
wrench, a screw driver, some repair 
parts and a torn-down regulator. 
What takes a little more time and 
trouble is the equipment required to 
find out if the repair job was com- 
pletely successful and if the regula- 
tor is ready to go out again on the 
job. This equipment is called the 
“Setting and Testing Rack.” With 
it you can put the regulator through 
the same paces-the regulator manu- 
facturer does before he ships it to 
you. You know, of course, that the 
manufacturer individually inspects, 
sets, examines and tests each and 
every regulator before he ships it to 
you? 

In the long run, it will pay divi- 
dends to find out’ why the service 
man had to replace a regulator. You 
will get more carefyl reports out of 
the service man, and he will do a 
more intelligent job at the installa- 
tion if he knows that somebody is 
concerned about what actually went 


wrong. And your repair man can ° 


also do a more intelligent repair job. 
It will take only a moment or so to 
detect such things as “poor lockup,” 
“stopped up breather vent,” “bad 
threads,” “dirt in the inlet,” “insuf- 
ficient capacity,” “cracked casting,” 
“leaking at the flange,” “relief valve 
won’t reseat,” etc. You can do all 
this on the setting and testing rack 
and by ordinary examination. 


Actual Repair Is Easy 


1. Put on rack and test to analyze 
difficulty. 

2. Clean off the outside dirt. 

3. Take the regulator apart after 
determining whether inlet adaptor is 
installed with right-or-left-hand 
threads (they come both ways). 

4. If the regulator is only a year 
or so old and your preliminary ex- 
amination has indicated only dirt on 
the disc, your only replacement part 
will be the disc holder assembly. 

5. If the regulator has been in serv- 
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ice for some time or other damage 
has occurred, replace the disc holder 
assembly, the diaphragm and any 
worn or damaged parts with new 
ones. (Don’t waste time trying to re- 
pair discs, orifices or relief valve seats 
—put in new.) 

6. Wash castings and other parts 
which may be dirty with a nonflam- 
mable cleaning fluid and allow to 
dry. (Don’t waste time trying to 
salvage badly corroded parts—put in 
new.) 

7. Put the regulator back together, 
being careful to observe the rule for 
putting the proper slack in the dia- 
phragm as described in a ‘previous 
illustration. 

8. Set and test the regulator. 

9. Put heavy tape over inlet and 
outlet to keep out dirt. 

10. Store it in a clean, dry place 
until you need it on the job. 

The reason we say to always re- 
place the disc holder, and—if the 
regulator has seen considerable serv- 
ice, the diaphragm—is that these are 
the only items needed in 95% of the 
cases to give you a “good-as-new” 
regulator. 
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Your next question may be, “If it 
is that simple, why does the manufac- 
turer charge such outrageous prices 
for repairing a regulator?” Well, the 
manufacturer usually loses his shirt 
repairing a regulator. This is because 
he is set up on a high volume pro- 
duction line basis to build new regu- 
lators at the lowest possible price 
commensurate with top quality. 
Whenever he departs from routine 
operations, the overhead eats him up. 
You are a very critical customer, 
and the manufacturer must take the 
regulator completely apart and clean 
each part of it until it is like new 
(this is perhaps the biggest head- 
ache). This doesn’t make the regu- 
lator work any better and you prob- 
ably won’t do it in your own shop, 
but you do expect it of the manufac- 
turer. Then when repairs are com- 
pleted, a brand new production-line 
paint job has to be applied and the 
regulator performance certified just 
like a new unit. This just can’t be 
done as cheaply in a factory as it can 
be done in your own shop. 


How to Set and Test 

To begin with, we think repair 
work should be done with air rather 
than gas. When you are setting and 
testing regulators, you want your re- 
pair work to be done in a clean, 
warm workroom. So use air if at all 
possible. You need an air compres- 
sor for paint spraying anyway. The 
first thing to do is to “set the regu- 
lator” at 1l-in. W.C. You do this by 
adjusting the main spring in the 
spring bonnet. But it must be done 
under certain specified conditions. 


SCREW DRIVER 
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Fig. 6. 
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The Specified Conditions 


Take a look at the catalog page on 
an L. P. gas regulator, You'll find a 
graph similar to that shown in Fig. 5. 

Notice the words, “Initial setting 
point at ll-in. W.C. at 50 cu. ft. 
per hour flow rate with 75 psi inlet.” 
The significance of this is that the 
outlet pressure of a regulator will 


change with the rate of flow and 


with the inlet pressure (see Fisher 
Governor Co. bulletin, “Essential 
Elements of a Gas Pressure Regu- 
lator”). Since this is the case, the 
regulator should be set at 11-in. W.C. 
for the conditions under which it 
will operate most of the time. Then, 
when inlet pressure changes and the 
flow rate changes the “setting” will 
not drift too far one way or the other. 

On propane service, the inlet pres- 
sure will vary with temperature all 
the way from 10 lbs. to 225 lbs., with 
most of the work being done with 
an inlet pressure of about 75 lbs. 
Thus, this particular regulator should 
be “set” with an inlet pressure of 75 
Ibs. Further, this particular regula- 
tor will be used on jobs where the 
flow may vary from nothing up to 
300 or more cu. ft. per hour. Prob- 
ably most of it will be done at around 
50 cu. ft. Thus, the 50 cu. ft. per 
hour flow rate when setting at 11-in. 
W.C. 

Fig. 6 shows the equipment re- 
quired to set the regulator at 11 
in. When you have set the regu- 
lator under “certain specified condi- 
tions,” put the closing cap back on 
and leave it there. The regulator 
must perform from here on out with- 
out any further adjustment. The rest 
of it is “testing.” 

You could do part of the testing 
with the equipment just shown. You 
can test for lockup. Still with 75 lbs. 
at the regulator inlet, put your finger 
over the hole in the end of the pipe 
cap. This will give you the “no-flow” 
condition, and with this the pressure 
at the outlet of the regulator should 
not “creep” up to more than 12-in. 
W.C., even though you hold your 
finger there indefinitely. 


Testing for Performance 


As you know, the inlet pressure 
to a regulator may drop low—some- 
times down to 10 Ibs. You still have 
to flow the maximum through the 
regulator that the installation re- 
quires. You can check for this with 
the equipment shown in Fig. 6. You 
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will need a new pipe cap with a dif- 
ferent sized hole (if you didn’t fore- 
see this and make up a tee with two 
openings plugged and drilled)—a 
larger hole that will flow maybe 300 
cu. ft. per hour. This would be a 
17/64-in. drill size hole—as shown by 
the table which follows shortly. Put 
the new’ pipe cap on and change the 
setting of the Type 67 until only 10 
Ibs. shows up on the 0 to 100 lb. 
gauge. Now take a look at the low 
pressure test gauge. The low pres- 
sure should not fall below 9-in. W.C. 
if the regulator is right. Is it regis- 
tering above 9-in. W.C.? If it isn’t, 


_ you’ve got a bad actor which needs 


further attention. 


Specifications Vary 


While the 11-in. W.C. is standard, 
the other specifications are not. The 
flow rate for setting, the inlet pres- 
sure for setting, and the maximum 
capacity may be different. Consult 
the manufacturer or his catalog. You 
will probably find that a smaller 
regulator will have a lower “flow rate 
for setting” and a lower maximum 
capacity rating. Also you will find 


- that when the regulator is to be used 


on butane or mixture service, the 
inlet pressure setting will be lower. 
This same lower “inlet pressure for 
setting” will apply when setting a 
regulator intended for use as a sec- 
ond stage regulator (Fisher Gover- 
nor Co. bulletin on “Two Stage Reg- 
ulation”). You will get the best per- 
formance out of your regulators if 
you will test and set them according 


to manufacturer’s specifications for 
the service involved. 


More Testing to Do 


We have gone through the follow- 
ing preliminary steps: 

1. We have set the regulator at 
1l-in. W.C. with the proper inlet set- 
ting pressure for propane service— 
single stage. 

2. We have tested the ability of 
the regulator to “lockup” with a high 
inlet pressure. 

3. We have checked the ability of 
the regulator to maintain at least 9-in. 
W.C. outlet even when the inlet pres- 
sure has been dropped down to only 
10 Ibs. and the flow has been in- 
creased to maximum. 

But we have more testing to do be- 
fore the job is completed: 

4. Check for leakage. 

5. Determine if relief valve is in 
proper operating condition. 

As far as leakage goes, it can be 
tested for by means of soap-suds. Test 
any part or joint subjected to high 
pressure in service when you have 
high pressure on during the testing 
procedure. The same way for low 
pressure parts or joints. It is differ 
ent with the relief valve, however, 
since you must have some means of 
putting a false high pressure in under 
the diaphragm in order to cause the 
relief valve to open. The best way to 
do this is through the outlet, as shown 
in Fig. 7. 

First, increase the outlet pressure 
setting of the Type 912K until air be 
gins to discharge from the vent on 
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the regulator being tested. This will 
give the relief valve setting. If every- 
thing goes well, it will be somewhere 
between 22-in. and 33-in. W.C. Then 
open up the shutoff valve between 
the 912K and the pressure gauge and 
bleed the pressure down to slightly 
below 22-in. W.C. Now check the 
vent on the regulator being tested. 
No air coming out? Good! Your job 
is done. Paint the regulator if you 
are the neat type—but keep that 
paint out of the breather opening and 
the inlet and outlet connections, espe- 
cially the breather opening. 


Then store the regulator in a clean, © 


dry place until you need it for an 
installation. 


Build Better Equipment 


The chances are that you will want 
something a little more permanent 
for your work and repair bench. 
Some of the various parts of the two 
different sets of setting and testing 
equipment previously shown can 
serve both purposes. You can get as 
fancy as you want to, including pneu- 
matically operated connections for 
clamping the regulator in place and 
time signals for lockup test, etc., but 
Fig. 8 shows a unit you can either 
buy or build yourself. 

Here is what you can do with this 
outfit and how you do it: First, set 
the regulator at 11-in. W.C. with the 
Proper “inlet setting pressure” and 
the proper “setting rate of flow.” 
Then, connect in the regulator to be 
tested. You will probably need some 
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adaptors to accommodate the various 
inlet and outlet connections on the 
various regulators. 

Now, select a “flow spud” which 
has the proper size drillings to meas- 
ure flow rate and maximum flow. 
Install this flow spud at the point 
indicated. 

Then, with valve “B” closed, open 
valve “A” and turn the handwheel 
on the Type 67K regulator until the 
pressure gauge reads the proper set- 
ting pressure. 

Next, cover the maximum capacity 
orifice on the flow spud with your 
finger and adjust the spring in the 
regulator being tested until you read 
11-in. W.C. on the manometer. 

Put the closing cap back on the 
regulator and leave it there. 


Checking For Lockup 
and Maximum Capacity 


Cover both the.orifices in the flow 
spud with your finger so that there 
is no flow at all. Next, watch the 
manometer for a little while to make 
certain the pressure does not build 
up to above about 12-in. W.C. If it 
continues to climb slowly you have 
“creepitis.” 

High pressure leakage should be 
checked while the high pressure is 
still on the inlet to the regulator. 
Check for leaks around the inlet with 
soapsuds. : 

Leave both the orifices in the flow 
spud uncovered. By turning the 
handwheel on the 67K, reduce the 
inlet pressure to the regulator being 


‘ 


tested until it is only 10 lbs. Now, 
read the manometer. If it is above 
9-in. W.C., everything is okay. 


Check Relief Valve 


First, close valve “A” and open 
valve “B.” Next, cover both the ori- 
fices in the flow spud. Now, turn the 
handwheel on the Type 912K until 
air begins to come out of the vent on 
the regulator being tested. A glance 
at the manometer will tell you if the 
setting is between the 22-in. and 33-in. 
requirement. 


Check Reseating 


First, back off setting of Type 912K 
and then uncover the orifices on the 
flow spud gradually until the air no 
longer comes out the relief valve 
vent on the regulator being tested. 
If the manometer reads something 
more than 20-in. W.C. the relief valve 
has reseated. 


Low Pressure Leaks 


Check flange and any low pressure 
joints with soapsuds—or, if all of 
your connections in your test equip- 
ment are perfectly leakproof so as not 
to fool you with a leak which is not 
in the regulator at all, you can test 
this way: 

First, disconnect from the inlet of 
the regulator. Then, cover both ori- 
fices in the flow spud. Finally, close 
valve “B” and watch the manometer. 
If the pressure falls, then there is a 
leak. Be sure it isn’t in the test 
equipment or you'll be looking for 
something that isn’t there. 


Making Flow Spuds 


Take a plain old pipe plug with a 
square wrenching section on the 
head. Drill the inside down a little 
deeper. Drill the “setting orifices” 
and the “maximum capacity orifice.” 
What size holes? To begin with, you 
should get the regulator catalog 
showing the regulator you want to 
test, or write to the manufacturer 
for information. 

The following table will tell you 
how large to drill those orifices. Just 
remember, the “maximum capacity 
orifice” should only be large enough 
to flow enough gas, which, when 
added to the gas coming out the “set- 
ting orifice”, equals the rated capac- 
ity of the regulator. For example, 
the manufacturer tells you that the 
regulator has a capacity of 300 cu. 
ft. per hour. He tells you to set it 
with a flow of 50 cu. ft. per hour. 
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Thus, the setting orifice should be a 
No. 29 drill and the maximum set- 
ting orifice a 17/64-in. drill which 
will pass 250 cu. ft. per hour. Re- 
member, you left both holes uncov- 
ered when testing for maximum ca- 
pacity? 


Use a Drill 
This Size 
No. eee PE ee ar. as TEED 
No. 37 
No. 
No. 
No. 
No. 
No. 
No. 
11/64-in. 
7/32-in. 
1/4-in. ....... 
17/64-in. ....... 
DMS nc ke anaes 300 
11/32-in. ......... 350 
At 1l-in. water column. 


To Get This 
Much Flow Cfh 








You Need a Manometer 


Buy a manometer which will read 
50-in. water column. Sure, they cost 
money, but they are valuable pieces 
of equipment. Of course, if you are 
handy, you might build one which 
will do a good job even though it 
will look like you built it. Take a 
piece of clear plastic or glass tubing 
100 in. long and bend it in the form 
of a “U.” Fasten it to a piece of 
one-by-three or a piece of plywood. 
Take a narrow strip of slick card- 
board and mark off lines every inch 
and number them from zero to 20 
both ways from the center. Fasten 
this strip of cardboard on the mano- 
meter board between the two legs of 
the “U” so that the zero mark is 
about halfway between the top and 
bottom of the manometer. Fill the 
manometer with water until the 
water level is near the zero point. 
Connect up the tubing to one leg of 
the manometer and you're ready to 
do business. 

A little refinement can save -you 
trying to pour water to exact zero 
level. (This isn’t essential, anyway.) 
Put slots in each end of the cardboard 
strip so that you can slide the strip 
up or down a little ways to compen- 
sate for some over-filling or under- 
filling. 

This will give you a good accurate 
manometer. When you put an inch 
of pressure into a manometer, one 
leg moves up a half-inch and the 
other moves down a half-inch. The 
total water movement is an inch, but 
each leg only moves a half-inch for 
each inch of pressure. Thus, the total 
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pressure is the sum of the readings 
of both legs. 


Testing Automatics, Check Tees 
and Manual Changeovers 


If you have been through all the 
agony of reading what has gone be- 
fore, you can probably test any regu- 
lator made with your eyes shut. At 
the same time, you may want to 
check a little on how someone else 
would test a regulator which has 

















two inlet connections—like an “auto- 
matic,” for instance. 

You are going to need another 
piece of gear. This will be one which 
will allow you to put pressure into 
both inlets of the regulator being 
tested. A suggested arrangement is 
shown in Fig. 9. 

In this arrangement, a Fisher Type 
1885 manual changeover manifold, 
the same as that used on many L. P. 
gas installations, has been employed 
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Fig. 10. 
(Corresponding chart on next page) 
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to permit switching the inlet pres- 
sure from one side to the other. 

The same general procedure previ- 
ously described applies here too . It 
doesn’t make any difference which 
way the knob on the automatic is 
turned or which way the valve han- 
dle on the 1885 is turned. Just set 
the regulator to deliver 11-in. W.C. 
Then turn the knob on the “auto- 
matic.” It shouldn’t change more 
than a half-inch, either direction. 
Then turn the handle on the 1885 
and take a reading. Next, turn the 
knob on the “automatic” and take a 
reading. 

None of the readings should vary 
more than a half-inch away from 
ll-in. W.C. You have checked the 
operation of both on “supply” and on 
“reserve.” After checking for lockup 
and high pressure leakage, test both 
sides of the “automatic” again under 
“supply” and “reserve” settings with 
the lower inlet pressure and the 
higher flow. No reading should be 
accepted under 9-in. W.C. When 
testing slug check changeovers and 
manual changeovers, the procedure 
will be similar but not so compli- 
cated. 

If you just absolutely can’t get air 
to do your testing and want to do it 
with gas, your problem is complicat- 
ed a lot. You can’t just cover the 
drill holes in flow spuds with your 
fingers. You must build up a mani- 
fold with shutoff valves and orifices 
so that you can vent all the gas to 
a safe place. And remember! You 


may be venting 200 or 300 cu. ft. of’ 


gas per hour—at least for a few min- 
utes—so be careful. 


A Few Final Tips 


Some of the parts of the regulator 
testing outfits just shown are easy to 
get. Some of them from your own 
fitting stock. Some from your local 
hardware store. But some of them 
must be ordered from the manufac- 
turer of such special equipment. Fig. 
10 shows a detail drawing and is 
accompanied by a “bill of materials,” 
with suggested sources. 

In closing, remember the industry 
is getting older. Maintenance be- 
comes of more importance. Obso- 
lescence begins to operate. Don’t let 
a good regulator that can be repaired 
stand idle. But don’t try to keep re- 
pairing a regulator that was obsolete 
10 years ago. You’ll save money by 
throwing it away and putting in a 
new up-to-date regulator. 
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Key Number 
No. Required 


1 7 
2 1 
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BILL OF MATERIALS 


Description 
\Y%-in. Pipe Nipples. 
%-in. Pipe Tees. 


Pipe Nipples for various size 
regulator outlets. 


Pipe Bushings for various size 
regulator outlets. 


%4-in. x %-in. Pipe Bushing. 
%-in. Globe Valve. 


Manometer capable of measur- 
ing up to 40-in. W. C. 


Copper Tubing or Rubber Hose. 


Y-in. Plug Cock, Imperial No. 
104-H0. 


Fisher 67TCK with 0 to 100 
spring and 0 to 100 gauge. 


Fisher 912KY with 0 to 35-in. 
W.C. spring and mounting 
bracket. 

Yy-in. x %-in. Body Tappings. 

Y4-in. Elbow. 


Flow Spuds, %4-in. thread. 


3%4-in. Special Cross and Support. 


Handwheel POL Adaptor with 
soft nose Fisher No. AB3079. 


POL x Male Pipe Adaptor 

POL x %-in. Fisher No. 1B5852 
POL x %-in. Fisher No. 1B5808 
POL x %4-in. Fisher No. 1B5801 
POL x %-in. Fisher No. 1B5851 


High Pressure Hose, %4-in. male 
x %-in. female connectors, 
Fisher No. DX150D5. 


Manual Throwover, Fisher 
No. 1885. 


POL x inverted flare pigtail, 
Fisher No. 1B2923. 


POL x POL pigtail, Fisher 
No. 1A8935. 


Clean, well lighted work bench 
in comfortable room. 


Obtain from 
Locally. 
Locally. 


Locally. 


Locally. 


Locally. 
Locally. 


Meriam Instrument Co. 
or fabricate yourself. 


Locally. 
Imperial or locally. 


Fisher Governor Co., 
Marshalltown, Iowa. 


Fisher Governor Co. 


Locally. 

Fabricate yourself, or 
Fisher Governor Co., 
specifying drill sizes 
or flow capacities of 
drilled holes. 


Fabricate yourself, or 
Fisher Governor Co. 


Fisher Governor Co. 


Fisher Governor Co. 


Locally, or Fisher 
Governor Co. 
\ 


Fisher Governor Co. 


Fisher Governor Co. 


Fisher Governor Co. 


You should already 
have one. 














Hauling 
Propane 
Along the 
Eastern 
Seaboard 


By C. W. Rosencrans 


Vice President and Secretary 
H. R. Ritter Trucking Co., Inc. 
Paramus, N. J. 


Large Transport 
Firm Carries Vital 
LPG to Thousands 
of Users Through 
Winter Storms 
and Summer 
Traffic With Safety 
For Its Men 

and Equipment 


Ritter transport loads at Warren 
Petroleum Co. plant, Newark, N. J. 
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Air view of Ritter LPG transport fleet and garage terminal located at Paramus, N. J. 


AULING liquefied petroleum 

gas by transport over the high- 
ways of East Coast states is a major 
operation. In summer the roads are 
crowded with tourists, in addition to 
the normal traffic, ard when winter 
comes there are snow and sleet and 
rain storms to make all driving haz- 
ardous, especially tractor-trailer units 
carrying thousands of gallons of pro- 
pane. Accidents, if they were to hap- 
pen, would result in large monetary 
loss besides whatever personal injury 
might occur. 

Even the main highways are too 
narrow to carry today’s traffic, while 
the side roads are often scarcely wide 
enough for two vehicles to pass; they 
wind through the hills, with many 
grades, and interrupted with bridges 
even more difficult to maneuver. 


But L. P. gas must get through 
from the big central bulk plants to 
the distributor-dealers who, in turn, 
supply the vital fuel to consumers for 
their important household services— 
for cooking, hot water heating, re- 
frigeration and house heating. 

Supplanting coal and oil and elec. 
tricity in so many rural areas, lique- 
fied petroleum gas has become as im- 
portant to the lives of country and 
small town dwellers as piped gas is in 
the large cities. 

This is the story of problems in- 
volved and safety precautions estab- 
lished by one firm which undertakes 
to supply the needs of thousands of 
gas users along the Atlantic Sea- 
board. 


The firm is H. R. Ritter Trucking 


Co., Inc., with headquarters office and 
terminal covering three acres in 
Paramus, N. J., which possibly has 
the largest independently owned and 
operated fleet of LPG transports east 
of the Mississippi, or even in the en- 
tire country. It has developed a huge 
business in sending out its trucks and 
trailer units over the highways of 11 
states from Maryland and Delaware 
to New England. 


In the modern fleet. of over 65 
pieces of trailerized equipment Ritter 
has a total of 27 semi-trailer pressure 
tank units used only for LPG hauling 
and one pressure tank unit also used 
for this purpose. The first of these 
units was purchased and put into op- 
eration in 1947, and they have capa- 
cities of from 4000 to 5800 gallons 
each of product. The pressure tanks 
are of two types of construction; one 
is the single barrel, the other the 
“twin”, or double barrel type. These 
tanks are of MC-330 specifications 
welded and annealed to exacting par- 
ticulars. Each unit carries its own 
safety inspection certificate and cali- 
bration charts which can be checked 
by the customer whenever he deems 
necessary. 

Each one is powered by Brockway 
260 tractors equipped with Eaton 2- 
speed axles. Each tractor has its own 
specially constructed power take-off 
pump (designed expressly for pump- 
ing LPG) that is capable of discharg- 
ing up to 100 gallons per minute. We 
have both single and dual axle trail«rs 
to enable us to meet the weight re- 
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quirements of the various states 
through and into which we operate. 

One of the greatest safety factors 
which we have on the propane units 
is the system of valves used in con- 
nection with the loading and unload- 
ing of LPG. The internal valves are 
operated by a hydraulic system. As 
an added safety factor there are 
emergency valves which, when open- 
ed, will automatically close the in- 
ternal valve in the tank. All dis- 
charge lines are equipped with ex- 
cess flow valves. These valves will 
automatically close when the rate of 
flow increases for any reason such as 
when a hose breaks or some other 
mechanical failure in the system 
causes the material to flow faster 
than normal. 


Systematic Loading 


Our operators follow a set routine 
for loading and unloading. This is as 
follows: setting all brakes, choking 
the wheels, connecting static ground 
straps. Fire extinguishers are re- 
moved from the unit and placed in a 
spot for immediate use. After all lines 


are connected, there is a routine - 


double check. This is accomplished 
by the operator and loading person- 
nel of the plant at which the truck is 
located. We compute the amount of 
product loaded by thé use of a rotary 
dip tube gauge. After the unloading 
operation is completed ALL valves 
are closed and lines are bled of pres- 
sure. Before any lines are discon- 


nected, another double check is made | 


by the driver and unloading person- 
nel of the plant. 

The importance of the loading and 
unloading operation, as well as safety 
on the highway, is stressed at periodic 
safety meetings supervised by one of 
our officers. We impress upon our 
drivers that they are our representa- 
tives on the highway and that cour- 
tesy and safety is the best way of 
winning and keeping the good will 
and high esteem of the public, upon 
whom our service is dependent. In 
connection with the program, the 
drivers are instructed to operate ve- 
hicles at moderate speeds at all times 
to uphold our motto of “Safe, Clean 
Service.” During 1952 our fleet of 
units traveled a total of more than 
2% million miles, with an expected 3 
million miles during 1953. 

The H. R. Ritter Trucking Co. was 
founded in 1927 by Herbert R. Ritter, 
who actively heads the company as 
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president and treasurer. Many will 
recall those days as the era of 25- 
miles-per-hour travel on the not-so- 
smooth riding, solid rubber tires. Mr. 
Ritter, as well as the writer, can 
vividly remember the days when 
tank transport by motor truck was in 
its infancy and when a 2000-gallon 
unit was considered enormous. Pio- 
neering in the petroleum transport 
industry meant driving your own 
trucks, repairing and overhauling 
motors on a short week-end, and 
sometimes tossing a coin to see who 
would be the lucky one’ to go home 
for a few hours sleep before going on 
another long day’s run. It is from per- 
sonal experience such as this that the 
H. R. Ritter Trucking Co. has been 
able to keep abreast with the ever- 
growing petroleum industry, and has 
been successful in satisfying its cus- 


the Newark and New York harbor 
area, we have recently opened a ter- 
minal in Fairfield, Conn., which is 
very close to the Bridgeport indus- 
trial area. This enables us to give bet- 
ter service to the New England area 
as well as enabling us to reduce re- 
pair costs on our equipment. Shortly 
before the New Jersey Turnpike was 
completed, we also obtained property 
bordering the Turnpike located in the 
heart of the Carteret-Sewaren refin- 
ery group. Upon completion of this 
terminal we will be able to serve our 
customers and the public even more 
satisfactorily. 

We employ approximately 125 peo- 
ple. In addition to our driving per- 
sonnel we have an efficient office 
force headed by our assistant secre- 
tary, Mr. E. A. Bender. The traffic de- 
partment, headed by Mr. A. R. Jeltes, 


Ritter transport delivers load of LPG to Suburban Gas Co. bulk plant at Mahwah, N. J. 


tomers and the public with a safe, 
clean, and fast transport service. 


To maintain our ideals and prin- 
ciples of service, we take great pride 
in our driving personnel and employ 
experienced men of highest calibre. 
The drivers of our equipment are en- 
trusted with a very expensive and 
delicate piece of equipment and are 
given a considerable amount of 
schooling in all phases of our oper- 
ations, with the greatest emphasis 
placed on highway and materials 
handling safety. New propane truck 
drivers are given “on-the-job-train- 
ing” by riding with experienced men 
on all types of runs and thus learning 
first hand the steps and precautions 
necessary for the loading and unload- 
ing of the product. 


In addition to our main terminal at 
Paramus, 10 miles from the heart of 


is ready at all times to give rates and 
advice on shipments to customers. 
Since our service is on a 24-hour 
basis, we employ a group of six dis- 
patchers, with Mr. Jack C. Morley as 
chief, to route the trucks and expe- 
dite the movements as quickly and 
safely as is humanly possible. Our 
customer relations and liaison work 
is taken care of by Mr. J. Edward 
Boyle. 

To properly maintain our trucks, 
the mechanical division under the 
supervision of Mr. L. Genitempo is 
charged with periodic inspections of 
all vehicles, safety equipment, tires 
and pipe lines. A most valuable fea- 
ture of this inspection is that we send 
samples of the crankcase oil taken 
out of each tractor to a testing labor- 
atory at certain intervals where it is 


(Continued on page 161) 
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Outlet for liquid withdrawal 
with internal excess flow 
waive and removable brass 


plug. 
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LP GAS EQUIPMENT. 


Stocked by These Distributors 
GAS EQUIPMENT CO. 
las, Texas 
GAS EQUIPMENT SUPPLY CO. 
Atlanta i 


’ a 
GAS EQUIPMENT CO. 
of DE R—-Denver, Colo. 
TILDEN ENGINEERING & 
EQUIPMENT CO. 

Fresno, Calif. 

A. C. FINK, S. A., Mexico, D. F. 

EMPIRE BRASS MFG. CO., LTD. 
London, Canada 
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For Fast, Safe Filling of Tractors and Other Mobile 
Tanks from Stationary LP-Gas Bulk Systems 


In addition to all of the proven features of RegO Multivalve design, 
this new series of valves has a %” female pipe thread outlet to pro- 
vide for liquid withdrawal. This outlet is protected by a positive 
action internal excess flow valve. The outlet is plugged with a re- 
movable %” brass pipe plug when shipment is made from the factory. 


ELIMINATES EXTRA LIQUID WITHDRAWAL TANK OPENING 


RegO No. 2594 Series Multivalves provide in a single assembly, with 
a single 1%” tank opening, these operating and safety features: 


Service Outlet Valve ... Double Check Filler Valve 
... Vapor Return and Excess Flow Valve... 
Fixed Liquid Level Gauge . . . Optional Pressure 
Gauge... Optional Fuse Plug... Plus, Liquid With- 
drawal Outlet with Internal Excess Flow Valve 


"Trademark 
RegO is the registered trademark . 
of the Bastian-Blessing Co. 
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As appearing in ‘Power and Fluids’’— 


Worthington. 


Can the Vapor Pump 


Save Your Plant Money? 


By Robert C. Angell 


Vertical Compressor Division 
Worthington Corporation 
Holyoke, Massachusetts 
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HE use of highly volatile liquids 

such as propane, anhydrous am- 
monia, sulphur dioxide, methyl chlor- 
ide or freon in a variety of industries 
has brought with it new problems of 
liquid transfer which are not normal- 
ly encountered in pumping applica- 
tion. 

In the normal transfer of ordinary 
liquids, we consider such things as 
rate of flow needed (suction pres- 
sure, discharge pressure), the -addi- 
tional pressure which must be re- 
quired to overcome static elevation 
and pipe friction, corrosive action of 
the liquid upon the pump, the viscos- 
ities of the liquid over its pumping 
range, and the positive head avail- 
able to push the liquid into the pump. 

Generally with proper considera- 
tion given to these factors, a rotary, 
centrifugal, power pump or some 
conventional type pump can be ap- 
plied for successful transfer. But in 
the case of volatile liquids with high 
vapor pressures, an éntirely new 
means of transferring such liquids 
must be considered for the most eco- 
nomical and wisest operation so as to 
achieve removal of valuable residual 
gases remaining after the liquid is 
removed. 
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As a case in point, for some manu- 
facturing processes, tank car quan- 
tities of anhydrous ammonia are used 
as an intermediate for a wide variety 
of compounds such as amines, ni- 
trates, nitric acid and ammonia salts. 
Complete liquid removal was effect- 
ed using conventional pumps, but it 
was found that residual vapors were 
being left in the tank car and being 
returned to the anhydrous ammonia 
manufacturers. The weight of these 
vapors depends on the ambient tem- 
perature as shown in Fig. 1. This 
represented a net loss to the chem- 
ical company on a warm summer day 
amounting to the cost of 1035 pounds 
of ammonia plus transportation 
charges to the plant. 

To eliminate this company’s finan- 
cial loss in residual vapor return and 
accomplish other pumping advan- 
tages, the vapor pump was installed 
in place of a liquid pump. Immediate 
results in better operation and prod- 


uct cost saving shows that the unit 
paid for itself within a year and a 
half. It is rather obvious how this 
saving accumulated in such a short 
period when we consider the price of 
ammonia to be about $115 per |b., 
and the average cost of a vapor trans- 
fer unit as under $1000. 


Operating Principle 


Most technical persons are familiar 
with the operating principles of liquid 
pumps, but the vapor pump is an- 
other matter entirely. Visualize a 
tank car full of propane marked on 
a plant siding ready to be unloaded 
into tanks for storage preparatory for 
its use as a fuel (see Fig. 2). Both 
tank car and storage tank are nor- 
mally under approximately the same 
vapor pressure for propane as high 
as 173 psig on a hot day. 

A pipe connection is made between 
the tops of the tank car and the stor- 
age tank, and a similar connection is 
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made between the bottoms of the two 
tanks. As the connections are opened, 
the liquid will seek its own level and 
then flow ceases. However, by cre- 
ating a pressure in the tank car 
which is high enough to overcome 
pipe friction and any static elevation 
difference between tanks, all the 
liquid is forced into the storage tank 
in short order. The vapor pump does 
‘this job. 
On starting, the vapor pump, con- 
nected directly into the vapor line, 
sucks propane gas from the storage 


Fields of Use 


Successful application of vapor 
pumps to the transfer of hydrocar- 
bonous liquids such as propane and 
butane is found in wide use. Free- 
dom from vapor locking plus the in- 
herent ability of the vapor pump to 
pay for itself by the removal of resi- 
dual vapors has made this applica- 
tion almost universally accepted for 
liquid petroleum transfer. 


The same properties of the vapor 
pump which make it fit for liquid 
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tank and discharges it into the top 
of the tank car, effecting a lowering 
of the storage tank pressure and an 
increase in the tank car pressure. All 
liquid is forced out of the tank car 
through the liquid transfer line. 

To remove remaining residual pro- 
pane vapors, piping connections are 
reversed by means of a four-way 
valve, and the direction of flow 
through the vapor pump is reversed. 
The gas is now drawn from the top 
of the tank car and discharged 
through the vapor line into the stor- 
age tank. When the pressure falls to 
about 20 psig in the tank car, the 
vapor pump is stopped and the car 
returned to its source virtually 
empty of liquid and gas. Removing 
remaining vapor is economically in- 
feasible. The total time for this oper- 
ation on a tank car of 11,000 gals. is 
about two hours for liquid removal 
and four hours for vapor removal. 
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petroleum applications have, within 
the last few years, fitted it for trans- 
fer of anhydrous ammonia. This use 
is briefly found in western and south- 
ern areas of the United States where 
application of liquid anhydrous am- 
monia to the soil is used as a method 
of supplying nitrogen directly to 
plant roots. 

While the most popular use of 
vapor pumps is for transferring the 
liquids mentioned, other volatile 
liquids undoubtedly lend themselves 
to this type of pumping. In general, 
the following guides should be used 
in deciding whether or not a vapor 
pump is suited for a particular appli- 
cation. 

(1) The vapor pressure of’ the 
liquid must be equal to or greater 
than butane. The greater the vapor 
pressure, the more gas will be re- 
claimed by the use of the vapor 
pump. 


(2) The vapor being handled by 
the vapor pump must not be injuri- 
ous to cast iron or steel which are 
the usual materials of construction. 

(3) Minute quantities of oil which 
the reciprocating compressor of the 
vapor pump will introduce into vapor 
should not be harmful to the vapor 
or the process in which it is to be 
used. In all but the most exacting 
processes, the quantity of oil ab- 
sorbed is not large enough to be a 
detrimental factor. 


Design and Features 


In the selection and purchase of 
a vapor pump unit, one will find sev- 
eral complete packaged units avail- 
able which require only wiring and 
piping connections. 

The booster compressor, generally 
of the single stage style, must be de- 
signed to handle gases without leak- 
ing, and a minimum of gaskets and 
the use of mechanical shaft seals are 
therefore important compressor de- 
sign considerations. 
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A large surge tank, capable of 
trapping any liquid condensation 
which may form in the vapor line is 
essential. Otherwise this liquid is 
drawn into the compressor, causing 
serious damage. This is a particular- 
ly important point in areas subject 
to changing temperatures. An ASME 
code tank of 15 gals. is ample protec- 
tion. 

An oil separator to insure mini- 
mum contamination of the product 
is generally included. Oil is normal- 
ly returned automatically to the com- 
pressor crankcase from the separa- 
tor. In the case of L, P. gas, this 
separator is a must, as the great af- 
finity for oil which these gases have 
would cause the crankcase to be de- 
pleted at a rate which would necessi- 
tate constant attention, 

A crankcase oil changing system 
will allow complete refilling or add- 
ing of oil to the compressor at any 
time during the unloading cycle with- 
out venting the compressor. 

Relief valves and gauges for dis- 
charge and suction will give protec- 
tion to the unit. 

High starting torque motors are 
generally used so that compressor 
unloading is unnecessary when start- 
ing. 

All pipe, valves, and fittings should 
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be of extra heavy ASA schedule 80 
to withstand the high pressure. 


Electrical equipment should be 
selected according to the class of 
liquid being handled. Group I, Class 
D explosion proof equipment should 
be used for gases such as propane 
and butane, and chemical inert mo- 
tors, where vapors may attack motor 
windings. 


General Operation and 
Maintenance 


For proper operation and minimum 
unloading time always locate the 
compressor unit as near as possible 
to the tank car. In cold weather ap- 
plications or in long compressor dis- 
charge vapor lines where it is pos- 
sible that the heat of compression 
which was added to the gas by the 
compressor could be dissipated, the 
application of insulation to retain 
this heat will speed unloading time. 
This is so because the entrance of 
the hot gases upon the liquid in the 
tank car actually serves to heat the 
contents and thus raises its own 
vapor pressure to help create the 
needed pressure differential between 
tanks. 

The discharge vapor line from the 
compressor should always extend 
through the liquid level to the bot- 
tom of the storage tank so that the 
warm gases being forced into the 
tank will be condensed by the cool 
liquid, and little back pressure will 
result. 

In the pumping of anhydrous am- 
monia, the use of copper containing 
alloys should be avoided. Exceptions 
to this are parts protected by the 
compressor lubricant such as con- 
necting rods and bearings. 

Operation with sulphur dioxide, 
requires the precaution of prevent- 
ing moisture from reaching the gas, 
as corrosive acids will result. Filters 
and more frequent oil change will 
prevent this condition. 

For most gases, a good refrigerant 
oil such as would be used in the op- 
eration of a Freon 12 compressor will 
give good service. The general speci- 
fications of this oil are as follows: 


Straight Mineral Pale Oil 

Specific gravity at 68° F....... ‘ 
Flash point 
Fire point 
Viscosity SSU at 100° F 
Viscosity SSU at 210° F 








Ordinary compressor oils or motor 
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oils may cause excessive frothing and 
interfere with proper lubrication and 
oil level reading. With the use of 
hydrocarbon liquids, this condition 
bears special watching. A boiler type 
oil gauge will allow accurate oil level 
reading. 

Normal time for vapor removal can 
be speeded up if, upon cessation of 
liquid flow from the tank car, the 
compressor is still allowed to run 
and discharge hot gases into the car 
for about a half an hour. This will 
allow the heavy cold gases in the car 
to pass off through the liquid line 
rather than having to remove them 
through pumping of the compressor. 
At the end of this period, normal 
pump down procedures are then fol- 
lowed. 


Suggested Guide To Follow 


As a guide to personnel responsible 
for the unloading of tank cars of 
volatile liquids, the following proce- 
dure may serve as outline to follow: 

1. Connect unloading hose to stor- 
age tank filling line. 

2. Connect the equalizing hose as- 
sembly to the tank car vapor and to 
the compressor discharge line. 

3. Open liquid valves on the tank 
car slowly but completely. 

4. Open storage tank filling valve 
slowly, but do not open too wide if 
the tank car pressure is much over 
that of the storage tank. If this is 
done, the car excess flow valves will 


‘close, and it will be necessary to wait 


until they are heard to drop before 
unloading can resume. 
5. Until pressures between tanks 


- equalize or the tank car drops to 


within 20 psig of the storage tank, 
do not start compressor, as sufficient 
pressure is already present to cause 
flow. 

6. Start compressor with valves in 
position for flow of vapor from stor- 
age tank through the compressor and 
then into the tank car. Maintain a 
pressure differential of between 5 to 
20 psig to prevent the excess flow 
valves closing. 

7. Determine when all liquid has 
been removed by cessation of flow in 
liquid sight glass indicator or by 
slowly opening the test tube valve on 
the tank car. 

8. After the car has been emptied 
of all liquid, the valves on the liquid 
line should be shut in the reverse or- 
der from which they were opened. 

9. To remove vapors from tank car, 


the valves on the vapor line should be 
set to permit the compressor to pull 
vapors from the tank and discharge 
into the storage. The compressor 
should be stopped when tank car 
vapor pressure is reduced to about 20 
psig and all vapor valves closed. 

All local codes and National Board 
of Fire Underwriter Phamphlet No. 
58 should be followed if explosive 
gases are being transferred. 


Summing Up 


The vapor pump with its ability to 
reclaim material normally out of 
reach with any other type of pump, 
as well as providing an economical 
and efficient means of transfer, has a 
definite place in saving valuable vola- 
tile liquids normally lost in transfer. 
With any non-corrosive liquid chemi- 
cal having characteristics similar to 
L. P. gases, the vapor pump will prob- 
ably be the key in cutting transfer 
losses. 





NFPA Releases 
Pamphlet #52 


The first edition of NFPA Pamphlet 
No. 52 containing standards prescrib- 
ing reasonable measures for minimiz- 
ing fire losses has been released and 
is, with the exception of section 23 
and minor editorial changes, the same 
as LPGA No. 1. 

Copies can be obtained for 50 cents 
from the NFPA, 60 Batterymarch St., 
Boston, Mass. 


LPG Demand Rise 10.6% 


The latest monthly study from the 
Bureau of Mines reports that demand 
for LPG rose 10.6% during the first 
five months of the year as compared 
to the 1952 level with 51,720,000 bbls. 
in 1953 with the comparable 46,751,- 
000 of 1952. 

Of these totals in 1953, 1,212,000 
bbls. were exports and 50,518,000 
were domestic use, and in 1952, 980,- 
000 were exports, and 45,771,000 bbls. 
were domestic use. Production out- 
put for the first five months of 1953 
was measured at 14,140,000 bbls., 
somewhat above the 1952 level of 13,- 
589,000 bbls. 

Transfers of LPG from natural 
gasoline in May totaled 6,792,000 
bbls. The May 1952 figure was 5,754,- 
000. Totals for the first five months 
show 1953 transfers at 37,833,000 bbls. 
or over 4,000,000 bbls. over the 1952 
level of 33,247,000. 

This brought stocks at the end of 
May to 881,000 bbls. compared with 
714,000 at the end of April. 
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advertising 
tips scale in 
selling battle 


Gas Range Versus Television 


“Keeping up with the Joneses” 
advertising theme. in the sales 
campaign of the Arkansas-Louisi- 
ana Gas Co., is a powerful sug- 
gestive force in selling, maintains 
George B. Tyler. 


OCTOBER, 1953 


By Zoe Johnson 


<4 EEPING up with the Joneses” 

. was the camouflaged psycho- 
logical angle Arkansas-Louisiana Gas 
Co., northern district, used in its 
three-month hookup in the national 
sales campaign for gas ranges. “Some- 
thing had to be done in this area,” 
says George B. Tyler, new business 
manager for the Little Rock office, 
“to break the strangle hold the sale 
of TV sets had on gas appliances, 
especially gas ranges.” 

When television really came to 
Little Rock with its first station the 
class of people that spend money most 
freely for gas appliances almost for- 
got they had to eat. No matter how 
badly a new range was needed, the 
excitement of bringing the entertain- 
ment of the whole earth into their 
homes stopped any thought or inten- 
tion of the down payment on a new 
gas range. So, Little Rock’s potential 
gas appliance customers went danc- 
ing away to the TV market to the 


tune of approximately $3,000,000 in 
the first five months of 1953. 

In cooperation with the leading na- 
tional range manufacturers, Ar- 
kansas-Lousiana Gas Co. contributed 
$15,000 to the campaign kitty to put 
a new gas range between their cus- 
tomers and their TV screens. Natural- 
ly, the effects of this wide publicity 
was felt directly by the many L. P. 
gas dealers throughout the same area. 

A subtle promotion theme was used 
editorially by the Little Rock news- 
papers to supplement the extensive 
advertising campaign. Prominent 
families were used in pictures to 
stress a “keeping up with the 
Joneses” angle through the use of 
happy kitchen scenes which featured 
a late model gas range. : 

Especially flattering and sales-ef 
fective were pictures of mothers re- 
lieved from drudgery by their latest 
miracle ranges which allowed more 
time for Junior, clubs and social acti- 
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vities. And the intangible suggestion 
in all these pictures was that having 
a TV set in the living room unsup- 
ported by a new gas range in the 
kitchen was as ridiculous as going to 
a picnic in a formal evening gown. 

There were at least ten free feature 
articles supporting Arkansas-Lousi- 
ana’s big two-page ad of “Carnival 
Gas Cooking,” and large ads by prac- 
tically every furniture and appliance 
dealer in town. All were headed by 
a picture of a contented family or 
glamorous house wife thrilled with 
the ease and perfection of cooking on 
her new range. Special attention was 
directed to the people in the decoy 
pictures by giving their names and 
street addresses, and even quoting 
some of them. 

One woman was quoted as saying: 
“My gas range is a delight to use. It 
is easily the most responsive piece 
of kitchen equipment I have ever 
used.” Another said: “Our new range 
is so handsome and our kitchen is so 
pleasant and comfortable that we 
even moved an upright piano into 
our breakfast-room area at one end 
of the room for family fun.” Another 


prominent socialite says: “We tried 
an electric range when we first built 
our home, but we soon decided to re- 
place it with a gas range. Our un- 
usually large kitchen is the favorite 
room in our house, and our large gas 
range is the answer to every meal 
problem.” 

In these special feature articles 
every kind of range and oven was 
pictured and commented upon from 
the shoulder high ovens to the dutch 
ovens. No convenience of gas cook- 
ing was overlooked. No angle to 
flatter the subject was left out. 

“The power of thought and sugges- 
tion, the most powerful force in the 
world, paid off,” said Mr. Tyler. “Up 
to now, we’ve sold 1,800 ranges as a 
result of this promotion, and the cam- 
paign isn’t over. Business has jumped 
from 10% to 50% for some dealers 
and there’s another big ad to run. 
We sure slipped a lot of new gas 
ranges in front of the TV screens.” 

Al Pollard of the Brooks-Pollard 
Advertising Agency, who handles ad- 
vertising for Arkansas-Lousiana, says 
the campaign has produced a big sales 
increase, much greater than expected. 


Mr. Tyler maintains that any idea 
planting the suggestion of “keeping 
up with the Joneses” is a sure-fire 
sales producer and one that can be 
applied to any kind of sale campaign. 
Sales based on some angle of this sug. 
gestion probably would be even more 
successful in small towns. This “not- 
to-be-outdone” trait of human nature 
forces progress and keeps factories 
running full time. 

In all there were 19 national manu- 
facturers represented in the “Carni- 
val of Gas Cooking” throughout the 
27 counties served by Arkansas- 
Louisiana Gas Co., and it is estimated 
that the advertising reached 200,000 
potential customers and possibly as 
many more prospects for LPG appi- 
ances. 

Mr. Tyler feels that the final sales 
results from the three months pro- 
motion will be the most successful in 
Arkansas-Louisiana Gas Co.’s history 
in gas appliance sales. At the lowest 
estimate, 2000 new modern gas ranges 
will be pushed in front of the TV 
screens which were strangling appli- 
ance sales. 





A revised edition of Pam- 
phlet 58, “Standards for the 
Storage and Handling of Lique- 
fied Petroleum Gases,” has 
been released by NFPA, super- 
ceding all prior’editions. 

The new edition, which in- 
corporates the amendments 
adopted at the 57th annual 
meeting of the association held 
recently in Chicago, has been 
analyzed by Chris F. Neely, 
LPGA staff engineer, and found 
to involve the following major 
changes: 


B.5 - (h) (i) (j) 

These three new paragraphs 
give the regulations for spacing 
and location of L. P. gas con- 
tainers-with respect to flam- 
mable liquid tanks. 


B.5 - (a) 

As revised, ICC cylinders 
with a maximum of 12 lbs. 
water capacity temporarily 
used for demonstration pur- 
poses may be located inside of 
buildings. 





Review of Changes Made In Pamphlet 58 


B29 - (b) 

Under the heading “mini- 
mum” the figure “90%” has 
been changed to “88%” in each 
of three entries. 


Division 1 
1.1 - (b) 


The word “minimum” has 
been deleted. 


1.5 - (b) 

This section has been amend- 
ed to agree with the ICC con- 
tainers used for demonstration 
purposes mentioned in section 
B.5 (a). 

Division 2 
2.6 - (i) 

This new paragraph deals 
with interconnections of per- 
manently installed containers 
and the safety standards neces- 
sary to avoid damages due to 
expansion, contraction, vibra- 
tion, and setting. 


Division 4 
4.3 - (a) 
The word, “buses” has been 


changed to “passenger carrying 
vehicles.” 


4.4-(b) 

A sentence has been added 
recommending that the filling 
connection terminate in the va- 
por space on the container to 
minimize pressure build up dur- 
ing filling operations. 


4.4-(e) 

A new sentence has been ad- 
ded which considers the preced- 
ing requirements fulfilled for 
farm tractors whose construc- 
tion provides inherent protec- 
tion to valves and fittings. 


4.6 - (a) 

The old paragraph, relating 
to ICC safety devices, has been 
deleted and the following sub- 
stituted: “Spring-loaded inter- 
nal type safety relief valves 
shall be used on all motor fuel 
containers.” 


4.8 - (b) 

The words “or an approved 
regulator” have been deleted 
and the following sentence has 


(Continued on page 147, col. 1) 
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"SALES CLINCHERS’’ FOR GAS RANGE SALESMEN 


No. 6 of a series 


To sell her the GAS range, show her 
the SELF-RELIGHTING feature of the 


ALLTROL' (Zater Génmer 


Let the customer prove to herself there’s nothing so 
wonderful as that gas range* equipped with Alltrol Center 
Simmer. Turn the valve handle; let her hear it “click” 
into Center Simmer position. Ask her to blow the flame 
out, so she can see how it relights—automatically. 


It sells her more than a thousand words! 


ONLY ALLTROL BURNERS HAVE A COMPLETE HEAT CYCLE 


Full flame Starting A full range of inter- Click... here's efficient “‘Cen- Click . .. a gentle “Keep 

Burner for quick boil or mediate heats when wide ter Simmer” that maintains Warm” heat . . . without 

fast frying. spread of heat is needed. boiling in any covered vessel. further cooking. 
*Write for names of ranges featuring ALLTROL Center Simmer. 


@® Trade Mark Reg. U.S. Pat. Office 


‘How to Sell More 
Gas Ranges” 
Address Dept. 103B 


HARPER-WYMAN COMPANY 


562 Vincennes: Avenue (Gl slicoke (om AC Pm liliarelhs 


“TALLTROL CENTER SIMMER’ MAKES GAS THE WINNER! 


' 
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Alabama 


Fred I. Palmer, Demopolis, is the 
new president of the Alabama L. P. 
Gas Dealers Association, elected at 
the association’s recent convention in 
Montgomery. Other new officers in- 
clude: Buster H. Stallworth, Monroe- 
ville, vice president, Margaret H. 
Krueger, Foley, traesurer, and John 
W. Rooney, Montgoniery, executive 
secretary. 

Convention-goers heard L. A. 
Brand, vice president of Empire 
Stove Co., speak on “The Second 
Step To Prosperity.” Addresses were 
also delivered by A. B. Ritzenthaler, 
Tappan Stove Co., Sid Stapleton, 
Consolidated Gas Co., and Earl W. 
Gammage of Pan American Casualty 
Co. 

Awarded to Mrs. Krueger and E. 
R. Hughes were plaques for outstand- 
ing service to the association. 


East Central District 
Plans Conference 


Preliminary plans for an East Cen- 
tral District “operating conference” 
on Oct. 21 in New York City have 
been announced. The session is sched- 
uled for the Hotel New Yorker. 

M. L. Trotter, LPGA president, has 
been invited as the principal speaker. 
Walter A. Naumer, Pyrofax Gas Co., 
New York, district director, will pre- 
side. 


New England 


Plans are fast developing for the 
“Fall Outing” of LPGA of N.E. to 
be held at the New Ocean House in 
Swampscott, Mass., Oct. 7. The pro- 
gram includes a luncheon to be fol- 
lowed by a top-notch speaker. The 
afternoon will be devoted to relaxa- 
tion and sports including golf, tennis, 


horseshoe pitching, cards, boat trip 
and the like. Then a banquet and fol- 
lowing the banquet will be entertain- 
ment and dancing to exhaustion. 

The New Ocean House is one of this 
country’s better known resort hotels 
located approximately 20 miles from 
Boston on the North Shore. It is noted 
for its hospitality, spacious grounds, 
well equipped rooms and excellent 
food. 

Members as well as non-members 
and wives and sweethearts are in- 
vited to attend the meeting. 


West Virginia 
The first West Virginia L. P. Gas 


Association, integrated with the na- 
tional association, was founded at 


.Clarksburg recently. The charter for 


the new association was presented by 
the District Secretary, William H. 
Plank, to the newly elected president, 
William Faulkner of Bluefield, W. Va. 

The other officers elected by the 


‘new association were Samuel Gurson 


of Clarksburg, vice president; R. R. 
Scott of Philippi as secretary; R. L. 
Daugherty of Mineral Wells as treas- 
urer, and C. Wade Gibson of Reeds- 
ville, national director. 

The State will be divided into dis- 
tricts with a representative from each 
district. These directors, plus the of- 
ficers of the association, make up the 


-board of directors. Those elected as 


directors from the various districts 
were: Thomas A., Holden, Martins- 
burg, R. C. Lough, Morgantown, 


. Howard J. Gibson, Elkins, Don Sacco, 


Cabin Creek, James Wood, Prince- 


‘ton, James Lawson, Logan, and W. 


H. Everett, Bridgeport, Ohio. 


Wisconsin Short-Course 
Features Controls 


A short-course of instruction on 


automatic thermostatic controls was . 


held recently under the joint auspices 
of the Wisconsin L. P. Gas’ Associa- 
tion and the national LPGA. Robert- 
shaw-Fulton Controls Co. conducted 
the school. 

The session, attended by 50 L. P. 
gas dealers and their personnel, cov- 
ered heat control thermostats on L. 
P. gas ranges, water heaters and 
space heaters. Henry Johnson, Dela- 
van Lake dealer, had charge of ar- 
rangements. 


Coleman Named Secretary 
For Central States District 


Carol E. Cole- 
man has been 
appointed dis- 
trict secretary in 
charge of the 
Central States 
District office of 
the Liquefied Pe- 
troleum Gas As- 
sociation, How- 
ard D. White, 
‘executive vice 

president of the 
organization, announced recently. He 
succeeds Robert C. Tanner, who re- 
cently resigned to accept a position 
with O. A. Sutton Corp., Wichita, 
Kans: 

Mr. Coleman, whose headquarters 
will be in the Kaufman building, 
Wichita, after Sept. 1, was born in 
Sylvia, Kans. He was graduated from 
Kansas State College with a B. S. de- 
gree in agricultural economics and 
subsequently taught vocational agri- 
culture for five years in three Kansas 
towns. 

Following service in the Navy dur- 
ing World War II, he was sales repre- 
sentative for the American Agricul- 
tural Chemical Co., for a year and a 
half. In 1947, he helped incorporate 
Simonsen Propane Service, Quimby, 


C. E. Coleman 


BUTANE-PROPANE News 





low 
Jun 
in 1 
sell: 
equ 
Che 


sev 
Pet 
ser" 


~~ mA 


afr Pe 


lowa, and managed the business until 
June, 1953, when he sold his interest 
in the concern. He has since been 
selling furnaces and air conditioning 
equipment for the Johnson Tin Shop, 
Cherokee, Iowa. 

Mr..Coleman has been active for 
several years in the Iowa Liquefied 
Petroleum Gas Association, and has 
served on a number of its committes. 


Television Program Plugs 
Advantages of LPG 


“Pushbutton Housekeeping.” 

This terse, attention-getting head- 
line preceding television newsreel 
pictures shown recently by WHAS- 
TV, Louisville, neatly described an 
unique feature that highlighted the 
1953 convention of the Kentucky 
LPGA, recently held in Louisville. 

As a major offensive move against 
REA competition, Miss Florence Hol- 
liday, hard-working secretary of the 
association, conceived the idea of 
staging a special: program for home 
economists. Calling the symposium 
“How Modern Can You. Be?” she 
asked Lee A. Brand, vice president, 
Empire Stove Co., and chairman of 
the National Committee for LP-Gas 
Promotion, to direct the project. 

Fifty-five home economists and 
home demonstration agents from all 
parts of the state and nearly 500 in- 
dustry people saw the special show. 
In a series of fast-moving skits, talks 
and demonstrations, the home econ- 
omists, all guests of local LPG deal- 
ers, were briefed on the advantages 
and conveniences of L. P. gas. 

Mrs. Anne Clemmons, assistant 


professor of home economics, Univer- — 


sity of Kentucky, was the lead-off 
speaker. Then in rapid order, Mr. 
Brand introduced the gas versus elec- 
tricity subject and called upon each 
member of the “How Modern Can 
You Be?” panel. 


Mel Trotter, Columbia, S. C., presi- 


dent of the Liquefied Petroleum Gas 
Association, traced the growth of the 
LPG industry. S. F. Wikstrom, field 
representative for the American Gas 
Association, told how the natural gas 
industry had expanded ‘to serve 30 
million customers. 

Bill Johnson, Wiens wants Co.; 
Chicago, assisted by Bissell Smith of 
the same concern, presented a gas 
versus electricity demonstration, fol- 
lowed by Dwight Sutherin, district 
sales manager, Caloric Stove Corp., 
who covered LPG clothes dryers. 
“Hot Water Magic,’ a skit presented 
by Frank McFerran, Ruud Manufac- 
turing Co., Pittsburgh, Pa., gas range 
cooking tricks by Mel Ennis, employe 
training director, National Commit- 
tee for LP-Gas Promotion, Chicago, 
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Salesman at work! Bill Johnson, Harper-Wyman Co., featured speaker at the 

Kentucky LPGA convention in Louisville, gave homemaker televiewers a preview 

of his gas cooking demonstration. Miss Marian Gifford, star of ‘Good Living,”’ 

afternoon show over WHAS-TV, Louisville, listens carefully while Mr. Johnson 
explains ‘‘keep-warm”’ heat on a modern LPG range. 


and brief remarks by Mr. Brand 
about LPG closed the show. 
Publicity lined up by George J. 
Schulte, Jr., assistant director, LP- 
Gas Information Service, Chicago, in 
and around Louisville, gave the LPG 
story extra mileage at the consumer 
level. It included a half-hour home- 
maker telecast in addition to the TV 
newsreel placement. Mr. Johnson 
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was interviewed by the star of the 
show. and demonstrated many con- 
veniences and economies of LPG 
cooking. A four-column feature story 
on the woman’s page of the Louisville 
Courier-Journal pictured Mr. Ennis 
in a cooking demonstration and 
quoted some of his remarks. A finan- 
cial page story recounted the indus- 
try’s rapid growth. 








Rebecca Johnston, home demonstration agent from Henderson, Ky., learns 
about the efficient operation of a gas floor. furnace from George Strode, Empire 
Stove Co., Belleville, Ill. Miss Johnston: was one of 55 home economists who 
attended the sixth annual convention and trade exhibit of the Kentucky LPGA. 
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Frances Holliday 
Receives New Post 


Miss Frances Holliday, Cumber- 
land Natural Gas Service of Burn- 
side, Ky., has been appointed to the 
chairmanship of the Gas Fuel Tech- 
nology Foundation Committee, LP- 
GA president Mel Trotter has an- 
nounced. 

Miss Holliday is well known in LPG 
circles, serving now as a director of 
the national LPGA and as executive 
secretary of the Kentucky L. P. gas 
association. 

The committee to which she has 
been named supervises the raising of 
funds for the scholarship awards in 
connection with the Gas Fuel tech- 
nology course at Southern Technical 
Institute, Chamblee, Ga. 


Illinois State Firemen 
Attend LPG School 


Thirty-four members of the state 
fire marshal’s staff of deputies met 
recently in Springfield, Ill., for the 
first deputy fire marshal’s school. The 
deputies were assembled in groups of 
five and were taken through a mod- 
ern L. P. gas bulk plant. 

Instructions and demonstrations in- 
cluded hydro testing equipment for 
ICC containers, charging of cylinders, 
unloading of tank cars and transports, 
filling consumer bulk storage, filling 
of bulk trucks, safety procedures, and 
interpretation of Pamphlet No. 58. 
Cris Neely, LPGA staff engineer, 
was guest speaker at the luncheon 
which was held after the school ad- 
journed. 


Colorado Issues 
New Regulations 


A new edition of “Colorado Law 
and Regulations Concerning the Use, 
Transportation and Storage of Lique- 
fied Petroleum Gases,” effective Aug- 
ust, 1953, has been released by the 
Colorado State Department of Oils. 

The new issue contains a number 
of changes and revisions of the previ- 
ous regulations released in 1947. Re- 
quests for copies of the new book 
should be made to the State Inspector 
of Oils, 1136 Speer Boulevard, Den- 
ver. 


AGA To Hold - 
35th Annual Meeting 


The 35th annual convention of the 
American Gas Association will be 
held in St. Louis, Mo., October 26-28. 

Federal Power Commission activ- 
ities relating to the gas industry, a 
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_ review of accident and health insur- 


ance, public relations, promotion, gas 
pipeline operation and maintenance, 
and government controls are among 
the topics scheduled for discussion, 
according to Robert W. Ott, president 
of Laclede Gas Co., St. Louis, chair- 
man of the general convention com- 
mittee. 

Two elections are on the agenda; 
one for officers and the other for 
directors. 


Awards for outstanding accom- 
plishments by gas industry members 
during the past year will be made 
by President Frank C. Smith during 
the second day of the meeting. These 
include such honors as the AGA Dis- 
tinguished Service Award, the AGA 
Meritorious Service Award, the Beal 
Medal, the AGA Distribution 
Achievement Award, and the AGA 
Home Service Award, sponsored by 
“McCall’s Magazine.” 


28th Annual Fall 
Meet For CNGA 


A full two-day program of tech- 
nical discussions and papers of gen- 
eral interest will be presented at the 
California Natural Gasoline Associa- 
tion’s 28th annual fall meeting at the 
Los Angeles Ambassador hotel on 
October 8-9. This announcement was 
made by D. R. Arnold, general chair- 
man, after reviewing the completed 
program with his committee of S. A. 
Bradfield, Southern California Gas 
Co.; M. W. Kibre, General Petroleum 


.Corp.; Paul Magee, The Ohio Oil 


Co.; William R. Runbeck, Guy T. 
Martin & Co.; R. W. Todd, Pacific 
Lighting Gas Supply Co.; E. W. 
Walker, Western Gulf Oil Co.; J. H. 
Watson, Union Oil Co., and R. E. Wil- 
liamson, The Cooper-Bessemer Corp. 

The opening day, October 8, will 
present a program of forums and 
symposiums on gas gathering, en- 
gines and compressors, laboratory 
techniques and plants and process- 
ing. This program has been set up 
to satisfy a wide diversity of inter- 
ests within the petroleum industry. 

A field trip through the Los An- 
geles refinery of the Union Oil Co. 
will be of great interest as the tour 
is designed so that those attending 
will hear described and see the Ther- 
mofor and Fluid Catalytic Cracking 


_ plants with a total capacity of 57,000 


bbls. per day, light hydrocarbon re- 
covery facilities, hydrogen sulfide 
recovery system and the crystalline 
ammonium sulfate production from 
waste materials. This trip will be in 


place of the regular Friday morning © 


general session. 


Friday afternoon, October 9, such 
speakers as E. E. Pyles, Monterey Oil 
Co.; Dr. Harrison Brown, Caltech; 
Harold P. Huls, Public Utilities com- 


_ missioner, and M. E. Spaght, execu- 


tive vice president, Shell Oil Co., 
New York, will be heard. 

It is stressed by the committee that 
membership is not required to attend 
these meetings and they are open to 
any member of the industry who is 
interested in being brought up to date 
on the industry in which he is em.- 
ployed. 

‘Under the chairmanship of Fred 
Carter, Carter-Jones Co., the two-day 
session will be concluded with the 
“siesta hour” and the annual banquet, 
topped off with an entertainment fea- 
ture that no one will want to miss. 


Gas Institute of Miami 
Elects New Officers 


The Gas Insti- 

tute of Greater 

Miami elected 

new Officers for 

the fiscal year be- 

ginning August 

1, 1953, at a din- 

ner at the Bis- 

cayne Terrace 

Hotel. Named to 

head the organ- 

ization were: C. 

L.R. Chandler = Vetter, South- 

eastern Natural Gas Corp., vice presi- 

dent; D. N. Mainguy, president, Main- 

guy Industries Corp., Institute adver- 

tising agericy; Sid Langer, Dade Gas 

Corp., secretary; Roy E. Jones, Peo- 

ples Water and Gas Co., treasurer, 

and L. R. Chandler, Gas-Oil Products, 
Inc., president. 


Due to greatly stepped up activities 
of the Gas Institute, a new operation- 
al committee has been formed to 
handle the increased details of the or- 
ganization. Chairmen of the commit- 
tee departments are as follows: Sam 
Coolik, Public Gas Co., heading prob- 
lems relating to bottled gas; Ted 
Bergman, gas division of Florida 
Power and Light Co., pipeline prob- 
lems; Joe Garfield, Miami Bottled 
Gas Co., membership details; Sid 
Langer, Dade Gas Corp., FHA-VA 
liason work; Jack Knighton, Knight- 
on-Keune Co., manufacturer relation- 
ship, and C, F.’ Wheler, Brook Gas 
Co., lliaison with builders and con- 
tractors. 


Saf 


in Loading 
Limelighted By NGAA 
Safety precautions for truck load- 


ing of L. P. gas have just been re 
leased by the Safety Committee of 
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THERE’S BIG 


Sale: Lrcitemont 


ulator Healers! / 


CIRCULATOR HEATERS 


The trend toward circulator heaters is here to 
stay! It’s growing fast! Eager inquiries are 
pouring in... more every day! Here’s a tre- 
mendous merchandising opportunity for the 
alert dealer who knows and sells the best. 
EMPIRE, the heater that offers all the new 
advantages at a greater saving... that can be 
installed easily and inexpensively in any 
type home. 


Completely cool from top to bottom 





are the big © 
SELLING ADVANTAGES 
that make 


EMPIRE . Easily removed from front—with- Beautiful chrome plated radiant panel 
DIFFERENT! out disturbing radiants and dress-guards 


Modern base construction allows Completely new in styling, with beau- 


spacefor cleaning beneath heater — tify baked on brown enamel finish 
—free air circulation protecting 


floor from excessive heat High temperature pyrex glass 


STOVE COMPANY 


BELLEVILLE, ILLINOIS 


WORLD'S LARGEST MANUFACTURER OF Gas FLOOR FURNACES 





Stainless steel radiant rest, specially 
designed for long life — service free 
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the Natural Gasoline Association of 
America. 

Written ptimarily for the supervis- 
ing loader at loading racks, responsi- 
bility for the safe loading of trucks is 
placed squarely on the loader, and the 
truck driver is relieved of all duties 
other than spotting his vehicle as di- 
rected. Some honest differences of 
opinion with respect to jurisdiction 
of activities at loading racks has led 
to some hazardous situations in the 
past, and the committee believes that 
adherence to the new rules will elim- 
inate arguments and bring greater 
safety. 


The cards are printed in two sizes, 
letter size for posting at loading racks 
and postcard size for posting in truck 
cabs. They are available from the of- 
fices of the NGAA, 422 Kennedy 
Building, Tulsa, at four and two cents 
each respectively. 


Employment Service 
For Industry 


Arrangements to provide an em- 
ployment clearance service through 
which experienced applicants will be 
directed to places in need of qualified 
help is the latest industry assistance 


VIKING LP-GAS PUMPS 





FIG. 190 
VIKING LP-GAS PUMP 
WITH MECHANICAL 
SEAL. 5 TO 55 GPM 

SIZES. 


The complete line of Viking power driven LP-gas 


pumps can now be furnished with either mechani- 


cal seal or metallic packing. Both available in the 


complete range of sizes 5 to 55 gpm. 37 models from 


which to choose. Convert your present pump to 


this new mechanical seal type. Ask for details. 


For complete information, send 


AN HONORED NAME 
IN PUMPING 





1 | 
| 
} | 
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for free bulletin 2303B and 
supplement sheet SP312B today. 


Pume Company 
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and will be operated through the dis. 
trict offices of the LPGA. 

Firms are asked to furnish the dis. 
trict office with information regard- 
ing both job openings and applicants. 
A short description of duties in. 
volved, salary, information regarding 
living and housing conditions in the 
town involved, plus any pertinent in- 
formation gained on _ applicants, 
should be forwarded to district of- 
fices. 


Charles E. Webber 
Heads NGAA Committee 


Charles E. 
Webber, Sun Oil 
Co., Philadel. 
phia, has been 
named chairman 
of the main tech- 
nical committee 
of the Natural 
Gasoline Associa- 
tion of America, 
according to a re- 
cent announce- 
ment by NGAA 
President Frank M. Perry, vice presi- 
dent, Cities Service Oil Co., Bartles- 
ville, Okla. Vice chairman of this 
group is Roy Schuster, Chicago 
Corp., Corpus Christi, Texas. 

The number and diversity of impor- 
tant studies have expanded so greatly 
in recent years, according to Mr. Per- 
ry, that the association has had to as- 
sign supervision of technical activities 
to the main committee and set up sub- 
groups to handle specific problems. 

The Plant Corrosion committee, 
which has operated as a cooperative 
research group for 10 years under 
the name of NGAA Gas-Condensate 
Well Corrosion Research Project, has 
expanded its activities to include cor- 
rosion at plants. Chairman of this 
committee is Edward C. Grecco, 
United Pipe Line Co., Shreveport. 
Vice chairman is E. W. Wallace, Shell 
Oil Co., Houston, Texas. 

A. W. Breeland, Lone Star Gas Co., 
Dallas, Texas, was reappointed chair- 
man of the Safety committee, and 
John Stradinger, Humble Oil & Re- 
fining Co., Houston, Texas, was 
named vice chairman. 

The Statistics committee will be 
headed by W. R. Lund, Warren Petro- 
leum Corp., Tulsa, Okla., and J. B. 
Haefer, Shell Oil Co., Houston, Texas. 

F. A. Shellhorn, vice president, 
Anchor Petroleum Corp., Tulsa, will 
again head the important Traffic 
Committee with F. M. Holloway, 
Skelly Oil Co., Kansas City ,as vice 
chairman. * 


Frank M. Perry 
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GAMA Plans Big 
Range Promotions 


The Gas Appliance Manufacturers 
Association will place special empha- 
sis on dramatic sales demonstrations 
as the key point in its participation 
in the 1953 Old Stove Round-Np. 

A Round-Up broadside, being 
mailed to more than 20,000 appliance 
dealers, 2,000 L. P. gas dealers and 
2.000 utility company sales execu- 
tives, points up the importance of hav- 
ing connected ranges on the sales 
floor.so that salesmen can demon- 
strate the ranges in operation. GAMA 
also offers dealers a 20-page booklet, 
“Quickie Demos that Sell More Au- 
tomatic Gas Ranges.” 

The demonstration theme is also 
stressed in a series of advertisements 
scheduled to run in a long list of 
trade publications. Each of the ads 
feaures one of the demonstrations de- 
scribed in the GAMA booklet. In ad- 
dition, GAMA is offering 25 cash 
awards to salesmen who submit the 
most effective new sales demonstra- 
tion ideas. 


Gas Water Heater 
Shipments Top ‘52 


Shipments of automatic gas heat- 
ers continued to rise during July and 
topped the 1952 total for the first 
seven months by 24.8%, according to 
the Gas Appliance Manufacturers As- 
sociation. 

During July, 173,000 units were 
shipped to dealers and distributors 
throughout the country, increasing 


the total for 1953 to 1,306,400, accord- ° 


ing to Edward R. Martin, GAMA’s 
director of marketing and statistics. 

Compared with the July, 1952 total 
of 131,300 units, last month’s ship- 
ment recorded a 31.8% increase. Ship- 
ments for the first seven months of 
1952 amounted to 1,046,700 units, Mr- 
Martin said. 

The GAMA figures are based on a 
telegraphic survey conducted among 
leading manufacturers of automatic 
gas water heaters and expanded to 
represent the entire industry. 


New Building For 
Oklahoma LPG Firm 


Work on a new building and ware- 
house for Morrison’s Automatic Bu- 
tane Gas Co., Marlow, Okla., is under- 
way and, according to Ralph Mor- 
rison, owner, is scheduled for. com- 
pletion in October. 

The new structure will be 70 ft. by 
100 ft. and will be fireproof. Con- 
struction is of concrete blocks with 
brick veneer. 
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Photographed during the recent L. P. gas training courses in New Mexico were, 
left to right, Bill Lucas, New Mexico State Highway Patrol; Truman Adkins, 
Pan American Casualty Co.; Dwight Tope, Cliff Kealey State Agency; Dick 
Martin, New. Mexico L. P. Gas Association; Cliff Kealey, Cliff Kealey State 
Agency and J. C. Crawford of Liquefied Petroleum Gas Association, Inc. These 
courses were held under the sponsorship of the New Mexico L. P. Gas Dealers 
Association and were part of the regular training program of Pan American Co. 








All associations are invited to send in dates of their 


forthcoming meetings for this calendar. 


OCTOBER 


Oct. 1-2—IIlinois IPGA. Annual con- 
vention. St. Nicholas Hotel, Spring- 
field. 

Oct. 11-17—Oil Progress Week. 

Oct. 19-23—4Ist National Safety 
Congress and Exposition, Conrad 
Hilton, Congress, Morrison and 
Hamilton Hotels, Chicago. 

Oct. 21—LPGA East Central District. 
Operating conference. Hotel New 
Yorker, New York City. 

Oct. 23—-NGAA Southern Regional 
Meeting, Blackstone Hotel, Tyler, 
Tex. 

Oct. 26-28—American Gas Associa- 
tion. Annual Convention. Kiel 
Auditorium, St. Louis. 


NOVEMBER 


Nov. 2—Minnesota Petroleum ‘Gas 
Association. Fall Meeting. Nicollot 
Hotel, Minneapolis. 

Nov. 8-10—Ohio LPGA. Fall Meet- 
ing. Gibson Hotel, Cincinnati. 
Nov. 9—wMississippi LPGA. Annual 
Fall meeting. Robert E. Lee Hotel, 

Jackson. 

Nov. 9-12—American Petroleum In- 
stitute. Annual meeting. Conrad 
Hilton Hotel and Palmer House, 
Chicago. 

Nov. 20—NGAA Panhandle - Plains 
Regional Meeting, Herring Hotel, 
Amarillo, Tex. 


1954 


JANUARY 


Jan. 25-26—Michigan LPGA winter 
meeting, Pantlind Hotel, Grand 
Rapids. 


FEBRUARY 


Feb. 26—NGAA Permian Basin Re- 
gional Meeting, Lincoln Hotel, 
Odessa, Tex. 


MARCH 


Mar. 22-24—LPGA Southeastern Dis- 
trict. Annual convention. Atlanta- 
Biltmore Hotel, Atlanta, Ga. 


APRIL 


April 5-7—Nebraska Liquefied Petro- 
leum Gas Dealers Association. An- 
nual ‘convention and trade show. 
Fontenelle Hotel, Omaha. 


April 21-23—-NGAA 33rd Annual 
Convention, Baker Hotel, Dallas, 
Tex. 


April 24—Liquid Gas Dealers Associ- 
ation of California. Annual Meet- 
ing, Palace Hotel, San Francisco. 


April 25-27—wMissippi LPGA. Annual 
Convention. Edgewater Gulf Hotel, 
Edgewater Park. 


MAY 


May 9-12—LPGA annual convention 
and trade show. Conrad Hilton ho- 
tel, Chicago. 


May 19-21—Gas Appliance Manufac- 
turers Association. Annual meeting. 
Drake Hotel, Chicago. 


JUNE 


June 28-29—Wyoming LPGA. An- 
nual Convention. Townsend Hotel, 
Casper. 











when you go after the UNIT and 
SPACE HEATER business... 





























THERE ARE 4 BIG PROFIT OPPORTUNITIES 


Here are four Bryant units that have what it takes 
to turn quick profitable sales: 


1. The 327 Unit Heater—the smallest unit in 
relation to capacity on the market today! Its small 
size and light weight make it less costly to install. 
Improved design provides quiet operation .. . 
more comfortable heat because fan starts only 
after element gets warm. It’s a superior unit at a 
competitive price. And there are sizes for every 
requirement. 


2. The 428 Space Heater —a fan circulating 
heater with the one big feature that other units 
lack—no forward air-blast—the result of an exclu- 
sive, patented front that gently diffuses warm 


vn bryant 


air. It’s quiet . . . it’s attractive .. . it really sells. 


3. The 426 Radiant Circulating Heater—a 
smartly styled console-type heater that offers new 
benefits in comfort and safety. It’s available in 
four sizes, all A:G.A. approved for all gases. 


4. The 401 Radiant Panel Heater—a slim, trim 
radiant circulating heater that mounts on the wall. 
It installs easily. There’s no need to cut floors or 
carpeting. And it’s fully “flame-protected” from 
children’s hands. 

For more details call your Bryant distributor 
or write: Bryant Heater Division, Affiliated 
Gas Equipment, Inc., 17825 St. Clair Avenue, 
Cleveland 10, Ohio. 
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COMPLETE LINE OF 
HOME CONDITIONING 
EQUIPMENT IN 

THE INDUSTRY 
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Products 
and Trade 


Publications 


1. Liquid, Level Gauge 


The new No. 2092 “Rego Rotogage” 
announced recently by the Bastian- 
Blessing Co. is suitable for use on 
stationary containers more than 60 
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in. and mobile containers more than 
24 in. in diameter. The gauge has 
two purposes: to determine the 
liquid content of an L. P. gas con- 
tainer and disclose when the maxi- 
mum permitted filling level has been 
reached while filling. 

Advantages of the new gauge, the 
manufacturer states, are a special 
packing, developed after long re- 
search, to assure years of trouble-free 
operation, and a supplemental seal 
on the stem that seals with the pres- 
sure, permitting repair by repacking 
of Rotogage while under pressure. 
Indicator handle turns easily, yet 
holds pre-set position firmly. 


READERS’ SERVICE COUPON 


Just fill in this coupon for Products information and 
copies of new publications, and mail to 


BUTANE-PROPANE NEWS, 198 S. Alvarado St., Los Angeles 57, Calif. 


To secure further information on 
products or new publications, fill out 
the coupon and mail, indicating by 


number the items desired. 


Dial face, calibrated to left and 
right of indicator handle, makes it 
possible to check fuel level on both 
sides, an advantage where mobile 
equipment is on a vehicle parked on 
an incline or where stationary tank 
is not level. An average of the two 
readings give the true liquid level. 

Gauge is available with proper 
dials to permit center-mounting on 
side or end of tank. A 1-in. NPT 
thread connects the gauge to the con- 
tainer fitting. 


Bastian-Blessing Co. 


2. Thermostat 


A new improved home thermostat 
that shatters tradition by being round 


No. No. 
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instead of rectangular and is designed 
so it can be decorated to suit indi- 
vidual homes and tastes is announced 
by Minneapolis-Honeywell Regulator 
Co. It represents the first major 
change in the basic styling of home 
thermostats since the invention of the 
first thermostat 70 years ago, the com- 
pany said. 

The new instrument, which actu- 
ally is the shape of half a sphere, com- 
bines important engineering changes 
with its completely “new look.” It 
was designed by Henry Dreyfus, 
noted industrial stylist, in coopera- 
tion with Honeywell engineers and is 
the result of four years of develop- 
ment work. 

The new instrument will become 
the company’s standard thermostat 
for home use. Nationwide distribu- 
tion of the new model—to be known 
as the “Honeywell Round”—already 
is being made to original equipment 
customers, wholesalers and dealers, 
at no increase in price. 

The decorative features are unique. 
First of all, the round design itself 
is eye-catching and is specifically 
styled from the standpoint of modern 
home decorating trends. Secondly, 
the cover can be easily removed with- 
out tools and painted to match any 
decorating theme. 

Chief among the engineering im- 
provements is an enclosed, dust-free 
mercury switch which will eliminate 
the open contact chronic maintenance 
problems of the older types. Also in- 
troduced for the first time is a bi- 
metal temperature indicator. An easy 
to read dial replaces the old clinical 
type thermometer traditionally used 
in heating thermostats. The temper- 
ature indicator and the control scale 
are combined in one easily read dial. 
The thermostat is set simply by turn- 
ing a simple, knurled plastic ring. 
The entire unit is housed in a plastic 
cover that snaps off easily for dec- 
orating. 

The decorator feature also has an 
important engineering advantage, the 
company explained. Since the ther- 
mostat can be placed on any wall 
and decorated to match the color 
scheme of the room, its‘location can 
now be chosen with respect to proper 
sensing of room temperature—the 
chief function of the instrument. 
Minneapolis-Honeywell 
Regulator Co. 


3. Regulator 


A new mercury seal version of its 
standard 107-1 service regulator has 
been introduced by Rockwell Manu- 
facturing Co. 

Designed to relieve larger volumes 
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of gas in emergencies, the modified 
“107-1” is being produced as a result 
of the revision of many utility safety 
codes—a revision calling for more 
effective relief devices. 

The new regulator, the manufac- 
turer claims, will relieve a greater 
volume of gas than any other device 
of its type. For example, a modified 
107-1 employing a 3/16-in. orifice with 
main valve assembly removed and 85 
Ibs. inlet pressure, will relieve 2400 
cu. ft. per hour with an outlet pres- 
sure build-up of less than 1 lb. 

Separate mercury seals adaptable 
to 107-1, 107-2 and 107-3 service regu- 
lators already in service are also 
available. 

Dimensions of the new regulator 
are the same as those of the “107-1” 
except for the mercury well and vent, 
which are slightly larger than the in- 
let chamber and vent of the “107.” 
Rockwell Manufacturing Co. 


4. Liquid Transfer 


In recent field tests conducted in 
North Carolina and Nebraska, the 
new Roney compressor accomplished 
liquid transfer from a 10,000-gallon 
tank car in one hour and 10 minutes. 
The vapor recovery to 30-lb. tank car 
pressure was completed in one hour 
and 35 minutes. In Texas and Ari- 


zona the liquid transfer from a 7000- 
gallon transport was completed in 45 
minutes—vapor recovery in 60 min- 
utes. This method of high speed 


transfer is one of the best methods 
of increasing profits to the bulk plant 
operator. 

Other outstanding features of the 
new Roney compressor are: rugged 
construction; compact design; all 
parts easily accessible; extra large 
copper lines and manifold; extra 
large and efficient accumulator tank: 
automatic oil ‘return to crankcase: 
generous oil filter—fills while run- 
ning; trouble-free mechanical seal; 
pressure lubrication; large capacity: 
eliminates oil inclusion in product; 
explosion proof motors and starters; 
and drains on both oil separator and 
accumulator tank. 

Compressors are available in three 
sizes with liquid transfer rates from 
42 gallons per minute to 190 gallons 
per minute. 

Roney, Inc. 


5. Space Heater 


Vacuum Gas Burner Co. announces 
the new AGA-approved “Blu-Flame” 


VG series FM forced air space heat- 
ers in 45,000 and 60,000 Btu input ca- 
pacities which feature an all-electric 
welded unit heater type combustion 
chamber to provide maximum heat 
transfer area for high efficiency. 


This new line of “Blu-Flame” heat- 
ers uses completely enclosed, slow 
speed motors and dynamically bal- 
anced alumnium fan blades to insure 
minimum operating noise levels. The 
“Unitrol” 14A is standard valve 
equipment, and electric-type © wall 
thermostat. controls are available. 
Special stainless steel ribbon burners 
are available for L. P. gas installa- 
tions where absolutely noiseless oper- 
ation is desired. This new equipment 
eliminates all flash-back and extinc- 
tion noises. 


Even the new automatic fan sw:tch 
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or the “Blu-Flame” VG series heat- 
ers has voided the operating noise as- 
sociated with customarily used disc 
type controls. These new completely 
automatic units are being marketed 
in decorator colors of two-tone pastel 
green and brown, hammerloid infra- 
red baked enamel. 


Vacuum Gas Burner Co. 


6. Gas Indicator and Alarm 


Sequential samplings of potentially 
explosive atmospheres from six sepa- 
rate locations is performed by the 
new Johnson-Williams Model RV-6 
indicating type combustible gas 
alarm system. Model variations are 
available to permit sampling from 
any number of locations from two 
to eight. 

In operation the unit draws sam- 
ples continuously through metallic 
tubing and analyzes them point by 
point on a 30-second cycle. The de- 
tecting instrument is a platinum fila- 
ment Wheatstone Bridge detection 
circuit. Indication of the presence of 


combustible gas is provided on a. 
panel-mounted indicating instrument, 
while the sample line currently be- 
ing analyzed is indicated by a series 
of pilot lights on the front panel. 

If the combustible gas or vapor 
reaches a pre-selected level the in- 
strument stops cycling automatically, 
shows a red warning light, and ener- 
gizes an external circuit to actuate 
a remote warning alarm. This condi- 
tion prevails until either the combus- 
tible is dissipated or corrective meas- 
ures are taken. 

Other features include: a push- 
button air-test control which admits 
known pure air to the analyzer for 
balancing the circuit; a heavy-duty 
rotary positive displacement air 
pump to maintain a vacuum ade- 
quate to permit the use of relatively 
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Bob Allen (left), sales manager for Squibb-Taylor, Ballas, presents a copy of 
Squibb-Tayior’s new catalog to John Banks, president of Dallas Tank Co. Said to 
be the most complete presentation of equipment for LPG dealers, the catalog has 
six sections devoted to regulators and assemblies, valves and fittings, liquid level 
gauges, liquid transfer equipment, installation fittings and general items. 


small sample lines; a separate volt- 
age adjustment for the sensing ele- 
ment filament to establish optimum 
filament temperature for the particu- 
lar gas or vapor to be detected; and 
an arrangement which draws con- 
tinuous samples through all lines in 
the system so that the sequential 
analysis is always performed on fresh 
samples. 

The J-W Model RV-6 is housed in 
a free-standing steel cabinet for com- 
plete enclosure. Measurements are 
22in. wide by 18-in. deep by 68-in. 
high. Operation is from 115 volts AC, 
50-60 cycles. 


Johnson-Williams, Ltd. 


7. Burning Machine 


The Power Flame burning machine 
is designed to control both weeds and 
insect pests in alfalfa and other field 
crops not grown in rows. 

The machine is designed to mount 


on the back of a four-wheel trailer 
carrying the fuel supply tank. Since 
fuel consumption is between 40 and 
50 gals. per hour, a 500-gal. tank is 
recommended. Fuel vaporizer is 
built into the center section of the 
burner tank. Combination of pres- 
sure differential valve and regulator 
provides automatic change from 
liquid to vapor withdrawal, which 
maintains temperature and pressure 
in tank within close limits and pre- 
vents over-pressuring due to absorp- 
tion of burner heat when working 
down-wind. 

Burner assembly consists of three 
6-ft. sections, covering an 18-ft. swath. 
All burner sections may be operated 
separately, or in any combination, to 
cover 6, 12 or 18 ft. Trailing “hovers” 
with readily replacable runner shoes 
hold heat down on ground for maxi- 
mum kill of weeds and insects. 
Manchester Welding and Fabricating 
Co. 
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8. Incinerator Flue 


A long-felt need has been satisfied 
by the recent introduction of the pre- 
fabricated Monarch safety flue. This 
has been fully approved for use with 
the Calcinator, or other gas-fired In- 
cinerator, by the Los Angeles city 
building and safety departments. 

An outstanding feature of its design 
is the speed of installation. No special 
tools are required and there are no 
holes to drill, resulting in hours of 
time saved. It is equally effective 
used in existing buildings, or in- 
stalled in buildings now under con- 
struction, and can be enclosed inside 
the walls or against the outside of the 
building as desired. 

The Monarch safety flue is pre-as- 
sembled in four sections, which 
makes for easy handling, with simple 
“S” clips and drives to make. positive 
air-proof joints. A patented construc- 
tion prevents inside flue wobble, and 
the whole unit is extremely rigid. 

Two models are available—MC-8 
and MC-10. The MC-8 has a 6-in. 
Vitreous high heat enameled liner 
enclosed in an 8-in. outer casing, pro- 
viding a free flow of cold air sur- 
rounding the main flue. The MC-10 
is the same as the 8-in. model with 
an additional 10-in. casing, provid- 
ing a second air space. 

Special adapters are available for 
all makes of gas fired incinerators. 


P.B.R. Metal Products, Inc. 


9. Gas Water Heaters 


Perfection Stove Co. is currently 
announcing its first line of gas water 
heaters, for use with natural, manu- 
factured or L. P. gas. In the deluxe 
gas water heater line there are 20, 30 
and 40-gallon models available. 

Each of these deluxe gas_ water 
heaters is backed by a 10-year written 
guarantee, covering the entire heater 
the first year against any defect, 
whatsoever. In fact, the guarantee 
makes it possible for the owner to re- 
ceive a complete new heater, instead 
of merely repair parts, throughout 
the 10-year guarantee period. 

A 100 percent safety control auto- 
matically shuts off all gas if the pilot 
flame is extinguished—no gas can 
flow to the main burner until the 
pilot is burning. There is no extra 
charge for 100 percent safety shut-off 
for L. P. gas, either. 

The tank is protected against cor- 
rosion by a magnesium alloy rod. 
The super-durable steel tank is pres- 
sure-tested to 350 pounds per square 
inch, hot-dip galvanized inside and 
out for long service. 

The casing of the Perfection gas 
water heater is finished in lustrous 


white baked enamel with hammerloid 
gray enamel base and supports. 
Perfection Stove Co. 


10. LPG Torch 


The Chinook Wind all purpose 
heating torch operates from any stan- 
dard L. P. gas -bottle, and its ver- 
‘satility includes weed burning, pre- 
heating, melting, thawing and brand- 
ing. 

For use wherever quick, safe direct 
flame heat is needed, the all purpose 
torch has-a stem which is jointed to 
provide either 24- or 44in. length. 
Arm rest on upper section distributes 
weight along forearm and wrist, for 
balanced, easy action when using. 

Handy cart, welded ‘into a single 
unit, gives, Chinook quick, easy mo- 
bility, even over corrugations and 
rough ground. Balanced on rubber- 
tired ballbearing wheels, it makes a 
carry-all for cream cans, grain sacks, 
cement, etc. 

International Manufacturing Co 


11. LPG Pump 


Following a long period of testing 
in the field, the new Invader pump 
for butane-propane gas has been 
placed on the market by The Schir- 
mer-Dornbirer Pump Co. It is de- 
signed for truck mounting or station- 
ary service. 

The construction of this pump is 
similar to the company’s other In vad- 
er rotary pumps, with rounded ‘ceth 
that provide a rolling contac: be 
tween the gears. It has severa' dis 
tinctive features, however, which 
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Light the way to 


the oven heat’s RIGHT! 


Magic Chef, features for cooking magic 


*“MAGIC-RAY” SWING OUT 
BROILER « RED WHEEL OVEN 
HEAT REGULATOR « “MAGIC 
OVEN-EYE” « MAGIC CHEF 
UNI-BURNER + “MAGIC-AIRE” 
DEODORIZING LAMP. PLUS 
many other additional features. 


Magic Chef, INC., ST. LOUIS, 10, MO. 


EASIER 
SALES! 


Watch your LP customers’ eyes light up 
when they see the “‘magic oven-eye’’! 
LP users are interested in anything that 
means easier, better baking. They know 
and trust the reliability and dependa- 
bility of Magic Chef. Show them the 
“magic oven-eye’’. . . watch sales come 
faster with Magic Chef, the range LP 
users everywhere prefer. 
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A long-felt need has been satisfied 
by the recent introduction of the pre- 
fabricated Monarch safety flue. This 
has been fully approved for use with 
the Calcinator, or other gas-fired In- 
cinerator, by the Los Angeles city 
building and safety departments. 

An outstanding feature of its design 
is the speed of installation. No special 
tools are required and there are no 
holes to drill, resulting in hours of 
time saved. It is equally effective 
used in existing buildings, or in- 
stalled im buildings now under con- 
struction, and can be enclosed inside 
the walls or against the outside of the 
building as desired. 

The Monarch safety flue is pre-as- 
sembled in four sections, _ which 
makes for easy handling, with simple 
“S” clips and drives to make-positive 
air-proof joints. A patented construc- 
tion prevents inside flue wobble, and 
the whole unit is extremely rigid. 

Two models are available—MC-8 
and MC-10. The MC-8 has a 6-in. 
Vitreous high heat enameled liner 
enclosed in an 8-in. outer casing, pro- 
viding a free flow of cold air sur- 
rounding the main flue. The MC-10 
is the same as the 8-in. model with 
an additional 10-in. casing, provid- 
ing a second air space. 

Special adapters are available for 
all makes of gas fired incinerators. 


P.B.R. Metal Products, Inc. 


9. Gas Water Heaters 


Perfection Stove Co. is currently 
announcing its first line of gas water 
heaters, for use with natural, manu- 
factured or L. P. gas. In the deluxe 
gas water heater line there are 20, 30 
and 40-gallon models available. 

Each of these deluxe gas water 
heaters is backed by a 10-year written 
guarantee, covering the entire heater 
the first year against any defect, 
whatsoever. In fact, the guarantee 
makes it possible for the owner to re- 
ceive a complete new heater, instead 
of merely repair parts, throughout 
the 10-year guarantee period. 

A 100 percent safety control auto- 
matically shuts off all gas if the pilot 
flame is extinguished—no gas can 
flow to the main burner until the 
pilot is burning. There is no extra 
charge for 100 percent safety shut-off 
for L. P. gas, either. 

The tank is protected against cor- 
rosion by a magnesium alloy rod. 
The super-durable steel tank is pres- 
sure-tested to 350 pounds per square 
inch, hot-dip galvanized inside and 
out for long service. 

The casing of the Perfection gas 
water heater is finished in lustrous 


white baked enamel with hammerloid 
gray enamel base and supports. 
Perfection Stove Co. 


10. LPG Torch 


The Chinook Wind all purpose 
heating torch operates from any stan- 
dard L. P. gas bottle, and its ver- 


‘satility includes weed burning, pre- 


heating, melting, thawing and brand- 
ing. 

For use wherever quick, safe direct 
flame heat is needed, the all purpose 
torch has-a stem which is jointed to 
provide either 24- or 44-in. length. 
Arm rest on upper section distributes 
weight along forearm and wrist, for 
balanced, easy action when using. 

Handy cart, welded ‘into a single 
unit, gives, Chinook quick, easy mo- 
bility, even over corrugations and 
rough ground. Balanced on rubber- 
tired ballbearing wheels, it makes a 
carry-all for cream cans, grain sacks, 
cement, etc. 

International Manufacturing Co 


11. LPG Pump 


Following a long period of tes‘ ing 
in the field, the new Invader pump 
for butane-propane gas has been 
placed on the market by The Schir- 
mer-Dornbirer Pump Co. It is ; de 
signed for truck mounting or sta‘ion- 
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similar to the company’s other Invad- 
er rotary pumps, with rounded ‘ceth 
that provide a rolling contact be 
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Watch your LP customers’ eyes light up 
when they see the ‘magic oven-eye’’! 
LP users are interested in anything that 
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HEATERS 


High Efficiency 

Low in Cost 

Easiest fo Install 

New Engineered Design 
Quietest in Operation 
Completely Automatic 
A.G.A. Certified 


Special (L.P.) Developments 
Better Profit Margin 
Choice Territories Open 


100% safety controls are 
found in the BLU FLAME 
heater with no popping or 
crackling noise. It has a 
heavy gauge heat exchang- 
er, all electric welding, and 
a built-in draft diverter. 
Available in two decorator 
color finishes: hammerloid 
pastel green or cocoa brown: 
In 45,000 and 60,000 BTU 
inputs for natural, manufac- 
tured, mixed and LP gases. 


Write today for literature, prices 
and exclusive franchise openings 


VACUUM GAS 
BURNER CO. 
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make it especially suitable for pump- 
ing butane-propane and other “dry” 
liquids. It is equipped with a double 
mechanical seal, giving double assur- 
ance against leakage. 


A double row radial thrust bearing 


holds the shaft in alignment under 
all conditions. Double seal caps pro- 
tect this bearing against wear, by 
keeping out water and dirt. 

The relief valve is reversible for 
changing the direction of rotation. 
Joints cannot leak because “O” rings 
are used instead of gaskets—assuring 
tight metal-to-metal fit. The grease 
chamber holds a four-month supply, 
and the end of the shaft is 1%-in. 
diameter for use with power take-off. 
This new pump is being offered in 
three capacities: 20, 30, and 55 g.p.m. 
Schirmer-Dornbirer Pump Co. 


12. Water Heater 


A new line of low priced gas auto- 
matic water heaters, the. “super- 
economizer” series is being intro- 
duced by the Harrison Steel Cabinet 
Co. 


The new line includes a 20-gailon 


model, a 30-gallon unit, and a 40-:al. 
lon heater. These units feature extra 
heavy gauge galvanized tanks, or. 
mally found in higher priced models, 
Large access door, glass insulation, 
brass draincock, heavy gauge draft 
diverter, drum base and a beautiful 
modern low silhouette. 

The firm’s entire production line 
has been expanded to facilitate build. 
ing the new units, and the first “su. 
per-economizer” models are ready for 
immediate shipment to dealers. 
‘Harrison Steel Cabinet Co. 


13. Tank Trailer 


The Brindle Tank Trailer, designed 
for one man operation, is offered by 
the H. & H. Equipment Co. The trailer 
is adaptable to carrying all sizes of 


domestic tanks up to 1000 gallons, and 
has a guaranteed load carrying ca- 
pacity of two tons. 

The trailer frame is formed from 
“U” shaped tubular members for 
both horizontal and vertical struc: 
tures, welded together and reinforced 
at the junctures by heavy channel 
steel braces. Load carrying cross 
members slide on the side members 
of the frame, locking in place with 
pins. Integral hoist in the vertical 
arch enables one man to raise and 
lower the tank; and by removing the 
cross members under the load, the 
tank can be dropped in place at any 
location over which the trailer can 
be moved. 

The hitch on the Brindle trailer 
has been fully approved by ICC. 
Safety chains comply with require 
ments of Indiana State Highway 
Police. Complete specifications are 
available from, the manufacturer. 
H. & H. Equipmennt Co. 


Product Informatior 


Mutual Liquid Gas Equipment Co. 
Inglewood, Calif., has just pub!:shed 
a new catalog — No. 993 — which 
covers the company’s industria! fur 
naces and torches. 
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LP-Gas distributors with metered service 
systems have learned through experience 
that they can depend on Sprague Meters 
and Regulators. 


For trouble free service with the accu- 
racy both you and your customer want 
your best bet is — to specify Sprague 


ith & eee c when you order. 
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nd ee Designed to meet exacting weather con- 
he ‘ a ditions, engineered for minimum wear at 
the ae salient points — Sprague Meters and 
ny Regulators are a good investment in the 
an future for you. 
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New Foot Ring Mastic 
Stops Rust on 
LP Gas Cylinders 


Royston Laboratories, Inc. (first and only 
firm in their industry to join the L.P.G.A.) 
were swamped with requests for samples of 
their new corrosion-resistant Roskote Foot 
Ring Mastic at the L.P.G.A. Convention. 
There was good reason for this unusual 
interest. Roskote Foot Ring Mastic gives LP 
gas cylinders matchless protection against 
moisture, acids, alkalies, electrolysis and the 
resulting damage by corrosion. It withstands 
heavy abrasion, won't become brittle or sag 
through a temperature range of -40°F to 375F°. 


& 
The foot ring of the cylinder at the left 
has been coated with Roskote Foot Ring 
Mastic. The one on the right, coated 
with an ordinary paint has already 
started to blister and rust. 


Easily Applied 


This rust preventive mastic is applied by 


either brush or spray gun. It is applied cold 
and dries in approximately one hour. It’s 
non-toxic, safe to use without harming skin. 


Tough 
Its horny film withstands the most severe 
vibration, distortion and bend tests. It does 


not oxidize, alligator, crack, check or scale. | 


Saves Rusted Tanks 


On foot rings that have started to rust, the 
surface should be wire-brushed to remove 
loose scale, then coated with Royston Red 
Primer 4452A. The primer will arrest further 
rusting and form a tight bond to the metal. 
Roskote Foot Ring Mastic should then be 
applied to form a heavy, effective moisture 
barrier. 


Wide Industry Acceptance 

Over 100 major utilities, pipeline and oil 
companies have adopted Royston materials 
to prevent losses due to corrosion of buried 
and exposed steel structures. Royston’s special 
formulations for varied industries have earned 
for them the reputation of a leading manu- 
facturer of ‘‘tailor-made’’ coatings for cor- 
rosion control. Many 30,000 gallon LP gas 
underground storage tanks and thousands’ of 
gasoline storage tanks have been coated with 
Roskote Mastics. 


Free Sampies 


For further information and free samples ot 
Roskote Foot Ring Mastic and Royston Red 
Primer 4452A write to: 


rOYTtGn 


LABORATORIES, INC. 
BLAWNOX, PA. 











Revere Copper and Brass 


Election of James M. Kennedy as 
chairman of the board and chief ex- 
ecutive officer of Revere Copper and 
Brass, Incorporated, and of Charles 
A. Macfie as president of Revere, was 
announced by the company recently. 
The changes are effective immedi- 
ately. 

Mr. Kennedy, 54, previously presi- 
dent, succeeds the late James J. Rus- 
sell, who died August 1. Mr. Macfie, 
57, the new president, has been vice 
president and general sales manager 
of all rolling mill sales. 

Announcement also was made of 
the appointment of Raymond P. Win- 
berg, 56, as Revere’s general sales 
manager to succeed Mr. Macfie. A 
vice president of Revere since 1950, 
Mr. Winberg has been in charge of 
the Rome division in Rome; N. Y., 
the company’s largest plant. He will 
move into Revere’s executive offices 
in New York City. 

Election of Robert M. Lake, 46, as 
a vice president of Revere was also 
announced. Mr. Lake, who has been 


‘sales manager of the Rome division 


since 1950, will succeed Mr. Winberg 
as vice president in charge of that 
division. 


R. G. Campbell H. H. Holmes 


American Meter Co. 


C. B. Dushane, vice president of 
sales of American Meter Co., has an- 
nounced the appointment of two new 
sales engineers. The two men are 
R. G. Campbell and H. H. Holmes. 
Mr. Campbell is now a representa- 
tive with the Los Angeles office of 
the company, and Mr. Holmes is now 
a representative of the company in 


western Oklahoma and Kansas. 

‘Mr. Campbell attended the Unive. 
sity of California at Berkeley and 
was with the Southern California 
Gas Co. before becoming a member 
of the American Meter’ organization. 
He is a member of the Southern Cali- 
fornia Meter Association and the 
California Natural Gasoline Associa- 
tion. 

Mr. Holmes received a degree in 
mechanical engineering at the Uni- 
versity of Texas. After experience 
with North Electric Manufacturing 
Co. of Ohio and Refinery Supply Co. 
of Tulsa, Okla., he joined American 
Meter Co., Westcott & Greis Divi- 
sion, Tulsa. He is a member of the 
Tulsa chapter of Instrument Society 
of America. 


Gulf Oil Corp. 


Edward A. 
Jamison has been 
appointed man- 
ager of L. P. gas 
sales for Gulf Oil 
Corp. 

In his new posi- 

* tion, Mr. Jamison 
will be responsi- 
ble for the sale of 

L. P. gas, natural 

gasoline, and 

other natural gas 
liquids,to wholesale buyers, brokers 
and other refiners. He will also be 
responsible for the development of 
markets and the sale of. these prod- 
ucts outside of areas assigned to the 
company’s sales divisions. 

A pioneer in the engineering and 
sale of liquefied petroleum gas, Mr. 
Jamison formerly was assistant to 
the general sales manager, special 
products: He has had a quarter of 
a century of experience in all phases 
of L. P. gas sales and engineering. 


E. A. Jamison 


Coleman Co. 

The Coleman Co. of Wichita, Ken., 
manufacturer of home heating, air 
conditioning and camping equipment, 
announces the establishment of ‘wo 
zone sales offices—one in Phila:el- 
phia to serve 11 eastern states end 
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If you want help in mapping your Area 
Heat sales drive, or if you need more 
detailed information on Area Heat, write, 
wire or call. Be sure you take full advan- 
tage of this tremendous sales opportunity! 


OCTOBER, 1953 


_ pute EXTRA SALES DOLLARS - 


PS 


ih your pocket | 


When you tell your customers how easy it 

is to have~“barefoot comfort” in their homes, 
they'll go in a big way for Dearborn 

Area Heat! And when you sell Area Heat, 
you're stuffing your pockets with extra 

sales dollars! For Area Heat sales 

are multiple sales—not just a single Dearborn 
Heater, but 3 to 6 heaters per sale, each 
equipped with a Dearborn Automatic Control. 


Area Heat is a sure-fire profit-maker if you 
build a fire under your sales force. There'll be 
plenty of national advertising to back you up: 
ads in Saturday Evening Post, Better 

Homes and Gardens, Holland’s Magazine, 
Sunset, and Small Homes Guide and 

other top magazines—all selling Area Heat. 


_ Don’t waste time or you'll be wasting 


profits. Get busy now planning your Dearborn 
Area Heat promotion. Then plan on the 
biggest sales year in your history! 


“Dearborn stove 00. 


1700 WEST COMMERCE ST. e DALLAS, TEXAS 





the District of Columbia and one in 
Dallas to serve 12 southern and south- 
western states. 

Carl L. Burrows, vice president in 
charge of sales, said the new offices 
were an important part of an expan- 
sion program designed to expediite 
the company’s service to distributors 
of Coleman heating and air condition- 
ing equipment and their dealers. In 
all, he said, four zone operations are 
being established—one having been 
recently opened in Chicago and one 
to be. opened in Omaha, Neb. 

L. L. White, formerly manager of 
Coleman’s Philadelphia branch, has 


been named eastern zone manager. 
Associated with him are Max M. 
Knight, A. A. Courtney and Alden 
E. Olander as regional sales managers 
and N. L. Kane and L. W. MclInteer 
as field service engineers. 

Lawrence T. Ash, formerly a field 
director with the company’s gas 
utility division, replaces Mr. White 
as manager of the Coleman branch 
office and warehouse in Philadelphia. 
O. S. McCollum is assistant manager. 

Effective August 15, both the east- 
ern zone and Philadelphia branch op- 
erations will be based in a new in- 
dustrial building at 133-143 W. Hunt- 





ing Park Drive in northeast Phila. 
delphia. 

Zone manager of the southern of. 
fice is Hascal Simmons, with hesd. 
quarters in the Merchandise Mart in 
Dallas. His staff includes Harold E. 
Wallof, Robert Lyda and Ivan Adkis. 
son as regional sales managers and 
Irving Paeff and Dean Snyder as ficid 
service engineers. 


Stiglitz Corp. 


——————— 


no. | 
=< specialist 
“in storage 
oe better to be a 


the squirrels ... 
They know all 
about storage, and if 
you've got a problem 
in storage for gas, 
ole "Smoky" Billue 
-has the right deal 
that saves you time 
and money. 


LPG Underground Storage 


SAFE... from fire hazard—SAFE .. . 
explosions—SAFE . . .from cain 
LOW INVESTMENT .. . costs less than one-sixth of 

steel pressure vessels. 

ECONOMICALLY SOUND .. . will allow plant to 
operate at full capacity at all times, thus fully utilizing plant 
investment. 

These reservoirs are in daily commercial use as working 
storage parallel to, or replacing steel surface storage. 

Underground Storage is the only proven system of low 
enough investment to permit storing L.P.G. during off- 
market seasons to sell during peak demand and price season. 


i 


Sometimes, it's 


Write for list of 
successful installations 
SECURITY UNDERGROUND 
STORAGE COMPANY 


615 SUNSET DRIVE WICHITA FALLS, TEXAS 


Phone 2-4067 





E. N. Stiglitz, Jr. L. D. Grant 


E. N. Stiglitz, Jr. has been elected 
secretary-treasurer of the Stiglitz 
Corp., according to an announcement 


. by E..N. Stiglitz, Sr., president of 


the company. 

Mr. Stiglitz, Jr. has Kebavesdipiated 

with the company in product develop- 
ment and production. In his new 
pusition he succeeds W. G. Stiglitz, 
Sr., who sold his stock in the com- 
pany and retired from the business. 

Mr. Stiglitz; Sr. alsé announced 
that L. D. Grant: of Chicago, Ill, has 
been named general sales manager. 
Mr. Grant comes to the Stiglitz Corp. 
with 22 years experienice in salesand 
sales management. During the past 
three years he has beénassociated 
with General Air Conditioning Corp. 
of Los Angeles, Calif., assales*man- 
ager. Prior to that he was.sales man- 
ager for Marquette Appliances, Inc. 


Hess Rump Rivision 


“Announcement is made of the ap- 
pointment of Everett W. Lundy to 
assistant sales manager, Peerless 
Pump Division, Food Machinery and 
Chemical Corp., Los Angeles, by B 
A. Tucker, general sales manager. 
Mr. Lundy, previously Pacific district 
manager for the pump firm, wil! be 
succeeded by Robert H. Hull, pres- 
ently Peerless’ Central district man- 
ager at Indianapolis, Ind. Mr. Hull, 
in turn, will be succeeded by Wa'do 
T. Harman, Peerless’ Chicago branch 
office manager. 

Mr. Lundy attended the University 
of California at Berkeley, class of 
1925. Since graduation he has been 
identified in sales work with various 
manufacturers of engineered prod- 
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Master pieces 
in Steel Cons} 


The Master Twin Barrel 


For more load capacity and more profits on each trip, this 
Twin Barrel-Giant has been fabricated of light weight, 
high tensile steel. This unit with a 6,000 gallon capacity is one 
of many standard items on our production line. We also handle 
custom production. 


FUEL SYSTEMS 
Stock items range from 15” 2 DOMESTIC SYSTEMS 
"ameter by 31” long with 20-gal- Only one of our many tanks. A new 
20s FeCeANe lon capacity through 24” by 60” 500-gallon Propane tank that meets 
2 U aggre long with 103-gallon capacity. all demand requirements. Compact 
eh 8 AS Me Special sizes on request. . fitting arrangement for liquid with- 
Code Pabitive- : drawal in top and bottom. Many 
tion. 58 Water. other sizes of Butane and Propane 
Gallon Ca city : Tanks for above of underground. 
Se Meets all Code Requirements. 


x 
Every Master tank Phone, write or wire your 
’ ‘ requirements 
is @Q@ Master P 1ece Lg pe FSS Also Storage Tanks, Truck Tanks, Refin- 
; ery Equipment, Anhydrous Ammonia 


\ e , r ‘ B\\ 
of Construction (ME pe \ Vessels, Large Diameter Line Pipe 
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New Lower Prices 
on Propane 
Delivery Units 


MODEL 100 


MODEL 300 


Prices Shown Below 
Include Truck and Tank 
Piped Complete 


Specifications: New 1953, heavy duty 
2 ton Chey., 2 speed axle, 825, 10 ply 
rear, 750 front tires; Nor-Tex propane 
tank as pictured above; pump, piped 
complete with 2” strainer, heavy duty 
valves and fittings; 50 ft. filler hose; 
tanks painted; clearance lights, ready 
to use. 


MODEL 100 


= edgy i. ag = ag bens deog 
$3,795.00 $3,845.00 $3,995.00 $4,020.00 


MODEL 300 
Add $300.00 to the above prices. 


We can furnish any make or model 
meter, pump, propane carburetion, fire 
extinguisher, etc. Any size single or 
twin barrel tank from 600 W.G. to 2,000 
W.G. available, with or without truck 
or piping. We can save you money on 
any make or model truck, new or used. 


PRICES INCLUDE ALL TAXES 
BUDGET FINANCING AVAILABLE 
AT 5% INTEREST 


Buy your truck from a dealer who is in 
the gas business and KNOWS WHAT 
IT TAKES to equip a truck properly, 
and SAVE YOU MONEY 


IMMEDIATE DELIVERY 
Call collect, 


A 
‘ phones 570 or 686 
LY ca Preston W. Grace 


WHITE RIVER 


DISTRIBUTORS, INC. 


Batesville, Arkansas 








ucts, associating himself with the 
Peerless Pump organization in 1940. 
Successive promotion from sales en- 
gineer to branch office manager at 
Phoenix to Pacific district sales man- 
ager is now climaxed with his ap- 
pointment to the newly created posi- 
tion of assistant divisional sales man- 
ager. 


R. W. Lear R. W. Williams 
American Radiator and 
Standard Sanitary Corp. 


Robert W. Lear has been appointed 
general marketing manager of the 
plumbing and radiator heating divi- 
sion of American Radiator & Stan- 
dard Sanitary Corp. 


In this position Mr. Lear will direct 
all staff sales activities for the divi- 
sion, including advertising, - promo- 
tion, sales planning and market de- 
velopment, according to the an- 
nouncement made by D. D. Couch, 
vice president, sales. 

At the same time it was announced 
that Robert W. Williams has been 
appointed advertising and sales pro- 
motion manager, succeeding Mr. 


‘Lear. 


Mr. Lear began his association with 
American-Standard in 1947 as a mem- 
ber of the advertising and sales pro- 
motion department. He was named 
assistant manager in 1949 and pro- 
moted to manager in 1950. He is a 
graduate of the University of Colo- 
rado and the Harvard Graduate 
School of Business Administration. 

Mr. Williams is a graduate of the 
University of Nebraska and has had 
extensive experience in marketing 
and advertising in the hard goods 
field. , 

Headquarters of both men will be 
in the Pittsburgh offices of the com- 
pany. 


Tappan Stove Co. 


J. S. Prewitt, Tappan Stove Co.’s 
territory manager in Philadelphia for 
the past five years, has been assigned 
to the company’s special products 
division, according to an announce- 
ment made by A. B. Ritzenthaler, vice 
president in charge of sales. 

D. T. (Tom) Webster has been 


named manager of L. P. gas and uti'- 
ity sales for Tappan it was also an- 
nounced. 

Mr. Webster started with Tappan 
in 1936 as a territory manager and 
in 1938 was promoted to district man- 
ager of Tappan’s southeastern sales 
district. Since 1951 he has devoted 
his time to Tappan’s utility sales. 

Other appointments include John 
A. Spence and John W. Taylor as te:- 
ritory managers for the Tappan Co. 

Mr. Spence will manage a new 
sales territory in central Texas. Mr. 
Taylor will represent Tappan in 
Washington and Oregon. Both men 
joined the Tappan sales organization 
in July. 

Three veteran taxa employes 
have been promoted to new positions 
with the firm, according to an an- 
nouncement made by W. R. Tappan, 
vice. president and general manager. 

John F. Mabee, formerly quality 
control manager, has been named 
assistant plant superintendent in 
charge of range manufacturing. A 
Tappan employe for the past 21 years, 
Mr. Mabee worked in the assembly 
and inspection departments before 
he was named service manager in 
1940. He was appointed quality con- 
trol manager in 1942. B. L. Hower, 
assistant superintendent, will concen- 
trate on production, purchasing and 
defense work. 

The new quality control manager 
is Fred G. Constance, formerly serv- 
ice manager. Replacing Mr. Con: 
stance as service manager is Philip 


Stehle, Jr. 


Affiliated Gas Equipment, Inc. 


Appointment of 

Ronald N. Camp: 

bell as assistant 

to, the president 

was announced 

by Lyle C. Har- 

vey, president of 

Affiliated Gas 

Equipment, Inc., 

Cleveland, Ohio. 

In his new posi- 

Ronald N. Campbell tion, Mr. Camp- 

bell will devote 

himself to the coordination and plan- 

ning of Affiliated Gas Equipment’s 

production including the Bryant 

Heater Division, Payne Division, and 
Day and Night Division. 

He comes to AGE after five yeas’ 
service as vice president in charge of 
manufacturing for Landers, Frary & 
Clark, New Britain, Conn., manu! ac- 
turers of Universal products. 

Previously, Mr. Campbell was asso- 
ciated for more than 20 years with 
the Carrier Corp., rising from his fist 
job.as a plant mechanic to the post 
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Second Chance 


because you asked for it again 


UNITED 


once more offers you its exclusive 


Aonecadien Sewice 








to help you plan ahead and get ahead 


WHAT IT IS: 


United’s “Forecaster Service” is a method we’ve developed to help you 
accurately predict your needs and your business growth for the coming year. 
We work it out with you right in your own office—no delays, no elaborate 
reports or special systems required. 


WHAT IT DOES: 


“Forecaster Service” gives you a picture in advance of your probable require- 
ments throughout the year. You'll get a separate chart showing your expect- 
able volume in each class of supplies: bulk gas, storage systems, hoods and 
stands, meters and so on. These growth-trend em will be of real 
value to you in planning ahead, in contract purchasing and in cost control. 


HOW YOU GET IT: 

If you operate a bulk plant business, and have kept records of your receipts 
of gas and ‘equipment during the past three years or more, “Forecaster 
Service” can go to work for you. Just ask your UNITED service representa- 
tive about it next time he calls. Or write us to send a representative to see 


you: no obligation. 


e IT PAYS 10 WAYS TO DO BUSINESS WITH UNITED! 


UNITED PETROLEUM GAS CO. 


806 Andrus Building ¢ Minneapolis, Minnesota 
SALES REPRESENTATIVES IN: 


Clinton, Mississippi © St.Louis, Missouri * Centerville, Ohio © La Crosse, Wisconsin 
Houston, Texas * Midland, Texas * Minneapolis, Minnesota 


ee 
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of assistant works manager of the 
firm’s Syracuse, N. Y., operations. 
From 1946 to 1948 he managed the 
Jackson, Mich., operations of the 
- Silent Automatic Division, Timken 
Detroit Axle Co. 


A. O. Smith Corp. 


George P. Hough of Chicago has 
been appointed general manager of 
the Permaglas-Heating Division at 
Kankakee, Ill, it is announced by 
F. S. Cornell, vice president and gen- 


eral manager of the A. O. Smith 
Corp. 

Mr. Hough fills the post vacated at 
Kankakee several months ago by Mr. 
Cornell when the latter moved into 
the top management staff at Milwau- 
kee. In the interim Mr. Hough has 
served as chairman of an operating 
committee which administered the 
big water heater plant. 

He continues his duties as an as- 
sistant to the president of A. O. Smith 
in the North Central region, the of- 
fice of which is at Chicago. 








Sl 


Features that 
make the 
Enterprise 


your BEST- 
SELLING 
GAS RANGE! 


FOR UP TO $75 


“Price is pretty oe 
to most of us nowadays. 
When we get ready to buy 
a range, we're going to 
spend a little time looking 
and comparing. And we'll 
end up buying the range 
that offers the most for the 


Model 372385 Sclir 


money we have to spend. 
Chances are they’ll buy ~ 
Mr. Dealer . 


terprise, 
you'll take time to aie 
them the many work-saving 
features of the new Enter- 
prise ... plus the tag 
that’s up to $75.00 than 
other name brands. Because 
Enterprise gives them most 


for ion money they have to 
spe! 
—_ remember: when you Pte pe 
se Enterprise, you 

guaranteed merchandise that 
pas come back ... to a 
customer who will 7 
An Rotereen or every 
kitchen, too. . . 16 electric, 
33 gas models. 


WRITE TODAY for free catalogue 
Serving a value-conscious America for nearly 100 Years. 


PHILLIPS & BUTTORFF MANUFACTURING COMPANY 
NASHVILLE, TENNESSEE 


Controlled. Waste-high broiler 


« additional 








The Permaglas. 
Heating Division 
of A. O. Smith 
Corp., Kankakee, 
Ill, has created a 
number of basic 
organizational 
changes designed 
to help it gain a 
larger share of 
available mar. 
kets in the com- 
ing year, accord. 
ing to general sales manager S. EF. 
Wolkenheim, who made the an- 
nouncement at a recent marketing 
conference of the field sales staff in 
Kankakee. 

Walter W. Stake, who was the 
eastern district sales manager at New 
York, has been named assistant gen- 
eral sales manager of the Permaglas- 
Heating Division and will continue 
to make his office in New York. 

New district sales managers by 
areas are as follows: Northeastern 
District, W. T. Halket, Springfield, 
Mass.; Eastern, W. A. Dunn, Teaneck, 
N. J.; Mid-Atlanti¢, H. N. Johnson, 
Philadelphia; East Central, Kenneth 
O’Gorman, Pittsburgh; South-East- 
ern, Wendell Fields, Jr., Atlanta, Ga.; 
Mid-West, G. C. Spratt, Lafayette, 
Ind.; North Central, L. H. Hoelter, 
Chicago; Central, R. J. Ulvestad, 
Kansas City, Mo.; Southwest, J. W. 
Burleson, Dallas, Texas, and West- 
ern, H. L. Bilsborough, Los Angeles. 

All water heater sales, Permaglas 
and Burkay, have been consolidated 
under the direction of R. J. Shepherd, 
manager, assisted by D. D. Williams. 
Home heating boilers have been 
added to heating sales under the 
managership of Jack Robinson. 


W. W. Stake 


Motorola, Inc. 


Eugene S. Goebel; national sales 
and service manager of Motorola 
Communications and Electronics, 
Inc., recently announced the promo- 
tion of Frank W. Walker to the posi- 
tion of regional sales manager. The 
newly created sales region which Mr. 
Walker will head is composed of 
southern California, Arizona and 
southéastern Nevada. Offices will be 
in Los Angeles. 

A former zone manager for the 
state of Michigan, Mr. Walker has 
been with Motorola for five years. 
Previous experience includes 10 
years as chief communications <n- 
gineer for the Michigan State Police, 
followed by three years as chief n- 
gineer for the Greyhound Co'p,, 
where he was responsible for the de- 
sign and installation of the first crcss- 
country bus radio network in the 
nation. 
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(Above) 4,000-gal. (4,848 water gal.) Double- 
Barreled L.P. Transport.—LFT Mack Truck 


EXPERTLY DESIGNED — QUALITY BUILT 


One of the first in the field, Columbian 
has won recognized leadership in the 
building of Butane-Propane transporta- 
tion, delivery and storage equipment. 
With 60 years of tank building experi- 
ence behind us and a reputation for 
advanced design and engineering ex- 
cellence, Columbian offers you today’s 
“smart buy” in modern Butane-Propane 
Transport Trucks and Semi-Trailers— 
manufactured in any capacity you need 

e (Above) 1,463-Gal. (1.774 —engineered to meet limitations of your 


water gal.) Twin Tank 
Truck, state regulations. 


Columbian Underground and 


Above-Ground Storage Tanks — (Below) Columbian Full Skirted LP Delivery Truck. Pump 
are available in all sizes. All are A.S.MLE. tanks. mounted with direct driven power take-off. Outlet control 
valves may be furnished in curb side or rear cabinet. 

Print-o-meter also in rear cabinet. 


WRITE NOW for complete information 
abcut Columbian Butane-Propane 
transportation, delivery and storage 
equipment. 


COLUMBIAN STEEL TANK CO., P.O. Box 4048-C, Kansas City, Mo. 
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RECTORSEAL #2 


Butane dealers throughout the na- 
tion are demanding Rectorseal 
#2. They have found it to be.the 
finest thread sealing compound 
available . . . and here’s why. 


ACCEPTED 
by Texas, Mississippi, Alabama, 
Oklahoma, Louisiana and LP-Gas 
Commissions of many other states 
as a thread sealing compound for 
LP-Gas piping connections. In ad- 
dition, it meets the requirements 
of AGA and the National Board of 
Fire Underwriters, Pamphlet #58. 


INSOLUBLE. Rectorseal 


#2 won’t dissolve or thin out 
in LPG, natural or manufac- 
tured gas, anhydrous ammo- 
nia, freon or water. 


THIN IN CAN for econom- 
ical, easy application. 
THICK IN JOINT for pos- 


itive seal for life of connec- 
tion. 


NEVER HARDENS, 


cracks, crumbles or gets 
brittle. 


SMOOTHER. No lumpy in- 
gredients—no stirring. Same 
consistency from top to bot- 
tom of can. 


CLEANER. Light color won't 


soil—easily wiped off hands, 
appliances, etc. 


NO WASTE. Brush reaches 


bottom of can—no wasted 
Rectorseal. 


CONVENIENT in 1 pt., % 


pt., and 14 pt. brush-top cans. 

“There's no seal like Rectorseal for 

seal-proofing L. P. gas connections.” 
Write Teday for Free Sample 


RECTORSEAL, Dept. “A” 
2215 Commerce St. Houston 2, Texas 


RECTORSEAL# 2 


MAKING THE L-P GAS INDUSTRY SAFER 











Rockwell Manufacturing Co. 


Richard F. 
Dean has been 
appointed super- 
visor of Rockwell 
Manufacturing 
Co.’s employe re- 
lations and train- 
ing program, W. 
F. Rockwell, Jr., 
president, has an- 
nounced. 

Mr. Dean, for- 
mer assistant to 
the training director in the Central 
staff of the industrial relations de- 
partment of Koppers Co., Inc., served 
as special-consultant to industries and 
business organizations in New York 
state on personnel and training prob- 
lems in connection with a program 
administered by the extension divi- 
sion of Cornell University. Earlier, 
he was engaged in the banking busi- 
ness for 17 years with Chase National 
Bank of New York City. 


Mr. Dean will work on the staff of 
E. F. Foubert, manager of industrial 
relations. 


Richard F. Dean 


The Coleman Co. 


J. F. Warren R. T. Hansen 

Julian F.. Warren, formerly sales 
manager of Delco Appliance Division 
of General Motors Corp., has been 
named merchandise manager, accord- 
ing to an announcement by C. L. 
Burrows, sales vice president. 

Under Mr. Warren’s direction, the 
new department will .develop mer- 
chandising policies, plans and pro- 
grams for all lines of Coleman prod- 
ucts and will operate in close cooper- 
ation with the field sales organiza- 
tion. 


Associated with Mr. Warren in the 
operation of the new department will 
be three product managers respon- 
sible for the development of market- 
ing information and merchandising 
recommendations on the Coleman 
Co.’s principal lines. 

The position of product manager 
in charge of the merchandising of 


Coleman open market appliances, 


chiefly lanterns, camp stoves and 


trailer coach equipment, will be Ford 
Denslow. 

Robert T. Hansen has been named 
product manager for central heaiing 
and air conditioning. 

A third product manager in ch: rge 
of merchandising plans and policies 
for floor and wall furnaces, space 
heaters and water heaters will be ap. 
pointed soon. 

Also to be announced is the ap. 
pointment of a sales training super. 
visor who will direct and coordiiate 
all phases of sales training at factory, 


’ distributor and retail levels. 


Bastian-Blessing Co. 


Robert E. Poe. 
thig, director of 
research and de. 
velopment for 
the Bastian-Bles. 
sing Co., Chicago, 
will head the 
company’s newly 
consolidated de. 
partment of re- 
search ahd pro- 
duction engineer- 
ing. E. N. Krein, 
vice president and works manager of 
the company, manufacturers of L. P. 
gas (butane-propane, bottled gas) 
equipment, made the announcement 
recently, after E. V. Rupp, in charge 
of production engineering for the 
past six years, resigned to accept a 
position in another industry. 

Mr. Poethig, associated with Bas- 
tian-Blessing since 1939, is well quali- 
fied to preside over the combined de- 
partments with his long service on 
many industry committees. A former 
board member of the Liquefied Petro- 
leum Gas Association, he has served 
as chairman of the LPGA’s technical 
and standards, educational and safe- 
ty committees, and is currently a 
member of the safety relief valve 
manufacturers’ committee of the 
American Petroleum Institute. 


SS 
R. E. Poethi 
. E. ig 


hp 3 Mueller Furnace Co. 


Mr. Harold P. Mueller, president, 
has announced the appointment, by 
the board of directors at their ie 
meeting, of Mr. E. J. Ovshak as s 
tary of the L. J. Mueller Fur ed 
Co., the makers of Mueller Climatrol. 

Ovshak joined the company s«ven- 
teen years ago, and has served in the 
accounting department. He has been 
the assistant secretary for the 1: st 12 
years. Previous to joining the com- 
pany, he was associated with the Mar- 
shall and Islay Bank of Milwauk ce as 
an external auditor. 

Mr. Ovshak is a member of the Wis 
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UTILITY’S MODEL 50 UF UNIT HEATERS 


Here is the perfect answer to problem situa- 
tions where high heating power is demanded, 
but where the heating unit must be both com- 
pact and attractive. Only 23 inches high, 
Utility’s Model 50 UF Unit Heater can be fitted 
into the smallest areas...yet it delivers 
50,000 BTU. ~ 

Its low 24-voltage control makes quick and 
economical installations possible by eliminat- 




















ing the necessity for line voltage thermostat 
leads. Ceramic coated heat exchanger, built- 
in fully automatic fan control; and sum- 
mer switch provides air circulation for warm 
weather ventilation. Designed to become an 
attractive addition to any store or office, 
Utility’s Model 50 UF Unit Heater is the per- 
fect choice for efficiency, ease of installation, 
low cost, and freedom from service problems. 
AGA-approved. 


See the complete UTILITY heating line now 





UTILITY APPLIANCE CORP., Dept. BP-10 


4851 S. Alameda St., Los Angeles 58, Calif. 


Please send me free information on: 





UTILITY APPLIANCE CORP. 
4851 S. Alameda St., Los Angeles 58, Calif. 


MANUFACTURERS OF GAFFERS & SATTLER AND OCCIDENTAL 
AUTOMATIC GAS RANGES * UTILITY AUTOMATIC GAS HEATING 
EQUIPMENT © UTILITY AUTOMATIC GAS WATER HEATERS ° 

UTILITY AIR COOLERS AND BLOWERS 
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0 Utility Automatic Heating Equipment 
LD Utility Cooling Equipment 
C0 Utility Automatic Gas Water Heaters 


Name. 





Address. 





City 











done in oils’ your source in our universe is 


reserve harmonious customer relations. And since we both 
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consin Society of Certified Public 
Accountants and an alumnus of the 
University of Minnesota. 

Also announced was the appoint- 
ment of Mr. Robert F. Hume as as- 
sistant secretary of the Mueller Co. 

Mr. Hume joined the company, one 
of the oldest and largest in the heat- 
ing and air conditioning industry, on 
March 15, 1946, upon his discharge 
from the Navy. He began as a trainee 
and has spent some time in practical- 
ly every department of the company. 
In addition he has served as a sales 
representative and the Milwaukee 
service manager before joining the 
purchasing department. 

He attended the University of Wis- 
consin and Dartmouth. 


Florence Stove Co. 


John P. Wright 
has been appoint- 
ed vice president 
in charge of all 
manufacturing 
operations for 
Florence Stove 
Co.’s three plants 
at Gardner, 
Mass., Kankakee, 
Ill., and Lewis- 
burg, Tenn. The 
announcement 
was made by R. H. Taylor, Florence 
president, who also stated that Mr. 
Wright becomes a member of the 
board of directors and will serve on 
the company’s executive committee. 

Mr. Wright’s appointment is effec- 
tive Sept. 1. He comes to Florence 
from Liquid Carbonic Corp., Chi- 
cago, where he was vice president, 
durable goods division. He is a for- 
mer vice president and general man- 
ager of A. B. Dick Co., Chicago, and 
previously was factory manager for 
Whirlpool Corp., St. Joseph, Mich. 


J. P. Wright 


Servel, Inc. 


Carroll J. Tresslar has been ap- 
pointed general manager for the Chi- 
cago sales branch of Servel, Inc., ac- 
cording to James F. Donnelly, vice 
president in charge of sales. 

Tresslar joined Servel in Decem- 
ber, 1952, as a district manager in the 
Midwestern region with headquar- 
ters in Chicago. 

Prior to joining Servel, he was as- 
sociated with R. M. Karet & Asso- 
ciates, Chicago, manufacturers’ rep- 
resentatives; general manager of the 
Kentworth Distributing Corp., Louis- 
ville; general manager of the Chicago 
branch of the Philco Corp., and 
wholesale salesman in Chicago for 


Stromberg-Carlson, Zenith and Gen. 
eral Electric. 

Servel’s Chicago sales branch, o- 
cated at 333 West Lake St., disiri- 
butes the company’s home appliances 
in 17 counties of northeastern Illinois 
and in Lake County, Indiana. 


Calcinator Corp. 


Don Davidson 
has joined Calcin- 
ator Corp., Bay 
City, Mich., man- 
ufacturer and na- 
tional distributor 
of incinerator 
equipment, as 
sales manager, 
effective Septem- 
ber 1, it was re- 
cently announced 
by John W. He. 
bert, president. Since April, 1950, 
Davidson has been sales promotion 
manager of the dryer and ironer divi- 
sions of Whirlpool Corp. 

Well known in the major appli- 
ances industry with which he has 
been connected since. graduation 
from the University of Illinois in 
1938, Mr. Davidson at one time head- 
ed his own sales merchandising or- 
ganization. Midwest Associates, in 
Aurora, Il. He has also held sales po- 
sitions with Hamilton Manufacturing 
Co., Two Rivers, Wis., and Forster 
Distributors, Minneapolis. 


Don Davidson 


U. S. Rubber Co. 


In order to provide even greater 
customer service, and to develop 
more specialized selling techniques 
for today’s markets, the sales depart- 
ment of United States Rubber Co.'s 
International Division has been reor- 
ganized under the direction of a gen- 
eral sales manager and six managers, 


it was announced recently by L. C. 


Boos, vice president and general 
manager of the division. 


G. J. Russ has been appointed to 
the newly créated post of general 
sales manager, and will be responsi- 
ble for all sales activities. He will 
also integrate the department «ctiv- 
ities with those of staff departments 
and other divisions of the company. 


Other new positions, and the men 
appointed to them, are: manager of 
branch sales, A. N. Reeves; manager 
of distributor sales, R. J. Thomas; 
manager of head office sales anc gov 
ernment’sales, A. Eaton-Clarke, and 
manager of product departments, W. 
J. Mulvihill, Jr. J. T. Kuntz con 
tinues as manager of sales develop 
ment, and H. L. Reynolds as manager 
of sales operating. 
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4 Powerful Reasons Why 


CHEVROLET ‘isc. TRUCKS 


work harder. . . work longer 


.- - - work for less! 


MORE POWER AT LOWER COST! You can look forward to sizeable 
savings on gasoline with ‘Chevrolet trucks on the job. In heavy- 
duty models, the &4dvanced Loadmaster engine with new high- 
compression ratio of 7.1 to 1. delivers more power than ever— 
and does it on less fuel! In light- and medium-duty models, 
Chevrolet's Thriftmaster engine combines top-notch performance, 
with rock-bottom operating cost. 


TAILORED TO YOUR JOB! Of course you want a truck that fits the 
requirements of your particular job. And you get just that when you 
buy a Chevrolet truck! You get the right power . . . the right chassis 
units from tires to transmission. Chevrolet trucks are factory- 
matched to do your work at lowest cost! 


RUGGED AND RELIABLE! These great 1953 Chevrolet Advance- 
Design trucks are built stronger to stay on your job longer! Frames, 
for example, are sturdier and more rigid. And you'll find extra 
strength in other vital places, too. The result is a truck that gives 
you extra miles and months of low-maintenance operation. 


LOWEST PRICED LINE! You start saving money the moment you 
buy a Chevrolet truck. For, in addition to all its other advantages, 
Chevrolet is America’s lowest priced truck line! Why not start saving 
now! Y our Chevrolet Dealer will be happy to give you all the facts. 
‘++ Chevrolet Division of General Motors, Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster—to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR— 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH — for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTIPANES —for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALLAGEAR STEERING—for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 
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Century Engineering Corp. 


Henry G. Gabel is the new middle 
Atlantic district sales manager for 
Century Engineering Corp., Cedar 
Rapids, Iowa, according to recent an- 
nouncement by W. S. Moellering, 
general sales manager. 

Mr. Gabel will make Norristown, 
Penn., his headquarters. and super- 
vise sales for Century in eastern 
Pennsylvania, southern New Jersey, 
Delaware, Maryland, northern Vir- 
ginia, northeast West Virginia and 
Washington, D. C. 


John Wood Co. 


Victor Mauck, chairman of the 
board of the John Wood Co., New 
York, announces that negotiations 
have been completed for the purchase 
of the Floyd-Wells Co., manufactur- 
ers of the line of Bengal gas and com- 
bination ranges, Royersford, Pa. 

With the acquisition of the Floyd- 
Wells Co., the John Wood Co., and its 
Canadian affiliate have an integrated 
network of nine plants located in 
Conshohocken and Royersford, Pa.; 
Chicago, Ill.; Muskegon, Mich., and 








INCREASE YOUR PROFITS WITH THE PHILGAS* 


WAY PROFIT 


PLAN! 








~ 








7. High Quality Product 
2. Dependable Supply 


3. Experienced Engineering 
4, Effective Marketing Help 


5. Operational Assistance 


*Philgas is the Phillips Petroleum Company trademark for 
its high quality propane-butane LP-Gas or bottled gas. 


PHILLIPS PETROLEUM COMPANY 


Sales Department * 
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St. Paul, Minn. Canadian plants are 
located at Toronto, Winnepeg, Mion. 
treal and Vancouver. These plants 
produce automatic water heaters, 
ranges, gasoline pumps, service sta- 
tion equipment, metal dairy ware, 
tanks and storage vessels of various 
types 

The Floyd-Wells plant is located on 
the Pennsylvania and Reading lines 
a few miles north of the John Wood 
Co. plant at Conshohocken, Pa. It 
comprises approximately 300,000 sq. 


_ ft. of floor space. 


Cargo-Guard Co. 


Horton Conrad 
has been appoint- 
ed field sales 
manager of 
Cargo-Guard Co.,, 
Thompson’s 
Point, Portland, 
Maine, it has 
been announced 
by E. Martin An- 
derson, vice 
president and 

treasurer of the 
company. Mr. Conrad was formerly 
vice president of Brakemaster Corp. 
of Chicago, Ill., in charge of its na- 
tional distributing program and will 
bring to Cargo-Guard his years of 
experience in working with distrib- 
utors and dealers of automotive fleet 
products. 

Mr. Conrad’s headquarters will be 
in Chicago. He is a graduate of 
Dartmouth College, and has spent 
his entire business career in indus- 
trial sales. 


Horton Conrad 


Chambers Corp. 


Guy T. Gunter 
Jr., Atlanta, has 
_ been appointed 
Southeastern re- 
presentative for 
Chambers of In- 
dianapolis and 
Shelbyville, Ind., 
pioneer gas range 
firm, according 
to A. H. Scheffer, 
sales manager. 
Mr. Gunter, 
who will work from his home, 905 
Woodland Ave., S.E., Atlanta, will 
handle both console ranges and built 
in equipment. His territory will cover 
Alabama, central and eastern Ten 
nessee, Georgia, Florida, and North 
and South Carolina. 

These states were formerly part of 
the territory handled by M. A. Comp 
ton, Jr., who will headquarter in 
Houston and concentrate on Louisi- 
ana, Mississippi, Memphis, and south- 
east Texas. 


Guy T. Gunter Jr. 
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- The Most Important Reasons in the world 
for handling any product are simply (1) Will customers buy and be 
pent satisfied, and (2) Will it sell fast enough to make steady profits? 
dus: ; With Perfection Propane Systems, the answer is a big ‘‘Yes!’’ on both 
counts. Dealer sales have steadily increased to the point where 
we’ve had to double our production facilities. You can be sure of satisfied 


1 be 


e of 


nter customers since Perfection Systems are made by a company with 
more than 60 years experience in designing and building pressure vessels! 
4 Stock and sell BS&B Propane Systems for city home or farm 
for ‘use, or for small commercial installations. 
f In- 

and 

Ind, 

e 

ange BSB Unloading Rack 
ffer, _Here’s another BS&B product that’s sure to save 
ar, money for LP Gas dealers — another reason why 
ter, a more dealers are switching to BS&B. Stops awkward 
905 2 unloading, makes walking sure and safe! New BS&B 

will Unloading Rack reduces fire danger to a minimum 
vuilt- ...needs only small space. Ladder or stairway lo- 
_ cated left side, right side or front as you specify. 

= Loading rack folds out of way. Shipped knocked 
lo down, cut and marked for easy erection. 
rt of 
= Brack, Sivaiits s&s BRYSON, INC. 
wuisi- Propane Equipment Division Dept. 6-AB10 


outh- 7500 East 12th Street Kansas City 26, Missouri 
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Cities Service Oil Co. 


Harris Bateman, chief engineer for 
Cities Service Oil Co. and Cities Serv- 
ice Pipe Line Co., has returned to 
Bartlesville after completing a year’s 
assignment with the Petroleum Ad- 
ministration for Defense as director 
of its materials devision. 


In addition to resuming the respon- 
sibilities of manager of the engineer- 
ing division, his duties are being in- 
creased to include the activities of 
the purchasing, warehouse and sur- 
plus materials departments which are 
under the direction of purchasing 


agents C. M. Taylor and H. D. Pat- 
ridge. 

B. D. (Tex) Leuty, who has been 
supervising engineering division op- 
erations as assistant chief engineer 
during Mr. Bateman’s absence, has 
been appointed manager of pipeline 
transportation. He will be in charge 
of both wholly and jointly owned 
crude oil and products pipelines. Mr. 
Leuty will be assisted in the joint-in- 
terest operations by R. E. Roehl. 

Harry Nelson will continue as man- 
ager of Cities Service Pipe Line Co., 
the wholly owned oil pipeline com- 
pany. 





BOOST YOUR 


CUSTOMER’S PROFITS 


THROUGHOUT THE WINTER WITH 
WARMER WATER FROM A JOHNSON 
AUTOMATIC LP-GAS STOCK TANK HEATER 


Here’s the stock tank heater 
adaptable for any tank . . . con- 
crete, wooden or steel. An LP 
GAS .STOCK TANK HEATER 
means ICE-FREE water (see illus- 
tration at right) . . . instead of 
partially free water. 


it has been proven that warm water increases beef gains and milk production 

. also cattle take less feed when warm water is available during winter 
months. The Johnson Water Warmer Automatic Stock Tank Heater will give 
you all of these advantages and will pay for itself in one season. It’s com- 
pletely dependable and has the type of automatic operation that means less 
work in caring for herds. Guaranteed complictely free of condensate problems. 


HERE ARE THE JOHNSON FEATURES 
WHICH MEAN MORE PROFITS FOR YOU 


Increased gas load. Average 600 lbs. per year 


per customer. 


Satisfied customers. Increased good will. 
Designed for the job. No condensate problem. 
Automatically maintains 48° water temper- 


ature in coldest weather. 
Stays lit. 
Easy installation. 


Recommended -by leading distributors and 


merchandisers of bottled gas. 


JOHNSON GAS APPLIANCE CO. 


597 E. Avenue N.W. 


Cedar Rapids, lowa 


Fifty Years of Quality Manufacture of Gas Burning Equipment 








Whirlpool Corp. 


Harry M. Kane 
has been appoint. 
_ ed a special ‘ield 
sales representa. 
tive for Whirl. 
pool Corp., it was 
announcd recent. 
ly by John M. 
Crouse, szles 
manager. In his 
new capacity, Mr, 
Kane will work 
with the sales 
manager on special field assignments, 
For the last three years, Mr. Kane 
has been Grand Rapids divisional 
manager for Bendix Home Appii- 
ances, South Bend, Ind. Prior to that 
he was a distributor salesman for 
Southern Appliances, Inc., Charlotte, 
N. C. He graduated from Ohio Wes. 
leyan University in January, 1949. 


Harry M. Kane 


Perfection Stove Co. 


Marc Resek, formerly vice presi- 
dent of engineering, has become vice 
president in charge of all research for 
Perfection Stove Co., Cleveland. 

W. H. Haag is now vice president 
of manufacturing, engineering and 
purchasing. He had previously head- 
ed up the manufacturing and pur. 
chasing divisions. 

W. M. Day, chief engineer, has 
been placed in complete charge of the 
engineering department. 


Raybestos-Manhattan, Inc. 


J. H. Matthews was appointed ex- 
ecutive vice president of Raybestos- 
Manhattan, Inc. at a recent meeting 
of the board of directors. 

Mr. Matthews was graduated from 
Stevens Institute of Technology and 
started with the Manhattan Rubber 
Manufacturing Co. in 1914. He was 
appointed assistant factory manager 
of the Manhattan Rubber Division 
in 1940, became director of the com- 
pany and assistant general manager 
of the division in 1942. In 1947 Mr. 
Matthews was elected a vice presi- 
dent of Raybestos-Manhattan, Inc. 








C. Reginald Berry 








C. Reginald Berry, 54, president of 
the Natural Gas Co. of Virginia, died 
September 1 at his home in Rich 
mond. 

Mr. Berry became co-owner »f the 
bottled gas firm after workirg for 
many years with the Virgini» Gas 
Distribution Corp. in Staunton, Va 
He was well known in the LPG in 
dustry of that state. 
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stos- Extra Quality— The quality of Burnham 
sting tanks goes substantially beyond the 
ASME requirements for construc- 

from tion. All our tanks are 

and registered with the National Board. 

poe Extra Safety— The new lifting lugs on 
nae Burnham tanks are designed for super- 
an safe handling. They will carry 20 times 


the weight of the system according to a 

U.S. Testing Laboratory Report. Rigid 

collars welded to tanks safeguard controls 

without hampering accessibility. All tanks 

hydrostatically tested to double the ALSO COMPLETE LINE OF 
working pressure under National Board 


com- 
Jager 
Mr. 
resi- 
ne. 


inspection. ANHYDROUS AMMONIA AND 
| Extra Service — The eduction and fill TRUCK TANKS AVAILABLE. 
pipe is screwed into the multi-valve for easy 
nt of removal when cleaning or replacement 
died are required. Both fixed-level and float 
Rich: guages are supplied for users convenience 
although only one is required by the Under- 
f the writers’ Laboratories. All tanks are burnham Crporation 
5 for completely dehydrated and shipped 7 
Gas mihnane Ses. TANK DIVISION 


. Va 


G in- 


Irvington, New York 


News @ OCTOBER, 1953 








The Responsibility 


of the Gas Service Man 


C. E. Cloud 


HERE have been a great many 

words* written and spoken about 
this subject, “The Responsibilities of 
the Gas Service Man.” Inevitably, 
some of the things I will say will be 
repetitious, but I will attempt at least 
to modernize it to the extent of what 
is happening to our industry today, 
and let me say here that there have 
been many—a great many changes— 
since this group assembled here last 
year. 

Some of the things about which I 
wish to speak will not be particular- 
ly pleasant to contemplate. They 
will, however, point up the reasons 
why your jobs are so important to 
the industry. Let me beg each of you 
here and now to accept and believe 
this statement, which bears repeat- 
ing: “They will, however, point up 
the reasons why your jobs are so im- 
portant to the gas industry.” 


I know it may be difficult for you, 


especially those of you new in serv- 
ice work to realize, and quite believe 
me or your supervisors, when we 
talk with you about the importance 
of your job. Remember the Chris- 
topher Society and the basic funda- 
mental upon which it is organized 
and functioning—that one person, 
YOU, can change the course of the 
world. I know you have all heard 
and read concrete examples of just 
that very thing. Apply that principle 
te your daily work, I beg of you. - 
Now, why have I gone to such 
lengths to try to get you to accept 
the truth of the statement that you 
do have responsibilities and that 
those responsibilities are of great im- 
portance to your companies and to 
the gas industry? The reason I have, 
is that I must sell you that idea and 
have you firmly believe it if anything 
I have to say does any good. The 
situation facing our industry today is 
so serious that you as individuals 


122 


By C. E. Cloud 
President, MidSouth Gas Co. 
Little Rock, Arkansas 


must believe in your own importance 
and earnestly try to discharge your 
responsibilities. What is this serious 
situation? 

Only last month the American Gas 
Association released a report, the 
“Action Program for Gas Industry 
Development.” It contained a thor- 
ough study of the gas industry’s com- 
petitive position and a plan of action 
for adoption by its operating com- 
pany members. I knew we had cause 
for alarm but didn’t fully realize the 
gravity of the situation. 

Before I present at least a part of 
these recommendations, I want to 
read you some statistics which com- 
prise a great part of the cause for 
alarm. You know you can’t always 
depend on statistics either. The situ- 
ation in your own area or company 
may be better or worse than these 
national averages. You have all prob- 
ably read in “Readers Digest” about 
the statistician who drowned while 
wading a creek that averaged four 
deep feet. I wish it were never neces- 
sary to read statistics because they 
are fundamentally dry, but I know 
of no other way to tell you the facts. 

Now, let’s talk about gas and elec- 
tric ranges: 

1. Using the saturation of urban 
gas ranges and electric ranges in 1940 
as a base, in 1950, 10 years later, elec- 
tric ranges had a saturation index of 
140. Gas of 97. In other words, in‘’10 
years between 1940 and 1950, accord- 
ing to the U. S. Census, the electric 
utilities have increased their range 
saturation to 140% and gas has de- 
creased to 97%. 

2. Let’s put it another way and get 
another look at the situation. From 
1939-41, being the pre-war period, to 
the 1947-51, post-war period, for every 
130 new gas. customers—123 gas 
ranges have been sold. However, for 
the same period, for every 142 new 


electric customers—281 electric 
ranges have been sold. No, I didn’t 
get those last figures backward. Elec- 
tric range sales have been at a rate 
of 444 times as fast as electric cus. 
tomer growth, whereas gas range 
growth has been less than gas cus- 
tomer growth! 

3. Now, how about refrigerators? 
For the same pre-war and post-war 
periods of 1939-1941 and 1947-1951, 
and with the pre-war period being 
the base of 100, the post-war period 
index has changed to 130 gas cus- 
tomer growth, but the gas refriger- 
ator growth index is only 103. Ob- 
serve the difference. Gas customer 
growth increased from 100 to 130, but 
gas refrigeration customers only 
from 100 to 103. What have the elec- 
tric boys done on this same basis? 
From 100 to 142 on customers and 
from 100 to 170 on electric refriger- 
ators. No, again I didn’t get the fig- 
ures backward—the electric index on 
customers was 142 and on refriger- 
ators 170. In other words, they are 
gaining refrigerator load much faster 
than customers, whereas, gas is just 
barely holding its own pre-war rates. 
What does this amount to? Just this. 
Sales growth of electric refrigerators 
is currently 23 times faster than gas 
refrigerators. Another way of sizing 
up the trend: 

In 1940, 10% of gas customers used 
gas refrigeration. 

In 1950, 11% of gas customers used 
gas refrigeration. 

In 1940, 63%. of electric customers 
used electric refrigeration. 

In 1950, 86% of electric customers 
used electric refrigeration. 


Now, what does the fact that on an © 


index basis, electric ranges are sell- 
ing 4% times as fast as gas and =lec- 


*Address given at Gas Appliance 
Short Course, Tulsa, Okla. 
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LA king-size profit . . . for you make MORE when you 


sell CALoric, direct from the factory with no dis- 
tributor costs to cut your take. 


- Only one pricing policy—the same for all dealers. 
Ca.oric is always priced right. It’s a deal for . 


every dealer every time you buy. 


. An extra-liberal Catoric financed floor plan which 


enables you to become a Catoric dealer without 
over-extending yourself. 


. Fifty-two warehouses, located throughout the 


country, mean speedier delivery...faster service 
. no back-breaking inventory worries. 


. The heaviest concentration of sustained advertising 


in the entire gas range industry—and it’s getting 
bigger all the time. 


BIG SALES ADVANTAGES 


that make 

















. A new merchandising and point of —_ | yom 


designed to help rou make the most o 
features and customer benefits. 


ALORIC 


. Best of all, you’ve got the famous name CALORIC 


on a line of products that housewives know from 
experience are quality through and through. 


Cash in on all of these 7 selling advantages. Sell the 
modern, automatic gas ranges and dryers that give 
your customers the greatest value—give you the 
greatest profits. 


Start selling Calorie today! 


® STOVE CORPORATION, TOPTON, PA. 
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tric refrigerators 23 times as fast as 
gas, have to do with you gas service 
men? Plenty—3344% of AGA’s rec- 
ommendations deal with appliance 
servicing. That is, five of the 15 rec- 
ommendations which AGA has made 
as a means of combating the situation 
deal with appliance work. 

The AGA recommends: 

1. To inform the customers regard- 
ing the extent and character of the 
appliance servicing which the utility 
is currently prepared to render. 
“Don’t keep service policy a secret!” 


2. To provide, upon customer’s re- 
quest, prompt and efficient appliance 
adjustment service, preferably with 
the cost of such service included in 
operating expenses to the extent rea- 
sonable and practicable. This service 
should be rendered to all gas appli- 
ances meeting prevailing minimum 
standards of safety, without distinc- 
tion as to appliance warranty or 
point of purchase; provided that, in 
the judgment of the utility, the ap- 
pliance can be restored to a proper 
operating condition. The above does 





SUNRAY LP GASES 
When Your Needs are 


GREATEST... 


When the bottom drops out 
of the thermometer and your 
customers are crying for more 
LP Gas, your worries are few 
if you are a customer of SUN- 
RAY. SUNRAY customers 
know they can get the LP Gas 
they need from their usual de- 
pendable source. SUNRAY’S 
plant locations assure you of 
fast service no matter where 
you are. 


WRITE, PHONE or WIRE... 
Sales Department 


SUNRAY OIL CORPORATION 


Office @ 


First National Bldg 


TULSA 3; OKLAHOMA 





not imply that the utility need be the 
exclusive agency for providing appli. 
ance adjustment service. Where the 
utility finds improper installations 
made by others, it is urged either to 
correct such installations or to refer 
the customer to an appropriate 
agency. 

3. In the absence of adequate seiv- 
ice by other parties, to offer, at rea- 
sonable charges to its custome's, 
parts-replacement service on gas ap- 
pliances which meet prevailing mini- 
mum standards of safety, without 
distinction as to appliance warranty 
or point of purchase, provided that 
the appliance can be restored to 
proper’ operating condition. The 
availability of the necessary parts is 
the responsibility of the appliance 
manufacturer or his designated rep- 
resentative. 

4. Whenever necessary, to assist 
appliance manufacturers and their 
local representatives in the training 
of appliance installers to conform to 
local ordinances, building, plumbing 
and other codes, in order that gas ap- 
pliances shall be properly installed, 
initially adjusted, and serviced with 
replacement parts; and to assist them 
in making field checks to determine 
the effectiveness of the training pro- 
gram. 

5. To encourage all installers of 
gas appliances to familiarize them- 
selves with local building codes and 
ASA Standard 221.30, “American 
Standard for Installation of Gas Pip- 
ing and Gas Appliances in Build- 
ings,” and also with safe, uniform in- 
stallation instructions to be furnished 
by appliance and equipment manu- 
facturers. 


AGA Recommendations Sound 


As a concrete example of the 
soundness of these AGA recommen- 
dations and to show yoy why I am so 
sold on them that my company is en- 
dorsing them without reservation, I 
want to tell you of an experiment we 
made on our properties. Last year 
we advertised free appliance service 
in two of our towns to test the public 
reaction. We had been doing a lot 
of service work but had not solic ted 
it. We assumed that our customers 
knew that we rendered this service 
and would call if they needed hep. 


What we found out surprised us 
because we learned that a great many 
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t Complete Units Feature Exclusive New 
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people didn’t know what good gas 
service was. The wife of a newspaper 
editor called to have her range ad- 
justed. She thought gas was sup- 
posed to smoke her pots and pans. 
We found other appliances equipped 
with artificial orifices and others bad- 
ly out of adjustment. The surprising 
thing and the point I am trying to 
make is that these people didn’t know 
they were receiving poor gas service 
until we told them in our advertise- 
ments to call us, if— 

. pots and pans were black after 
cooking; 


. their heater gave off fumes; 
. they ran out of hot water. 
This program won us many friends. 
I believe that Joe McDonald, one of 
the men participating in this experi- 
ment, who is attending this school, 
will bear me out when I say that this 
program did more to build good pub- 
lic relations than anything we have 
done in a long time. We received 
many letters of appreciation from 
customers complimenting our service 
men. I can tell you, as president of 
a company, how much we value let- 
ters of that kind because, too often 
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FAT SAVINGS BEYOND BELIEF! 


We have many letters and reports from users proving as much 
as 10 times longer fat life between changes. Such tremendous 
saving is exceptional but thousands of installations show you 
can expect 2 to 4 times longer between changes with our 


“FAT” MIZER, 





Patented Fa. M702 


SEPARATE SEDIMENT CHAMBER 





Plain good sense shows you will save fat as the sediment 
is removed from the frying fat and kept cool where it 
won't burn, recirculate and break down your fat. 

The “FAT” MIZER chamber is furnished on all models 


shown. 


Easy cleaning too, as the fry pot has no tubes or ob- 
structions and the “FAT” MIZER chamber is instantly 


removable for simple washing in your sink. 
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the only letters we receive from our 
customers are when they are mad 
about something. 

A program of this nature, done on 
an industry-wide basis, as recom. 
mended by AGA will result in beiter 
public relations nation-wide. Need. 
less to say, MidSouth is expanding 
this policy of advertising its service 
policy throughout its entire system. 

There are 10 other recommenda. 
tions not directly connected with ap. 


 pliance installation and service which 


I shall not read. These recommenda- 
tions may already be a part of the 
service policy of your particular com- 
pany or they may be adopted in the 
near future. In either event, just ask 
yourselves, on whom does the bur- 
den fall of successfully making the 
program effective. Is there any doubt 
in any of your minds that the eff. 
ciency with which you work, the 
cheerfulness with which you go 
about it and the trust which you in- 
stall in the customer will make or 
break such a plan? The trite saying, 
“You, who contact the public—our 
customers—are the gas company,” is 
old, but I think it is just as true as it 
was when it was first said—probably 
by some Chinese supervisor back in 
the days when they laid bamboo gas 
mains. 


Steps To Good Service 


Now what can you as individuals 
do about all this? In my opinion 
there are two major things: 

1. Increase your skill and knowl- 
edge through schools of this kind and 
through the. daily opportunities af: 
forded you every day in the course 
of your work. Become a fully com: 
petent craftsman and above all do it 
all cheerfully and create warmth and 
friendliness for yourself and your 
company in every customer you con- 
act. : 

2. Be a salesman. Did you ever 
hear this definition of a salesman’? 
A salesman is a “want creator”! Now, 
let’s stop and think about that—a 
“want creator”! How many of you 
can think of something you want 
badly that as far as you know doesn’t 
exist? Before anyone buys anything, 
they have to know it exists and they 
have to want it. In the 10 years be 
tween 1940 and 1950, only 50% of the 
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it means that it was MADE-READY before delivery to 
the owner with the greatest of care; not only with all mechanical 
parts checked, adjusted, inspected... but minute details get 
such thorough attention that a Trinity Steel Truck Tank is 
easily distinguishable anywhere. 


it means that it is backed by the foremost Fabricator 
anywhere; an organization with just one purpose: to assure 
Trinity Truck Tank owners complete satisfaction with their 
units — to the very last day of ownership. 


Don’t you want to join the hundreds of owners 
of Trinity Steel Truck Tanks that know how 
much. this insignia means? 


Write @ Wire © or Phone 
for detailed information 
and prices. 
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gas ranges in use in 1940 were re- 
placed by 1950. That is a replace- 
ment rate of only once every 20 years. 
In calling on your customers in their 


homes you can make them want a - 


new modern gas range. Whether you 
actually take an order for a range or 
not, you can be a salesman if you 
create a want. And the gas industry 


must have salesmen—“want cre- - 


ators”—if the trend toward electric 

ranges and refrigerators is to be 

stopped and its direction reversed. 
The price of gas in the field is go< 


ing up. According to the U. S. Bu- 
reau of Mines, the average field price 
of gas more than doubled in the seven 
years from 1945 through 1951. I have 
no figures available for the average 
to date but I am sure that the price 


~ has increased greatly since 1951. I 


quote from an address recently de- 
livered by Pratt Rather, president of 
Southern Natural Gas Co. and pres- 
ently president of the Independent 
Natural Gas Association of America: 
“T understand that from January 
1950 to August 1952 rate applications 
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for increases in the price of gas, 
amounting to approximately $200 mil. 
lion a year, were filed with the Fed. 
eral Power Commission.” Imagine 
that—$200 million per year and bear 
in mind that many companies—all 
intrastate companies—do not have to 
apply to the Federal Power Commis. 
sion for rate increases. 

What I’m trying to show you is 
that the cost of the commodity we 
sell is going up—going up rapidly in 


most places. We are losing our old 


competitive price argument—not that 
gas is not still cheaper than competi- 
tive fuels in most cases, but the mar- 
gin is becoming smaller. It is becom. 
ing increasingly more important that 
each and every one of us understand 
our responsibility to ourselves, our 
company and our industry to make 
our customers want gas and by 
proper utilization of appliances con- 
tinue to want it. Through the nature 
of your jobs you can contribute 
mightily to your industry’s problem 
if you will accept your responsibil- 
ity. I sincerely hope you will. 





Rain, Rain — 
Come Again Another Day 
This is the story of a refrigerator 


salesman who believes in doing to- 
day what you may put off until to- 


, morrow. Obviously, he never heard 


of “manana.” 

It’s the story of “Al” Taylor, a 
salesman of the Haverhill Gas Co. 
One night recently he was prepared 
to visit two prospects for a Servel 
automatic “Ice-Maker.” But Al’s car 
wouldn’t start. 

Undaunted, Al borrowed his 
daughter’s bicycle -to make the trip. 
He began his journey in jaunty spirits 
with the thought that this, indeed, 
was the life of a salesman. 

Suddenly the skies-opened up. In 
a matter of seconds he was drenched. 
A man of lesser heart would have 
turned back, but not Al. 

He walked into the home of his 
first prospect, apologizing for drip- 
ping water on the kitchen floor. His 
apology was accepted, for Al com- 
pleted the sale of an automatic “Ice- 
Maker.” 

It was still raining when Al left 
the house to go to see his second 
prospect. By now the was wishing 
that he had pontoons on the bicycle. 
Even without pontoons he made it— 
and sold his second “Ice-Maker.” 

Al is now convinced there's 4 
silver lining in every cloud. 
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Answers to Problems 
on Page 84 of 
the September Issue 


Problem 1. (A) If the original 
heater was not the “quick recovery” 
type it is probable that one of these 
can be substituted, and supply the 
needed increase in hot water. (B) 
Water heater diameters are not 
standardized. You might possibly be 
able to procure a 40-gallon heater 
that would fit in the same enclosure, 
leaving the necessary clearances. (C) 
Ifa heater of adequate capacity can 
not be installed in the present en- 
closure, ask the customer to con- 
struct a cabinet of suitable dimen- 
sions in another part of the house or 
garage, or install the heater without 
enclosure in the service porch. 

(In any of the above cases, be sure 
to check the ventilating registers of 
the enclosure, to be sure that they 
are large enough for the burner.) 

Problem 2. The hazards are possi- 
ble overheating of the adjacent com- 
bustible construction, and possible in- 
complete combustion of gas. The air 
requirements might also exceed the 
capacity of the ventilating registers. 
We suggest that you should ask the 
customer to have the heater approved 
by the competent local authority be- 
fore starting the burner in regular 
service. The advisability of such 
changes is questionable, and when 
the customer realizes the difficulties 
which might follow he is much more 
likely to have the job done right. 

Problem 3. (A) See that the pilot 
is the 100% safety shut-off type. (B) 
Check the burner orifice—if it is ad- 
justable, or the wrong size, put in 
a fixed orifice of the correct size for 
LPG. (C) Set the heater up in a posi- 
tion that provides at least 12 inches 
clearance from the nearest combusti- 
ble construction. (D) If on a com- 
bustible floor, see that, same is pro- 
tected in accordance with the ap- 


plicable code. (E) Install whatever 


venting and ventilation is necessary. 

Problem 4. The accident was 
caused by expansion of entrapped 
water due to the’ normal heating. 
Remember that the storage tank was 
below maximum temperature follow- 
ing the use of water in the showers 
—it filled completely with cold water, 
which expanded as it heated, and 
there was no place for the pressure to 
escape. The necessary safety equip- 
ment consists of a pressure relief 
valve, which should be installed in 
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Do it FAST 


with RCA 2-Way Radio! 


“*Fifteen-minute service—when you need 
it.”. That’s the promise Mr. Sullivan 
makesto his customers since he equipped 
his fleet with RCA 2-Way Radio. 

Shore trucks, covering a 35-mile radi- 
us, can. be contacted at any time to 
handle emergency calls. No need to send 
out another truck, no need to wait for 
a truck to come in. 

When a call comes in, the dispatcher 
contacts drivers in the area of the call. 
Within a few seconds, he assigns a 
driver to make a direct delivery—with- 
out disrupting routings—without ex- 
pensive back-tracking. 

Check the extra service you can give 


—says William H. Sullivan, 
Pres. and Gen. Mgr. 
Shore Gas and Oil Co. 


and the running time you save with RCA 
2-Way Radio. Contact the RCA Com- 
munications Specialist at your RCA 
Regional office, or MAIL COUPON. 


DO IT BEST with RCA 2-Way Radio 


Here’s why fleet operators all over the 
country are specifying RCA 2-Way 
Radio: 

EASY TO USE as your telephone - 
COMPACT—takes no more space than 
a spare tire » TOUGH—takes rough 
use « RELIABLE—engineered by the 
leaders in electronics * PRACTICAL— 
easily serviced by the nation-wide RCA 
Service Company. 


RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT 


Please send me your new bulletin 
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RCA Engineering Products, Communications Division, Dept. 204V - gilt 
Building 15-1, Camden, N. J. 


“*15-minute Service When You Need It.” 


CAMDEN, HM. J. 
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Zone. State 
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the hot water outlet line and vented 
to the outside of the building in such 
a way that neither escaping hot water 
or steam could cause personal in- 
juries to any bystanders. Some au- 
thorities require pressure valves in- 
terconnected to the gas burner to 
close off the gas supply in case ex- 
cessive pressure develops. 

Problem 5. The laboratory tests on 
which incinerator clearance regula- 
tions are based can measure only the 
heat input from the gas burner. The 
heat that will develop from the “load” 
is unknown, so it is necessary to 
make allowances for the most severe 
condition that may be encountered. 

Problem 6. The obvious reason for 
the regulation prohibiting the use of 
draft hoods on incinerators is to pre- 
vent the discharge of objectionable 
odors of burning rubbish into the 
house as the result of backdrafts. 
There is in addition the possibility 
that the fumes may be poisonous. The 
draft hood is designed to prevent 
blowing out of the burner or pilot by 
back-drafts. A suitable internal sub- 
stitute is included in the design of 
the approved incinerator, making the 
external draft hood unnecessary. 


i 


Questions for Review 


Problem 1, Each ingredient used in 
L. P. gas (butane, propane, etc.) has 
its own boiling point, and its own 
range of pressures in relation to tem- 
perature. Mixtures have pressure 
characteristics in proportion to the 
percentages of the ingredients in the 
mixture, as shown in the accompany- 
ing diagram. Commercial propane 
reaches the “pop-off” pressure of the 
125 psi relief valve in the butane tank 
at about 80 deg. F., so a little sunshine 
on the tank is all that is necessary to 
raise the pressure high enough to 
cause the valve to open. Propane 
should never be stored in a butane 
tank. Some operators remind their 
delivery men of this precaution by 
attaching a permanent tag, “Put noth- 
ing but butane in this tank.” Others 
paint a red “B” adjacent to the filler 
fitting on the tank. 

Problem 2. The man had forgotten 
to turn off the appliance cock after 
the fire went out, and before he re- 
connected the filled cylinder. This is 
the cause of a high percentage of the 
trailer explosions. A dual cylinder 
system with either a manual or an 


automatic changeover would have 
provided partial safety. With either 
changeover control, the same thing 
might occur if he allowed the second 
cylinder to become empty. Complete 
protection could have been provided 
by installing a Rego three-way cut. 
off valve (which closes with a crop 
in pressure, and can only be reopened 
manually) next to the stove. 





Harper Wyman Establishes 


All-Time Safety Record 


A record of 5,349,270 consecutive 
man hours without a disabling injury 
is the achievement of the Harper 
Wyman Co. of Chicago which was 
recently cited by the National Safety 
Council. In commending the Harper 
Wyman organization, manufacturers 
of valves for the gas industry, the 
National Safety Council stated “to 
our knowledge, this is the longest 
injury-free period achieved by any 
manufacturer in the heating equip. 
ment industry.” 

The period covered by the award 
extends from Jan. 14 of 1944 through 
Dec. 31 of 1952. Actually a new mark 
is still being set as Harper Wyman’s 
record remains unblemished. 





EVERYTHING FOR 


LP GAS STORAGE & TRANSPORTATION 


LASTING USEFULNESS 


Compare your requirements for LPG transportation 
with the features of our new 5500 gallon trailer. 
You'll discover that it measures up to all your 


expectations for strength, for long life, for real 
utility. Here is an unparalleled example of the 
craftsmanship and know-how which make Superior- 
made products foremost in the LPG industry. What- 
ever you need for transport or storage, large or 
small, Superior makes it— and makes it better! 


130 


Superior 


MFG. COMPANY 
4110 N. E. EIGHTH 


AMARILLO, TEXAS 


ALL INQUIRIES ANSWERED PROMPTL* 
PIONEERS IN HIGH PRESSURE LPG TRANSPORTATION EQUIPMENT 
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Caloric Adds Service 
in Southeastern States 


Jane Dowdy 


Miss Jane Dowdy, home economist, 
has been added to Caloric Stove’s 
Southeastern district staff to assist 
L. P. gas dealers in promotion of 
appliances. 

Miss Dowdy, a graduate of Auburn, 
will aid in the development of a 
school program for Caloric, as well as 


cooking demonstrations in coopera- 


tion with dealers and the Caloric 
dryer promotion. 

Formerly with Alabama Gas Corp., 
Birmingham, Miss Dowdy partici- 
pated in their weekly TV show over 
WAFM-TV. 


Suburban Gas 
Expands Service 


Acquisition of the Butane Distrib- 
utor firm of Yuma, Ariz., by Subur- 
ban Gas Service was announced by 
Suburban president W. R. Sidenfaden 
recently. The purchase marks the 
expanding service of Suburban into 
rural Arizona. 


With plants in Perris and Hemet, 


Calif, Suburban serves rural resi- 
dences through 20 operating subsidi- 
aries. The firm’s entrance into the 
Arizona area will be accompanied by 
its successful Metergas system em- 
ployed in the California territory. 


General Gas Opens 
Store in Mississippi 


Formal opening of the General Gas 
Corp. store at Laurel, Miss., was held 
recently, marking the 37th retail out- 
let for the Baton Rouge firm. 

Announcement of Howard Cole of 
Laurel as the district resident man- 
ager for the new store was made by 
l. W. Patterson, vice president and 
sales manager of the parent firm. 
Assigned as office manager was 
Frank Barrett, long associated with 
the state motor vehicle office. 

Visitors at the opening of the new 
butane and appliance business re- 
ceived numerous prizes, among them 
800 gals. of butane and a General 

‘Economatic” range. 
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Bubble-tight 
Primary 
Shut-off in 


LPGAS LINES 


Underwriters’ Laboratories, major LP gas producers*, and Liqui- 
fied Petroleum Gas Commissions of several States* approve Okadee 
Valves for primary shut-off in LP gas lines. In addition, Okadee 
Valves are used in virtually all types of gas and liquid lines at 
pressures to 600 p.s.i. and temperatures to 800°F.—wherever @ 
perfect seal, low maintenance and long life are necessary.: 


Get complete data, including material specifications, on 
Okadee Valves — and newest Underwriters’ Laboratories test 
report — without obligation, today. 


*Names on request. 


@ A.S.A. Standard dimensions 

@ Sizes from 14’ to 6” 

@ Single- and double-seated disc 
valves 

@ Hard-faced valves and seats ... 
perfect metal-to-metal seal 

@ Self-cleaning, self-compensating 
valve discs 

@ Lever, rack-and-lever, or worm- 
gear operation 


@ Non-lubricated 

@ No wedge action 

@ Valves and seats wear in instead 
of “‘wearing out” 


@ All parts quickly replaceable in 
the field 


@ Inside and outside stem packing 
- - - double assurance against 
stem leaks 


Underwriters’ Laboratories Reexamination Service Guide , 
No. 141 A3.1.22, File MH5163. SL Screwed Type Series 
and Series 15 and 30 Flanged Type Okadee Valves are suit- 


able as a positive shut-off in LP gas pipelines and other LP \ 
gas applications for a working pressure of 250 p.s.i. 


Ss 


Write for Bulletin No. 51FL 


| OK) 





Cladee company 


332 South Mich 


jan Avenue 





American Tank & Mfg. 
In New Dallas Plant 


A new plant and office located on 
a 10%4-acre tract at 2136 W. Com- 
meree St. in Dallas now accommo- 
dates American Tank & Manufactur- 
ing Co. The new headquarters, which 
- features paneled executive office with 
television and fireplace and a deluxe 
customers’ lounge, includes parking 
facilities and plans for a bricked-in 
patio for entertainment of customers 
and guests. 


Over-all dimensions of the new of- 
fice are 40 ft. by 40 ft. and of the 
plant 60 ft. by 165 ft. Three assembly. 
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. in L. P. gas also Cities Service means Good Service 


@ A DEPENDABLE SOURCE 
@ UNIFORM PRODUCTS 
@ A CAPABLE SUPPLIER 
@ TWENTY-FIVE YEARS EXPERIENCE 


CITIES SERVICE 


CO. 


DELAWARE 
Bartlesville, Okla. 
‘ OTHER SALES OFFICES 


Chicago, IIlinois 


Cleveland @ St.Paul ¢ Kansas City © Toronto 








lines, beginning at the back of the § 


plant, produce all sizes of systems, 


_ transport tanks, motor fuel and trac. 


tor tanks. Seven bays for mounting 
trucks and other special assembly 
work are connected to the main 
plant, and storage and equipment 
supply rooms are located off the main 
plant. 


Virginia LPG Firm 
Plans New Quarters 


A new $94,000 service building will 
be built by Virginia Gas Distribution 
Corp. of Staunton, Va:; Manager M. 
O. Wiggins has announced. 

The two-story masonry structure 
will contain an auditorium and 
demonstration kitchen, a meter shop, 
and storage for materials, automotive 
equipment and tools. 

Virginia Gas Distribution serves 
customers in northern Virginia and 
the Shenandoah Valley. 


New LPG Firm 
Formed In Tulsa 


P. C. Walter, Tulsa, recently 
formed a new company, known as 
Mallard Petroleum Co., to engage in 
the wholesale marketing of L. P. 
gases and natural gasoline. Offices of 
the company have been established in 
the Drew Building in Tulsa, Okla. 

Prior to the formation of the com- 
pany, P. C. Walter had been assistant 
sdles manager of the L. P. gas depart- 
ment of Sunray Oil Corp. He was 
also associated with the L. P. gas 
division in Wisconsin of Warren 
Petroleum Co. 


Florida Dealer 
Holds “Open House” 


A new modern building was the 
occasion for the recent “open house” 
held by Coastal, Inc., Panama City, 
Fla., LPG firm. 

Coastal, Inc., in addition to selling 
bottled gas, handles a line of gas and 
electric appliances. The com); any 
maintains 20 employes, of which J. 
D. Holmes is president and J. A. 
Holmes, manager and seeretary 
treasurer. 
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New York Firm 


| with the removal of two large gas 











































Expands Service 


Household Service, Inc., Lowville, 
N. Y., firm distributing metered gas 
service, is now supplying gas to cus- 
tomers of the Lowville Gas Corp., 
which has gone out of business, John 
Ganey, manager of the former com- 
pany, announced. 

The changeover was completed 


tanks of the Lowville Gas Corp., 
which operated on a butane-air sys- 
tem, distributing gas service to 
homes through a network of under- 
ground mains. 


Far West Gas To 
Open Washington Branch 


Far West Gas & Appliance Co., 
established on the Olympic Peninsula 
since 1948, announced it will open a 
branch in Port Townsend., Wash., 
and that Riley North, formerly man- 
ager of the Olympic Gas & Appliance 
Co. of Townsend, will be the branch 
manager of sales and service. 

Far West Gas & Appliance estab- 
lished its propane gas storage plant 
in Sequim in April, 1948, and since 
then has opened branches in Forks 
and Port Angeles. 

A grand opening will be held, with 
gifts for the public. Opening specials 
will be offered by the firm, which will 
carry a full line of nationally known 
appliances and full equipment for 
sales, service and installation in the 
area. 


Picnics Can Be Profitable 
As LPG Goes to Barbecue 


In Redwood City, Calif., lives’ a 
businessman named H. E. (Rowdy) 
Holmquist whose hobby is outdoor 
barbecuing—for about 1500 persons. 
Holmquist is owner of the Redwood 
City Hardware Store, but he finds 
time to take his services and equip- 
ment to most outings. 

Holmquist’s hobby was only that 
at first—a hobby—but demand for 
his services became so extensive as 
to necessitate charging a fee; it’s still 
a picnic for the owner of the mobile 
barbecue unit, but it’s business, too. 

Holmquist’s equipment represents 
quite an investment: two trailers to 
haul an 8ft. long barbecue pit, a 

‘ butane-powered range with a cast 


ron top and warming ovens, two- 


Stainless steel army kitchens, a steam 
table, 17 Navy surplus dining tables, 
1300 stainless steel food trays and 
silver for 350 persons. Holmquist not 
only hauls all the equipment to the 
Picnic site, but sets it up and person- 





ally barbecues. 
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The Save-Way Air System, using 4’’ 
ducts, simplifies your installation 
work, reduces labor and material 
costs, provides the best there is in 
“every-room” comfort... at a price 
that is surprisingly low for this 
“ultimate” in heating. 

As pictured above, Janitrol FHS 
Units can be installed where most 
convenient . . . requiring no floor 
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space, yet offering easy access to all 
controls and connections. Together 
—FHS and SAVE-WAY—offer the 
greatest possible flexibility . . . latest 
heating principles . . . simplified in- 
stallations. .. and real opportunity 
for you. 


For complete information write for 
Bulletin JS-185. 


TOLEDO 1, OHIO 









USE PREFABRICATED 
SHEET METAL ITEMS 
iF YOU WISH 


Everything needed to 
complete a Save-Way Air 
System, including 4’ 
duct, fittings, register 
boxes and diffuser type 
registers are available as 
standard items from your 
regular suppliers. 
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$0 and 
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in 21/2to 4" pipe work 


NO. 2BR GEARED 
THREADER 


Put this popular Toledo, on 
your 24%” to 4” pipe. Watch 
it produce perfect tapered 
threads with top-speed ... and 
a minimum of effort. . 


EFFICIENT HAND OPERATION... 
Light weight... easy handling. 
Convenient carrying handles. 
Employs Toledo receding die 

rinciple...5 die segments... 
em we quality tool steel... 
three broad faced chuck jaws 
for easy centering. 


HIGH SPEED... Operated with a 
Toledo Power Drive, the 2BR 
will thread 4’’ pipe in less than 
2 minutes! 


ORDER THROUGH YOUR SUPPLY 
HOUSE... Write for catalog 11A- 
52. The Toledo Pipe Thread- 
ing Machine Co. Lacan 
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Measuring Errors 
In Dispensing LPG 


By Dan Perkins 
California Department 
of Weights and Measures 


In the following paper, I will at- 
tempt to point out some of the errors 
encountered in the measurement of 
LPG during my experience as an 
engineer in this field. 

The bulk of the LPG sold within 
the State of California is measured 
in the liquid state in U. S. gallons of 
231 cubic inches. At the present time 
no correction is allowed to the dealer 
and sub-dealer for expansion and 
contraction due to temperature dif- 
ferences. The only temperature cor- 
rection now being made is by the 
producer at the source of supply. It 
is hoped that the meter manufactur- 
ing industry will develop an inex- 
pensive automatic temperature cor- 
recting meter, which will-enable the 
LPG dealers to reconcile their sales 
with their purchases. At the present 
time, the only corrective method per- 
mitted in California is to allow the 
dealer to increase the price sufficient- 
ly to compensate for temperature 
variations. 

From a sales method standpoint, I 
am dividing the possible errors into 
several categories. First, Dealer and 
Sub-Dealer Sales in Gallons: The 
main cause of these errors is inade- 
quate or no inspection by Weights 
and Measure Officials. LPG meters 
should be routine checked .at least 
once a year and preferably semi- 
annually. They should be checked im- 
mediately on request. 

Undoubtedly the greatest single 
cause of meter error in the past has 
been due to faulty installation. Such 
things as no strainer or too large a 
mesh strainer causing excessive wear 
on the meter, poor pumps, no auto- 


matic by-pass, no method of vapor ' 


elimination—have all had their part 
in contributing to metering errors. 

It is a peculiar thing, but many deal- 
ers that are very careful with their 
bookkeeping and cash have made the 
statement “That’s a fine old meter, 
hasn’t had a thing done to it for four- 
teen years.” 


_ The majority of meters have a defi- 
nite rate of slip; in other words, a 
given amount of LPG will flow 
through the meter without turning it, 
and as the meter wears this amount 
increases and may vary from a tenth 
of a gallon or so per minute to four or 
five gallons per minute. Naturally, 
the longer it takes to fill a given size 
container, the more gallons are given 
away. A slowdown of the metering 
rate may be the result of worn pump- 
ing equipment, gummed up meters, 
clogged screens, undersized pipe line, 
long small hoses, filling through POL 
valves, not using a vapor return hose, 
poor back pressure valves and leaky 
vapor eliminator valves, The use of 
an oversized meter is also a cause for 
considerable loss. The larger meters 
rated at forty to fifty gallons per 
minute will not accurately meter at 
seven or eight gallons per minute. It 
will deliver a “long” gallon. 

A surprising number of broken 
parts have been discovered in meter- 
ing equipment during routine checks, 
thus contributing to another direct 
cause of error—ignorance of proper 
repair methods. I have found gears 
reversed, the wrong gears, worn out 
measuring chambers merely cleaned 
and reinstalled, worn out piston 
leathers and worn cylinders. All the 
meter manufacturers have booklets 
available on the repair of. their me- 
ters. It would appear to me that with 
an instrument that is just as import: 
ant as the cash register a dealer 
should take the time to secure these 
instructions and read them and un- 
derstand them. It is surprising the 
number of dealers who allow small 
leaks to exist—besides being a fire 
hazard, they work against him 24 
hours per day. 

The next category is complaints by 
the purchaser. Again the main rem- 


*Presented at the recent annual 
meeting of the Utah Liquefied Petro- 
leum Association, Salt Lake City. 
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Factory Tested 
for trouble-free use 
with L. P. gases 


rom Miami to Vermont...and Alaska to 


tion, MOLLY serves the 


Extra Warmth 
from exclusive 


Holly S-H-E* 
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L. P.G. industry 
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No Loss of 
Efficiency due 
to pulldown 


AGA approved under American 
Standards for Central 
Heating Gas Appliances. 





Tijuana... the L. P. G. Industry is relying on 
Holly NarroWall recessed heaters for more 
warm air circulation and better heat dis- 
tribution. The *Secondary Heat Exchanger 
(Pat. 2602441) adds to comfort by heating 
and discharging air drawn from floor level. 
No hot walls or foggy windows. Easily 
installed! 





HOLLY MANUFACTURING CO. 
917 S. Arroyo Pkwy., Pasadena 2, Calif. 


Without obligation please send me complete 
facts about Holly NarroWall designed for 
L. P. gases. 
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TANK DIMENSIONS 


-Propane Storage Tanks at 
DOWNINGTOWN are electric 
arc welded construction; welds 
spot checked with x-ray for 
200# W.P., in accordance with 
Paragraph U-69 of A.S.M.E. 
Code for Unfired Pressure Ves- 








18000 GAL TANK. GROSS CAPACITY U. S. GALLONS 


sels — Hydrostatic tested at 
400# W.P. or 2504 W.P. ac- 





| 15480 | APPROX. PROPANE CAPACITY GAL. (86% OF GROSS) 


cording to Paragraph U-201 of 





| 200 WORKING PRESSURE A.S.M.E, PAR. U-69 CODE 


A.S.M.E. Code and the A.P.1. — 
A.S.M.E. Code. Construction 





| 94” INSIDE ‘DIAMETER, INCHES 


meets Codes as specified above, 





| 47’.4” | TANGENT LENGTH 


National Board of Fire Under- 
writers and other approval 








| 51’-3” ‘ LENGTH INSIDE TO INSIDE OF HEADS 


agencies’ requirements. We'll 
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be glad to comply with your re- 





quest for further details. 
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edy for this is adequate and frequent 
inspection by Weights and Measures 
Officials. Broken diaphragms in back 
pressure check valves are probably 
the greatest cause of the honest deal- 
er, unintentionally, shorting the 
buyer. When these diaphragms 
break, if they are properly installed, 
it allows liquid which has been me- 
tered to return to the truck or storage 
tank instead of being delivered to the 
purchaser. Ignorance of proper repair 
methods is again an unintentional 
cause of shorting the buyer. 


A good illustration of this is the 
installation of a new measuring 
chamber in an old meter. The old 
meter has had the gears in the coun- 
terhead changed to compensate for 
slippage and many mechanics do not 
know that these must be changed 
back to the same ratio as used on a 
new meter when a new measuring 
unit is installed. In other words, al- 
ways remember that any counter 
regulation or adjustment is made for 
a particular measuring element and 
when that measuring element is 




















ATMOSPHERE CRANKCASE. 
PRACTICALLY MISTAKE PROOF. Least skill 


EXACTLY RIGHT SIZE. 


POSITIVE PROTECTION 
AGAINST LIQUID. 


required for operation. 


AIR COOLED 
WILL LOAD DELIVERY TRUCKS, TOO. 


CAN’T PUMP CRANKCASE 








208 E. Grand Oklahoma City, Oklahoma RE6-6518 
EASTERN OFFICE: 916 PUTNAM AVE., PLAINFIELD, N. J. PHONE PL 7-1305 








changed, the ceunter adjustment 
must be changed. This can also work 
in reverse where a new counter with 
a new meter gear setting is installed 
on to an old measuring element. 


A very frequent cause of shorting 
the buyer is not priming the filler 
hose. Many delivery trucks have 
more than 100 feet of hose draped 
around them and exposed to the sun. 
In the runs between deliveries, this 
hose absorbed heat and vaporized the 


. LPG. The customer gets the vapor 


measured as liquid. This can be cor- 
rected to some extent by using pro- 
tected hose reels. Another cause 
which is fast being remedied is spin- 
ning the meter. This can be eliminat- 
ed entirely by the use of a good dif. 
ferential back-pressure check valve 
properly installed. On meters which 
do not have this type of valve it can 
be eliminated by slowly opening the 
filler valve, particularly when filling 
an empty tank. 

Expansion due to high tempera. 
ture is still another way of shorting 
the buyer by giving him a diluted 
gallon in hot weather. Excessive 
blowing of vapors to atmopshere in 
order to fill a tank with a poor or 
worn out pump also shorts the buyer. 
Inasmuch as the LPG business is a 
repeat business, deliberate cheating 
or falsifying usually results in the 
dealer losing his customers. This 
cause is probably at the bottom of the 
list. In our first survey in California, 
we concluded that this error was ap- 
proximately two per cent. 


Inadequate Inspection 


We will now take up sale in the 
liquid state, but by weight. The most 
common cause of errors in this 
method is again inadequate inspec- 
tion by Weights and Measures of- 
ficials. Scales may be rusted up, out 
of order or broken. The use of non- 
code cylinders without tare weights 
also aid in error. Carelessness in 
filling and excessive bleeding of va 
por to atmosphere also help contrib- 
ute. It is a common practice to sell 
LPG in small cylinders using the ten 
percent valve to determine the 
amount delivered, charging a mini- 
mum price regardless of the amount 
of fuel actually delivered. Many of 
the trailerites have discovered that 
they can get about a half gallon more 
in a five-gallon cylinder by removing 
the ten percent valve and breaking 
off the extension tube. This creates a0 
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extremely dangerous condition be- 
sides cheating the dealer of a half 
a gallon. If the employe who fills the 
bottle is not very careful this condi- 
tion will not be discovered. 

There has been a considerable in- 
flux of non-code tanks in the western 
states during the past years. Many of 
these tanks are actually larger than 
represented. Six and even seven-gal- 
lon cylinders have been represented 
as fives. The obvious remedy for this 
is to weigh all fuel sold, whether a 
minimum is used or not. We are ask- 
ing our dealers in California to estab- 


lish a price per pound, and to show © 


the pounds actually delivered and the 
cost thereof, and if there is a differ- 
ence between this amount and the 
minimum to show it as a service 
charge. 


Certified Calibration 


The next-category will be the Sale 
of LPG by Calibrated Measure. This 
method mainly concerns the sale or 
purchase of gas in large quantities, 
such as a tank car or transport truck 
or trailer. Shortages may be caused 
by not requiring certified calibration 
of the container. They may be also 
caused by overfilling, or by not using 
the correct specific gravity in calcu- 
lating the net gallons at 60 degrees. 
Errors may be also caused by too 
much vapor return allowance. Or by 
overfilling due to breakage of outage 
valve extensions. In other words 
adequate and frequent inspection by 
Weights and Measures officials will 
help to control these shortages. 

Buyer shortages may be caused by 
not seeing that the transporting ves- 
sel has a certified calibration of con- 
tents. Probably the greatest single 
cause of buyer shortage is under- 
filling. Much of this is not deliberate, 
but is caused by rapid filling with 
warm fuel and not allowing sufficient 
time for vapor bubbles to condense. 
This can be corrected by a slight in- 
crease in pressure in the tank being 
filled towards the end of the filling 
run and allowing time to settle before 
topping off again. Incorrect specific 
gravity in calculating the corrected 
volume of 60 degrees may also cause 
shortage. Not emptying the trans- 
porting container or being unable to 
empty this container is another com- 
mon cause of error. 


We are attempting to get the trans- 
porters to correct this condition in 
their equipment by not giving them 
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in L-P Hose Connections / 


“G J-BOSS” 


GROUND JOINT FEMALE © 
COUPLINGS—STYLE X-34 


Without equal in efficiency, durability and safety for all L-P Gas 
hose connections. Ground joint union between stem and spud as- 
sures leakproof, trouble-free seal. Furnished with super-strong 
“Boss” Offset and Interlocking Clamps. All parts steel or malleable 
iron, thoroughly rustproofed. Sizes 14” to 6”, inclusive. Also avail- 
able in washer type, and with companion “Boss” Male Couplings. 
Stocked by Manufacturers and Distributors of Industrial Rubber 
Products. . 


DIXON Vide ¢ é Coupling C g 0. 


GENERAL OFFICES & FACTORY PHILADELPHIA 22, PA. BRANCH 


AINGHAM + LOS ANGELES - HOUSTON «+ DIXON VALVE & COUPLING C 


AUTOMATIC INCINOR 


GAS-FIRED INCINERATOR 


A “MUST” in Homes with Automatic Heat 
A FULL-PROFIT LINE ° NO TRADE-INS 


INCINOR IS APPROVED BY A.G.A. LABORATORIES 


ACT NOW FOR COMPLETE DETAILS 
INCINERATION DIVISION, BOWSER, INC., CAIRO, ILL. 








credit for any retention in a container 
when calibrating it and certifying its 
capacity. In the past, certain unscrup- 
ulous transporters have used both 
liquid fuel and vapor from the main 
tank to operate their equipment. 
Others have made split deliveries 
using their rotary gauge to determine 
the quantities delivered, which has 
resulted in many unfair and inaccu- 
rate billings. Leaks in pump and 
valve packings and in hoses, fittings 
and pop valves are also a cause of 


loss. In California we believe that 
LPG transporting equipment should 
be re-calibrated every fifth year to 
insure that outage valve extensions 
have not been broken and that the 
equipment is in good shape and free 
from dents and leaks. 

The next category is Selling by 
Vapor Volume. This method is rap- 
idly becoming popular in the West. 
It has many advantages from a rout- 
ing and storage standpoint for the 
dealer. Again let me stress that the 
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RHT, 1712” long, weighs 3 Ibs., copper | 


bronze head 2-3/16” dia., 45° angle. 


LP-Gas Torches 


and Furnaces 


FOR WINTER WORK 


Here’s real cold weather seller—several dealers have sold 100 to 
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flame holds steady in icy winds 


and drafts, makes this RANSOME RHT torch ideal for thawing pipes, 
pumps and equipment. Trigger valve available for intermittent work. 
Burns 1 gal. LP-Gas in 90 mins. at 10 Ibs. Lights instantly even at 


30° below. 


BUILDS SUMMER 


FUEL LOAD, 


TOO 


RANSOME RHT torch has plenty of summer uses—melting 
lead, babbitt and white metal; pipe bending, preheating, 
fender repairs, singeing, weed-burning, flame cultivating, 
disinfecting, paint burning, ‘etc. Sells to oil fields, farmers, 
garages, machine shops, factories, sheet metal shops, 
contractors, public utilities, etc. if 


Stock NOW. Write TODAY for price list, discounts and 


catalog. 


P-2S Furnace makes good space heater (removable 
hood available). No fumes, smoke or soot. Designed 
for melting lead, glue, paraffine, asphalt, etc. 


RANSOME COMPANY 


Liquified Petroleum Gas Division 
ROOM Al10 « 4030 HOLLIS STREET e EMERYVILLE, CALIF. 
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main remedy for any errors occurring 
when this method is used is adequate 
and frequent inspection by Weights 
and Measuring officials. Probably the 
most common cause of errors when 
using this method of dispensing jis 
due to improper installations. These 
may be caused from inadequately 
sized pipe line, too small meters, too 
small or inaccurate pressure reduc. 
ing valves, excessive temperature 
variations, constant changes in pres. 


_ ,sures while being metered, no correc. 


tion factor being used with high pres. 
sures, no ‘correction. for altitude. 
changes in fuel consistency, errors in 
reading meters and errors in setting 
up selling price structure. 

Vapor meters should be kept up in 
good condition and not allowed to 
wear out on the job. In California 
we have tentatively decided to at. 
tempt to inspect all vapor meters dis. 
pensing LPG and not coming under 
the Utility Commission, at least every 
five years. We will ask the dealers to 
carry ten percent more meters than 
they actually have in service and to 
have semi-annually installed this ten 
percent, removing the oldest meters 
first and assembling them in a central 
place where they may be tested by 
Weights and Measuring officials. We 
hope that at the end of five years we 
will be able to have every meter in 
service sealed by the Bureau of 
Weights and Measures. This program 
will take considerable education on 
both the part of the Weights and 
Measures officials and the dealers. 


Uniform Measuring Unit 


We have insisted that a uniform 
measuring unit be used in California, 
namely, the cubic foot. I recently dis- 
covered a set-up where a one-thou- 
sand-gallon tank was supplying six: 
teen services, using six different 
methods of servicing and three differ- 
ent delivery pressures. This tank was 
originally connected to six services 
but as time went on more and more 
were added, including considerable 
heating load and a dry cleaner’ 
steam boiler. When this tank was 
checked the outside temperature was 
about sixty degrees; however, due to 
the very rapid withdrawal of gas, the 
temperature of the vapor being me 
tered was less than twenty degrees 
This caused a considerable loss to the 
dealer. This dealer did not realiz 
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BROAD PLAME 
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that there was such a thing as a pres- 
sure correction. Some of his sixteen 
customers were getting a very gen- 
erous supply of fuel at a low price 
while others were really paying 
through the nose. We realize that we 
still have many meters registering in 
pounds, butane units, therms, and 
many other so called units of meas- 
urement, but with the addition of 
more help we hope to eliminate every- 
thing except those registering in 
cubic feet. 

The next category will be Sale to 
Automotive Equipment at Service 
Stations. Besides the problems I have 
already outlined service stations have 
certain problems of their own. In- 
asmuch as it is general practice not 
to use the vapor return, it is essential 
to have a good pump and a meter 
that will measure accurately at vary- 
ing filling rates. 

Meters used on service stations 
should be kept in excellent condition 
and frequently checked as this type 
of installation subjects the measure- 
ment equipment to about the hardest 
use in the LPG industry. Many of the 
filling islands are several hundred 
feet or more from the supply tank and 
with the growing substitution of pro- 
pane for butane it is essential that 
the supply lines are adequately sized 
for the job. We have found it a good 
practice to install a. supplemental 
pump by-pass valve at the meter. 
This valve could be checked at a 
slightly lower pressure than the by- 
pass valve at the pump, causing the 
feeder line to circulate by returning 
excess liquid through the vapor re- 
turn line. When this type of installa- 
tion is used, the pump should be 
turned on first before connecting the 
filler hose, allowing the line to circu- 
late and eliminate vapor bubbles. 


Most truckers are in a hurry and 
want a filling rate of 30 gallons per 
minute or mere, if possible; hence it 
is customary to use a one-and-a. 
quarter or one-and-a-half inch meter 
with about a two-inch pump for this 
type of service. We do not advocate 
using such a set-up to fill five-gallon 
bottles. The restriction caused by the 
POL valve slows the meter down too 
much, with resulting slippage. It 
would be much better to install a 
bottle fill meter of a smaller size or a 


‘scale at a convenient location. 


I trust that in the future the aver. 
age dealer will at least try to check 
up on the accuracy of his dispensing 
equipment occasionally. There are 
several relatively simple methods of 
doing this. The delivery truck may 
be calibrated and complete dumps 
checked against the meter. Another 
good method is to install a large plant 
meter and fill the trucks through this 
meter, checking the amounts deliv. 
ered to the trucks against their sales. 
A bottle of known capacity may be 
set aside and occasionally filled. 

In other words, check your measur- 
ing equipment as you would check 
your cash, and you will greatly re. 
duce your errors. I realize that this 
discussion is far from complete and 
there are probably several hundred 
more causes of error which have not 
been taken up. We will attempt to an- 
swer specific inquiries direct by mail 
as time permits. You may contact me 
through the Bureau of Weights and 
Measures, Mull Building, Sacramen- 
to, California. I trust that this paper 
will cause the buyers and sellers of 
LPG to give some thought to the 
metering equipment in use and to 
secure help in checking these dis- 
pensing devices from the Weights and 
Measures officials in their locality. 








Latest addition to the Ripley Gas Service Co. of Ripley, Ohio, is the new Model 

1600 L. P. gas truck tank built by Butler Manufacturing Co. of Kansas City. 

Mounted on a Dodge truck, the new unit is equipped with Corken Model 50 
pump, Neptune meter with Print-O-Meter register and Ensign carburetion. 
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PROPANE TRUCK TANKS 


In streamline (illustrated) and walkway Y 


types, 1,181 gal. to 1,700 gal. water capacities. Constructed 
in accordance with A.S.M.E. Code, par. U-69, 200# w.p., or 
A.S.M.E. Code, 1950 edition, 2504 w.p. Mounted on your 
chassis complete with valves, fittings, pump, hoses. Unit 
ready for immediate use when picked up. Write for details. 





\ McNAMAR anv CROWLEY, Inc.. 


SALEM 5, ILLINOIS 











EVERY DROP OF GAS, including resid- 
ual vapors, is removed from tank cars 
at Rural Gas Service. 


WORTHINGTON LPG TRANSFER UNIT 
is a compact, self-contained assembly 
comprised of compressor, motor, 
starter, suction surge drum, oil filler 
pot, valves and pressure gauges. 
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How Rural Gas Service gets 
all the gas they pay fer 


Large New England gas company installs 
modern Worthington transfer unit 


The Rural Gas Service in Westfield, Massachu- 
setts, supplies LP gas to some 40,000 customers 
throughout New England. Because theirs is a vol- 
ume business, Rural has to squeeze every drop out 
of the tank cars which deliver the gas to them. 

That’s why they installed the new, compact Wor- 
thington LPG Transfer Unit to move the LP gas 
from the tank cars to their storage tanks. The 
Worthington. unit gets all the gas, including the 
residual vapor. 

Take a lesson from Rural and don’t leave your 
profits in the tank car. Learn how quickly a Wor- 
thington LPG transfer unit will pay for itself in 
gas saved. Write for Bulletin H-609-B1A to Wor- 


thington Corporation, Harrison, New Jersey. 
N.3.4 


SA Be << 








it says LOOK OUT 


@ The accepted standard odorant 
for natural or liquefied petroleum 


gas — gives sure but harmless. | 


warning. 


Purified — Moisture-free — PRO- | 


TECTS FIXTURES. Meets all 15 
qualifications of National Bureau 
of Standards. 











MALLINCKRODT CHEMICAL WORKS 
Mallinckrodt St., St. Lovis 7, Mo. 
72 Gold St., New York 8, New York 








Seal-Coated Sandstone Provides Key 
To Successful Cavern Storage of LPG 


By the development of_a chemical 
sandstone sealer that renders the Mis- 
sissippi river bluffs impervious to 
petroleum gases, United Petroleum 
Co. will be able to store some 2,500,- 
000 million gals. of LPG in the sand 
mines near Maiden Rock, Wis. 

Success came after 21 months of 
experimentation in the sand mines 
by United Petroleum, with Harold 
Geisse, company geologist, spear- 
heading the development of a sealer 
that had to be non-inflammable, non- 
poisonous, resistant to the near 100% 
humidity of the caves, and would 
completely seal a volatile gas. With 
the assistance of the West Chester 
Chemical Co., West Chester, Pa., a 
basic sealer was perfected into the 
highly elastic, impervious coating 
which provides the answer to one of 
the industry’s crying needs—satisfac- 
tory, low-cost storage. 

Plans for the construction of the 
underground storage are under way 
by United Petroleum. LPG will be 
shipped to Maiden Rock by rail and 
river barge, officials indicate. Tank 
trucks will deliver the gas from the 








Kee Up 


Storage depot to points throughout 
the Midwest. 

A major development in the indus. 
try, the underground storage venture 
has been closely followed by oil men 
throughout the nation, and the suc. 
cess of the project may inspire other 
oil companies to follow suit. 


- Trageser Expands 


LPG Tank Line 


Keeping pace with swiftly-rising 
farm, suburban, industrial and com. 
mercial uses of liquefied petroleum 
gas, the Trageser Copper Works, Inc., 
Maspeth, N. Y., has announced ex. 
pansion of its line of L. P. gas cylin. 
ders to include three large-size stor- 
age tanks, designed for economy of 
servicing and with capacity for all 
household, farm and factory needs. 

The new sturdy, yet light tanks, 
now in full production, come in 250, 
387 and 500 gallon sizes. Other “Tra- 
geser” cylinders are available in 
eight sizes, ranging from 20 to 420 
pounds. 

The new large-size “Trageser” L. P. 
gas systems, designed for above. 
ground storage, will save suppliers 
the time and expense involved in con- 
stant shuffling of the smaller refill 
bottles to customers, Mr. Trageser 
stated. For example, the new 500- 
gallon tank has five times the capacity 
of the largest previous Trageser cy]- 
inder, the 420-pound size. 


BUTANE PROPAIE 


B-P News brings you Facts, New 


Development S Ideas, New Methods, News and 
: Reports. You'll want to read every 


: chapter in the Safety Series. Don’t 
Every Month 


with L.P. Gas 


Conoco Plans Storage 
Near Big Lake Field 


Continental Oil Co. has asked per- 
mission of the Téxas railroad com- 
mission to construct a 2,000,000-gal. 
capacity underground storage cavity 
one mile west of the Big Lake field 
of Reagan county, west Texas. 

It would store liquefied petroleum 
gases from the Todd Ranch gasoline 
plant some 27 miles south of Big 
Lake. The cavity would be in a salt, 
believed to be 350 ft. thick, and in 
the Yates sandstone. The Todd Ranch 
plant now turns out 50,000 gals. a 
day of propane, butane and natural 
gasolines. 


miss an issue! 


SUBSCRIBE TODAY 





@ Subscription Order 


BUTANE-PROPANE NEWS ° 198 S. Alvarado St., Los Angeles 57, Calif. 


Start my B-P News subscription with the 
[] 1 Year $2.00 [-] Payment Enclosed 
[] 2 Years $3.00 C) Bill Me 
(Add $2.00 per year foreign postage outside of U.S.A., Canada, & So. America) “Opera tion Blue Flame’ 
TV Vehicle For Industry 


Dione Lucas, versatile television 
cook who demonstrates to house 
wives from coast to coast that cook 
ing can be an art, gives every appeal 
ance of becoming the gas industry's 


NAME 





MAIL ADDRESS 





_ CITY. ZONE STATE 





My connection with the LP-Gas Industry is. 
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frst nationwide TV star. 

A major feature of Caloric Stove 
Corp.’s “Operation Blue Flame,” Mrs. 
Lucas’ performances are on film, 
telecast over local stations, for the 
largest number of sponsors of any 
TV cooking show. Sponsors number 
both utilites and gas applance dealers. 

The reason for the show’s phe- 
nomenal growth is that it provides 
low-cost TV merchandising for utili- 
ties and dealers whose advertising 
budgets normally would not permit 
this high-cost medium. Caloric offers 
the films free, practically eliminating 
all production costs. Each sponsor 
writes his own commercials, and 
plugs his own sales promotion. 

Julius Klein,. Caloric president, 
sees the end result of “Operation 
Blue Flame” as an industry-wide pro- 
gram that can be nationally promoted 
while still retaining the distinctive 
advantage of pointing all commercial 
time to the specific sales objectives 
of each sponsor. 


Coleman Fall Campaign 
Uses Top Radio Shows 


Hitting at the peak of the heater- 
buying season, the Coleman Co. of 
Wichita, Kans., manufacturer of 
home heating and air conditioning 
appliances, will use three top radio 
shows over the full NBC network for 
a special fall selling campaign begin- 
ning September 15 and concentrated 
in four weeks. 

Gas and oil space heaters will be 
featured over all of the network of 
216 stations except in about 40 cities 
in the south and southwest where, be- 
cause of market conditions, wall heat- 
ers and floor furnaces will be pro- 
moted. 

Dealers throughout the country 
will be able to tie in with the ‘net- 
work shows through local spots, in 
addition to which the fall heater pro- 
gram also is being carried out 
through backbone newspaper adver- 
tising and a bonus campaign. 


Similarity of Names 
Creates Confusion 


Confusion of corporate identities 


was cited recently by Bernard J. 
Hank, president of the Conlon-Moore 
Corp., Chicago, manufacturer of 
home laundering appliances and 
ranges, in connection with a volun- 
tary petition filed in the U. S. Dis- 
triet Court by Conlon Bros. Manufac- 
turing Co., Inc., also of Chicago, in 
proceedings for an arrangement 
under the Nationa] Bankruptcy Act. 
“Conlon-Moore has no connection 
of any kind with the similarly named 
concern,” Mr. Hank asserted. 
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GAS HEATER 
Hit of the Year 


@ 8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 


@ 22 Unvented Heaters 
10,000 BTU to 50,000 BTU 


Every Martin Heater is 
AGA Approved for Nat- 
ural, Liquified and Manu- 
factured Gases 


Write your jobber or ae 

Abd ae ver 
sieeet for complete 6 Yous ties 
catalog Experience 








BOX 391 














TRUCK TANKS 


@ Twin or single barrel 
@ Light weight 


@ Low in cost 


@ Full or semi streamlined 
ASME U69 


Built to Your Specifications and Size 


Write For Further Information and Prices 


BAGWELL-GENERAL 
_$TEEL CO. 


SAPULPA, OKLA. 

















BARBER 


| Alotted-cap JET 


Barber Burners equipp- 
ed with the famous Bar- 
ber “slotted-cap” jets are 
available in round, ob- 
long, and square shapes 
with inputs of 7000 to 
198000 B. T. U. 


WRITE FOR CATALOG No. 110 


(jus (Seta 


3682 Superior Ave. co. 
Cleveland 14, Ohio 
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Use SHERLOCK 


5-Second Leak Detector 
Used By More Than 
4000 Gas Companies 
CONVENIENT .. . 4 oz. bottle 
with dauber cap fits hand tool 
kit. No mixing. No waste. 
SAVES MONEY .. . Reduces 
call-backs. Cuts fire hazards. 
Saves time. 
ALL TEMPERATURES... 
Regular for above freezing. 
Low-Temp for below freezing. 


Try It... FREE SAMPLE 


Winton Products Co. 
Box 3332, Charlotte, N. C. 


(America’s largest manufacturer 
of chemical-type leak detectors) 
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Robertshaw-Fulton Opens Cleveland Service Office 


’ The opening of a new Cleveland 
combination sales office and machine 
shop for the assistance of appliance 
manufacturers has been announced 
by F. H. Post, sales manager of the 
Robertshaw Thermostat Division, 
Robertshaw-Fulton Controls Co. 

The sales office will handle all sales 
matters for the Cleveland district and 
the machine shop facilities will be 
available to appliance manufacturers 
who require such facilities while 
their appliances are being tested or 


altered for test at the AGA Cleve. 
land laboratory. 

W. F. Cathcart will be in charge 
of the office with the assistance of L. 
V. Smith and Miss Evelyn Macerol. 
Miss Macerol was formerly associ- 
ated with the AGA Laboratory, and 
her experience will be valuable in 
laboratory affairs. 

The address of the office is 1535 E. 
55th St., and manufacturers are in- 
vited to avail themselves of these 
facilities. 





_ Magic Chef Plans Fall 


Magic Chef, Inc. presented com- 
plete fall sales and advertising plans 
to approximately 175 distributors, 
distributor sales personnel, factory 
representatives, and management ex- 
ecutives in St. Louis and Philadel- 
phia recently. The sessions were split 
for the convenience of eastern and 
western distributors. 


Marc Pender, vice president in 
charge of sales, keynoted the meet- 
ings which saw L. L. Peters, general 
gas range sales manager, A. R. 
Pierce, heater sales manager, J. J. 
Edwards, electrical products sdles 
manager, and W. T. Trueblood, direc- 
tor of advertising and promotion, 
present their programs for fall, 1953. 

Several new range and heater mod- 
els were introduced which included: 
a new medium priced 39-in. gas 
range; a new super deluxe 36-in. gas 
range; three new top-bracket single 
and double oven 39-in. units; three 
new vented gas heaters and a new 
wall heater. 

Also shown and demonstrated for 
the first time was the new “magic 


Promotion Campaign 


flame” Uni Burner, a radical devel- 
opment that combines dual throated 
top burner performance with one- 
piece construction for maximum 
flame control and simplicity of han- 
dling. It is included on all new 
ranges. 


Highlight of the meetings came 
when W. T. Trueblood unveiled fall 
ads and promotion strategy. Biggest 
punch is on gas ranges, and features 
a three-month “Life” magazine and 
national television advertising pro- 
gram. Six consecutive color ads will 
plug exclusive Magic Chef features 
in “Life,” while showman-huckster, 
Dave Garroway, will demonstrate the 
same features on “Today,” popular 
NEC early morning program. 

Theme of Magic Chef fall range 
drive will be “Change Your Range 
—change to a modern new Magic 
Chef!” This will be carried promi- 
nently in all national and local copy. 
Trueblood calls it, “The greatest 
‘Life’-TV merchandising promotion 
ever staged by a gas range manu: 
facturer.” 
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Chemical Leak Detector 
Proves Valuable Safety Aid 


By Charles J. Handschuh 
Chief Chemist 
Winton Products Co.* 
Charlotte, North Carolina 


Imagine a leak in a gas connection 
so small that it only loses one pound 
of gas in 100 years! It is now possible, 
with the use of an inexpensive chemi- 
cal fluid, to exactly pin-point such a 
tiny leak in a matter of seconds. 

This product contains no oil, soap 
or grease, and when applied to any 
tube connection, pipe joint, tank 
seam or surface under gas or air pres- 
sure it forms foam or bubbles almost 
instantly if a leak is present. 


Recent tests made with the chemi- 
cal-type detector at a large automo- 
bile and refrigerator manufacturer 
disclosed some spectacular results. 
In one case, a refrigerator compres- 


sor was losing Freon gas at the rate - 


of one pound in 87 years, and the leak 
was spotted within five seconds. 

The new leak detector may be. ap- 
plied in several ways. On tube or 
small pipe connections it is usually 
flowed on with a dauber or swab. On 
large connections or tank surfaces it 
may be applied with an ordinary 
paint brush. For hard-to-reach places, 
such as refrigeration condensers and 
evaporators, an ordinary oil can may 
be used for squirting the fluid. 

Thousands of companies in practic- 
ally every branch of industry are us- 
ing this leak detector, including LPG 
dealers and bulk plant operators. 

The product is a neutral solution 
which is non-inflammable,  non-in- 
jurious to the skin and non-toxic. It 
does not corrode metals or affect rub- 
ber, plastic or fabric. Tests at com- 
mercial and government laboratories 
have proved the safety, dependability 
and efficiency of the new fluid. 

*Manufacturers of Sherlock Low- 
Temp leak detector. 
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A Great Team! 








CIRCULATORS UNVENTED 
Interiors well baffled with aluminum 
coated steel providing cooler cabinet. 
Sizes to meet your exact needs, 


CIRCULATORS VENTED 
A distinctive and beautiful cabinet in 
all sizes for use when venting is re- 
quired or preferred. 


Radiants interchangeable — Cast iron burners with interior baffle and 


> 

raised ports — Chrome hearths — Finished in a gracious coppertone Ayee ‘e 
baked enamel — All AGA approved. { ae” |= 
THEY SCORE! > 5 


. s/s 
58% of our entire 1952 output went to the LP gas operator — an excellent < ° y 
measure of performance. PPROW 


BIRMINGHAM STOVE & RANGE CO. 


BIRMINGHAM 2, ALABAMA 


ERR 


























EVEN IF YOU DON'T SMOKE! 


Every person in the L. P. gas industry 
should carry and use an L. P. gas lighter, 
no matter whether you call it Butane 
or Propane. We commend to you this 
“Finest Gas Lighter Ever Built”, the 
Sherwood Push-Button Automatic. Its 
striking good looks will attract attention, 
create interest and conversation, and_ will 
advertise your business and L. P. gas. 


You'll be amazed at its fine quality and 
flawless performance. Outstanding features 
include: (1) Guaranteed more lights than 
any other gas lighter, (2) Completely auto- 
matic—press, it’s lit—release, flame’s out! 
(3) Windproof, (4) Only genuine throw- 
away cartridge—change it yourself, (5) 
Lightweight for pocket comfort, (6) Fully 
guaranteed. 


SAVE BETTER THAN 50% from $10.95 retail! Wholesale prices 
below are available only to the L. P. gas industry and suppliers: 
50 or more — $4.95 each 7 thru 24 — $5.95 each 
25 thru 49 — $5.45 each 1 thru 6 — $6.45 each 
Refill tanks — $5.40 per dozen 
Official three color L. P. gas flame — 50¢ each additional 
Firm name (orders of 12 or more only) — 50¢ each additional 
Terms: Cash with order. Samples shipped C.O.D. 
THE PERFECT GIFT OR CHRISTMAS PRESENT. SMARTLY 
GIFT BOXED. ORDER SAMPLE TODAY! 


MARSH'S 


MEMPHIS 18, TENN. 





3536 Lamar Phone: 62-3521 























SAVE $7.30 


on this 


SPECIAL TWO 
TANK HOOKUP 


























In answer to the many requests of our 
customers for a packaged deal we are 
making this special offer with a low 
price of only $9.55, in lots of 10. The 
two tank package consists of one Rego 
regulator—5714S, 2 pigtails, T check 
& bracket and complete hood assembly. 
Our regular price—$10.28 ($4.83 for 
Regulator, $5.45 for Stand). You save 
$7.30 as sold in lots of 10 


HOME GAS EQUIPMENT CO. 


Dept. 2B, 1301 Carnegie Ave. 
Cleveland, Ohio 








REGO LP GAS EQUIPMENT 


® Rochester Criterion 
Gauges 
® Hose and Fittings 
© Weco-Trol 
(Automatic control) 
® ICC Cylinders 
® Okadee Valves 
© Brunner LP Gas 
Compressors 
® Liquid Pumps 


127 ELLIS ST. 
. ATLANTA, GA. 





Haudy Geuder says 


“Bent on Saving? 


Save on Bends!’’ 


Still using old-fashioned “el” 
fittings to turn corners? Then you 
are wasting time, and wasting 
money you could be putting in 
your pocket. Handy Benders elim- 
inate the need for els by bending 
all kinds of pipe and tubing . . . as 
you go, right on the job. . . from 
36” to 1144” O.D.... . with a twist 
of the wrist. The money you save 
on your first job will probably pay 
the cost of this convenient, money- 
saving tool. 


Ask your 
supply house, 
or write today to: 





OLSCLAW 
5 Oh 


EVANSY 














Handy Binder 


to preserve your copies 
of the new size 


BUTANE -PROPANE 
News 


A Beautiful DeLuxe Binder 
These binders are made especially 

to preserve copies of your favorite 

magazine. Holds 12 copies—one full 

year. Magazines can be inserted or 

taken out in a second’s time, or 

bound permanently for future re- 

ference. Covered with long-lasting” 
maroon Du Pont Fabrikoid with 

the name Butane-Propane News 

stamped in gold on cover and back- 

bone. 


Send check for $2.50 for each 
binder or $3.00 from countries 
outside U. S. 


e Add 3% Sales Tax for California 
orders, and 342% Sales Tax for Los 
Angeles City orders. 


BUTANE-PROPANE News 


198 So. Alvarado St., Los Angeles 57, Calif. 














Safety Meeting Pays Off 
For Indiana LPG Firm 


A safety meeting featuring the con. 
trol and proper methods of extin. 
guishing L. P. gas fires paid off in 
favorable public comment and orders 
for installations for its sponsor, Mod- 
ern Equipment, Inc., Michigan City, 
Ind., L. P. gas distributors. 

Seventy-two professional and vol. 
unteer firemen from the vicinity 
heard the program conducted by H. 


‘A. Goodwin, district sales manager 


of the Bastian-Blessing Co., and 
Emerson Houts, gas sales manager of 
Modern Equipment. 

Commendable reports of the meet- 
ing were carried by the local news. 
papers, and one of the visiting fire. 
men, impressed by the firm’s attitude, 
placed his order for a 500-gal. instal- 
lation. ; 


Oklahoma Firm Installs 
Two-Way Radio System 


Installation of two-way radio equip- 
ment in their 17 company trucks has 
been announced by Elk City, Okla., 
LPG firm Howard Butane and Pro- 
pane as a means of providing faster 
and more efficient service for their 
customers. 


In announcing the addition of the 
two-way communication system, J. D. 
Howard, owner of the firm, reported 
that equipment had already been in- 
stalled in headquarter buildings in 
Elk City, Clinton, Mangum and Lee- 
dey, and with the arrival of other 
necessary equipment, all trucks will 


‘be provided with direct contact with 


offices. 


California LPG.Firm Doing 
Business In New Plant . 


The Bert King Butane Co., dealers 
of L. P. gas, service and appliances, 
is now operating from its new plant, 
located south of Twenty-Nine Palms, 
Calif. The plant, containing 1000 sq. 
ft., houses display rooms and offices 
of the company, with storage facil- 
ities nearby. 

With storage capacity including 
one 31,000-gal. tank and two 5000-gal. 
tanks for propane and one 5000-gal. 
butane tank, the company operates 
five trucks, consisting of two 1000- 
gal. tank trucks, one bottle delivery 
truck, one installation truck and one 
pick-up truck. 

Bert King, owner of the company, 
was recently elected president of the 
Liquid Gas Dealers Association of 
California. 
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Pamphlet 58 Changes 
(Continued from page 83) 


been added: “Except in the case 
of trucks and passenger carry- 
ing vehicles, an atmospheric 
type regulator (zero governor) 
may be considered adequate for 
the shut-off device.” 
Division 5 

5.2 - (£) 

This paragraph allows the 
storage of small ICC specifica- 
tion containers having a maxi- 
mum water capacity of 2% 
pounds each, such as those used 
for hand torches or similar ap- 
plications, for sale or display 
inside a store or place of busi- 
ness frequented by the public. 
The total storage shall be a 
maximum of 24 such units. 


Appendices 


Appendices should be exam- 
ined for changes as they apply 
to your partieular operations. 

With the exception of the ca- 
pacity requirements of. para- 
graphs B.10 (d) 7, 2.3 (b) 1, and 
2.6 (b) 2, discussed below, the 
maximum “1200” water capac- 
ity of “1200 US gallons” has 
been increased 2000 throughout 
the pamphlet. Paragraphs in 
which these changes have been 
made are as follows: Page 5, 
last paragraph entitled “Sub- 
mittal of Plans”, also B.2 (b); 
B.2 (c); 2.2 (d) 1; 2.2 (e); 2.2 
(g); 2.3 (a) 5; 2.3 (c); 2.8 (c). 
B.10 (d) 7-No change. 

Minimum spacing for 2000- 
gallon tanks still remains 50 
feet. 

Maximum size tank allowed 
within 50-25 feet range still 
1200 gallons. 


2.3 (b) 1-No change. 


spring-loaded relief valves is 
still 1200 gallons. 


2.6 (b) 2-No change. 

Maximum allowable size of 
containers installed on unpro- 
tected steel supports as in this 
paragraph remains 1200: gal- 
lons. 

Additional copies of this 
Pamphlet 58 may be obtained 
from the NFPA, 66 Battery- 
march St., Boston 10, Mass., for 
35¢, with discounts for quantity 
orders. 








Maximum tank size in which - 
fuse plugs may partially replace © 
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GAS DEALERS . .. 
Double Your Income 


We are signing franchises with bottle gas 
dealers all over “hard water’ America. 


You have the set-up and the customers. 

Deliver rental softener units to homes, 

laundries, beauty parlors, cleaning plants 
. wherever soft water is needed. 


Get a 


Franchise 


All you need are the softener units and 
the inexpensive regeneration equipment. 
Franchise includes the sale of DOWEX to 
all d tic, | and industrial 
areas. 





Write, wire or phone 


FILTER-SOFT 
Corporation 


pt. BP 
12911 ARTESIAN AVE., DETROIT 23, MICH. 











RMSTRONG 


Presents Their New 
) COOL CONSOLE 





t 

eo ae A a 
A brand new radiant heater for any gas— 
with top and sides cool enough to touch 
without getting burned. 


This safety feature, added to Armstrong 
high quality workmanship and beauty of 
design, makes it one of the finest unvent- 
ed circulators ever developed. Body is 
finished in an attractive new shade called 
“Mocha-Tone”. 26” high, 14” deep. 16%” 
wide for 24,000 B.T.U., 19” wide for 30,000 
B.T.U. AGA approved. 


ORDER FROM YOUR JOBBER 
or write for literature on the 
complete beater line. 


ARMSTRONG PRODUCTS CORP 
Quality Since 1899 
Dept. BP 








PEAK SHAVER 


ra 


This packaged propane plant de- 
signed, engineered and built by 
Draketown,. provides a com- 
pletely interchangeable fuel for 
natural gas. 


Draketown can design and build 

one for you, within your budget, 

to take over all or part of your 

load at the turn of a valve. 
STANDBY 


AUGMENTATION 
100% TOWN OR PLANT SUPPLY 


Serving utility and industry for over thirty years 


DRAKE & TOWNSEND 


siting * Design * Engineering» Construction 


1] WEST 42ND STREET » NEW YORK 36,N. Y 
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REGO LP GAS EQUIPMENT 


Rochester Criterion 
Gauges 


Hose and Fittings 


Weco-Trol 
(Automatic control) 


ICC Cylinders 
Okadee Valves 








Controls for water heaters, floor furnaces, wall heaters, and central heating 
systems are being turned out at this new $2 million plant built by Minneapolis- 
Honeywell. 


Production Begins In New Honeywell Plant 


Limited production is now under 
way at the first unit of the new $2 
million plant of the appliance controls 
division of the Minneapolis-Honey- 
well Regulator Co. in Gardena, Calif. 
Construction continues on other sec- 
tions of the structure. 


The factory, the first plant built by 
Honeywell west of Minneapolis, will 


produce controls for water heaters, 
floor furnaces, wall heaters, and cen- 
tral heating plants. 

The new plant is of steel-frame, re- 
inforced concrete construction. Two 
large parking lots will be provided on 
the 16-acre site for clients and the 
2000 workers expected to be em- 
ployed when the plant is completed. 





























Texas Dealer Makes Merchandising History 


The Modern Appliance and Fur- 
niture Co., Victoria, Texas, cele- 
brated its seventh year in busi- 
ness recently with the formal 
opening of a new store attended 
by more than 4000. 

It’s been seven remarkable, pro- 
gressive years for the Modern 
firm and for its president, W. R. 

’ McCright. Established in January, 
1946, as Modern Appliance and 
Butane Co. with.Mr. McCright as 
head, the firm has. expanded to 
cover seven counties with branch 
operations and has branch stores 
at Edna, El Campo and Cuero. 

The new establishment, which 
occupies a site of 2% acres on the 
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Houston highway just outside of 
Victoria city limits, provides am- 
ple parking space in addition to 
the 12,000 sq. ft. building which 
houses a complete line of furniture 
and appliances. The new one-story 
building was designed to meet the 
particular needs of the firm and 
to provide ample display space for 
merchandise. With the opening of 
the new store, the furniture and 
floor covering lines were added 
and the original firm name was 
changed. 

Mr. McCright, a former presi- 
dent of the Texas Butane Dealers 
Association, will continue as the 
directing and operating head. 


Anchor Names New 
Vice President 


R. L. Cole, 
Western division 
manager of 
Ancher Petro. 
leum Co.,, has 
been named a 
vice president of 
the company, ac. 
cording to W. A, 
Baden, president 
of the Tulsa, 
Okla., firm. 

R. L. Cole Cole will con. 
tinue to manage Anchor’s Western 
division, but Anchor’s activities there 
will be greatly increased, Baden 
said. He stated that recently Anchor 
has consummated long-term contracts 
with several major producers for 


large quantities of butane and pro- 


pane. Also, a number of tank cars 
have been added to Anchor’s fleet so 
that Anchor can better meet the 
rapidly growing L. P. gas demands 
on the West Coast. 

It is being contemplated, Baden 
stated, to open other Anchor 
branches on the West Coast in addi- 
tion to the present Los Angeles of: 
fice with the new branches to also be 
under Cole’s supervision. 

Cole has been with Anchor for five 
years, coming to them from The 
Texas Co. 


Frank Perry 
Appointed To API 


Frank M. Perry of Bartlesville, 
Okla., vice president in charge of na- 
tural gasoline and chemical operation 
for Cities Service Oil Co., has been 
appointed a member of the American 
Petroleum Institute’s general com: 
mittee on refining. 

Perry, who is président of the Nat- 
ural Gasoline Association of Amer- 
ica, will serve with W. T. Gunn, who 
is a director of the API’s refining 
division. 


CNGA Plans Fall Meet 
In Los Angeles 


The Ambassador hotel in Los An- 
geles will be the scene of the fall 
meeting of the CNGA. Chairman of 
the two-day affair, October 8 and 9, 
is D. R. Arnold. 


The meeting features a forum on 
gas gathering, including a field trip 
through the Union Oil Co. refinery at 
Wilmington, and such speakers as 
Dr. Harrison Brown of California 
Institute of Technology, Superior 
Judge Harold P. Huls, and M. & 
Spaght, executive vice president of 
Shell Oil Co. 
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Butane-Propane 


Bulk storage plant and LPG dispensing units of the Wichita Transportation Co. for its fleét 
of propane buses. 





Here’s a challenge — 
straight from the pen of 
a man who knows all 
about the taxicab busi- 
ness. 


“Out of 10,100 taxi op- 
erations in this coun- 
try,” he says, “sixty-six 
percent have expressed a 
definite interest in LPG. 
Cabs use 625 million gal- 
lons of motor fuel each 
year — and could use 60 
million dollars worth of 
conversion equipment— 
yet the LPG boys keep 
looking the other way.” 


Mr. Kramer’s article 
puts the spotlight on a 
market which deserves 
some serious thought 
and attention. 


BEN, exclusive 


A Billion Dollar 


- Market Goes Begging 


By William E. Kramer 
“A-T-A News” 
Official Publication 
American Taxicab Association 


F you fell over a pot of gold, you’d 
praise Allah for your good luck. 


Well, you’ve been stumbling over 
the same pot of gold for five years 
and you still don’t know what it is. 

Hard to believe? Not when you 
know the facts! Taxicabs are one of 
the nation’s largest transportation 
systems. They gross more than a bil- 
lion dollars a year. And a billion 
bucks will buy enough gold to fill 
anyone’s pot. 

Next to buses, taxicabs are your 
best bet for L. P. gas conversion. 
They are an enormous potential mar- 
ket and their demand would be 
steady and year-round. But you 
haven't made any effort to sell them. 

In fact, most of the selling so far 
has been done in reverse: taxi oper- 
ators have been trying to sell LPG 
dealers on the idea that taxi business 
is worth having. An A.T.A. member 
responded to one of our question- 
naires recently with a tearful letter. 
An ambitious carburetion maker had 
sold him conversions for his entire 
fleet of 22 cabs, but nowhere could he 
find a fuel dealer who was willing to 
supply him. 


Several months ago we (the Ameri- 
can Taxicab Association) asked 3,600 
fleet operators “Are you interested in 
LPG as a motor fuel?” 

Sixty-one percent of ‘the replies 
said “Yes.” 

Probably some of these were mere- 
ly looking for more information. But 
at least they are interested enough to 
ask for facts. That means your selling 
job will be that much- easier. 

Response from larger operators 
was still more eye-opening. Of those 
with 25 cabs or more, 66 per cent said 
they were interested. Five per cent 
asked for more information. 

As to the overall picture: There 
are 10,100 taxi operations in the 
country with 140,000 cabs. They also 
operate 40,000 buses, limousines, 
rental cars and trucks. That’s a total 
of 180,000 units, which is no small po- 
tatoes, especially when you remem- 
ber that 61 per cent of the owners «re 
interested in converting. 

In fact, we think prospects for con- 
version are so good that we came out 
flatfooted in the June issue of “A-T-A 
News” and did something we usually 
prefer to leave to Drew Pearson. We 
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predicted that during the next five 
years taxi operators will plunk down 
$60 million for L. P. gas carburetion. 
Now all you have to do is deliver the 
goods. 

That’s what this article is about. 
It’s to help you learn just what’s in 
this $60 million pot, and what’s in it 
for you. 


Reasons For Interest 


Why are cab operators so interest- 
ed in LPG? You'll find the answer in 
their profit-and-loss statements. The 
stretch between frozen fares and ris- 
ing costs is getting to the point where 
something’s got to give. About 30 
fleets have already given — they 
switched to propane. 

The first nationally-publicized con- 
version of a taxi fleet was’ back in 
1949 when the Liberal Taxi Service, 
Liberal, Kan., made the plunge. Cliff 
Hill, owner, wrote us, “I’m really 
sold on this stuff. I can easily say 
that engine life has more than 
doubled since we started using pro- 
pane. In fact, I don’t know when I'll 
have to install a new engine; my first 
unit is still going strong after 87,000 
miles.” . 

Hill’s letter was what first got us 
interested in the possibilities of L. P. 
gas for the taxicab industry. Since 
then we have published nearly two 
dozen articles in “A-T-A News” cov- 
ering all aspects of the subject. This 
publicity, plus discussions at conven- 
tions, is what has stirred up so much 
interest among fleet operators. 

The biggest story was when John 


Boynton, Yellow Cab Co., Milwau- 
kee, announced the results of his first 
year’s experience with LPG. Boyn- 
ton, who keeps meticulous records, 
said he was saving $30,000 a year over 
gasoline. Statements like that make 
the industry prick up its ears. 

Other reports we’ve had have been 
just as enthusiastic. Average claims 
are that LPG saves 30 percent on 
maintenance and 20 percent on fuel 
costs. Now, his gasoline bill is the 
biggest single expense a cab operator 
has to pay, and maintenance runs a 
close second. Is it any wonder taxi 
operators are so interested? 

From where we sit, the outlook 
adds up to the start of another plunge 
very much like the one into two-way 
radio over the past seven years. The 
big difference, of course, is that radio 
manufacturers jumped right in from 
the start. They did an all-out sales job 
and created a market where none had 
existed before. Constant advertising, 
hundreds of direct mailings, exhibits 
at every trade show, personal calls 
and every other device known to sell- 
ing were used. 

In 1946 you never heard of a cab 
fleet being dispatched by radio. To- 
day, more than 60 percent of our in- 
dustry is on the air. The total cost so 
far has been $50 million to fleet own- 
ers, and expansion is still going on. 

The reason radio manufacturers 
had such overwhelming success is 
simply that radio really paid off. 
Fleets handle 20 to 30 per cent more 
fares with the same number of cabs— 
and at the same time cut their unpaid 
mileage. 


Propane looks just as promising. 
With it even the smallest fleets stand 
to gain. That’s why we think eventu- 
ally our whole industry will convert; 
at least in every area where there is 
enough fuel on hand on a year-round - 
basis. 


Why So Few Conversions? 


So far, though, only a few fleets 
have taken any real steps toward 
conversion. Why? you ask. You 
should know the answer to that. The 
main reason is that you never sug- 
gested that they convert. You never 
sent a salesman to call on them; 
you’ve never offered any proposition. 
You’ve never advertised, or exhibit- 
ed at their conventions. In fact, 
you've never done anything. And 
now it’s our turn to ask why? 

The reason for your negligence, we 
think, is that you didn’t realize the 
tremendous size of the market here. 
Nor did you think that our methods 
of operation made the use of LPG 
feasible. 


A few weeks ago the sales manager 
of one of your largest producers of 
L. P. gas told me he didn’t think ‘it 
was safe to use propane in taxicabs. 

“Why is it less safe in cabs than it 
is in trucks or buses?” I asked. 

“Well,” he said, “suppose the driver 
has a breakdown and starts tinkering 
with the fuel or carburetion system. 
He could cause an explosion. Cab 
companies don’t have any control 
over their drivers.” 


There’s no sense arguing with-a 
fellow like that. In his mind he pic- 


Fueling station used by Chicagomobile Power Corp. for servicing American-United Cab Co. Milwaukee 
Yellow Cab Co. operates its own tank truck and service station setup which cost well into five figures. 
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tures the taxicab industry as a con- 
glomeration of irresponsible rabble 
tearing about the streets at the risk 
of everyone’s life and property. Thir- 
ty years ago that may have been a 
fair-to-middlin’ picture in some areas; 
‘tthe cab business was in: its infancy 
then. Since those days, however, we 
have made a lot of progress. 

Taxicabs aren’t peanuts any more. 
They’re big business. They operate 
like big business. The government 
classes them as an essential industry. 
Fleet operators conduct driving 
schools for driver applicants. They 
carry on extensive safety programs. 
Many are members of the National 
Safety Council. Others follow pro- 
cedures set up by their insurance 
companies. 

Today Mr. Average Cab Operator 
has 14 cabs, two rental cars, a limou- 
sine and a bus. He has his own garage 
and offices. He runs his own main- 
tenance shop; has his own fuel stor- 
age and pumping facilities. He may 
even have a body and paint shop. 
Most larger fleets do. 

Cab operators spend more than 
$850 million yearly to keep their 
equipment on the streets. Their gross 
take is a billion dollars a year, just 
on cabs alone. They buy 625 million 
gallons of fuel annually. Then in ad- 
dition they run thousands of school 
buses, limousines, tow trucks and 
other vehicles which we don’t even 
consider in our figures. Except for 
rental cars, their other operations are 


just as good prospects for propane as 


the cabs themselves. 


Geétting back to the safety angle, it 
doesn’t make any difference whether 
the conversion is done on a truck or 
a taxicab; the same techniques are 
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LPG conversions 
mount fuel tank in 
trunk of cab along 
with radio equipment 
(left arrow). Vented 
safety valve (center 
arrow) makes this 
possible. Leak - proof- 
ing between trunk and 
passenger compart- 
ment (right arrow) 
precludes danger of 
combustible mixture 
in passenger section. 


involved and the same carburetion 
manufacturer is supervising the job. 

Not only that, whenever a cab 
company considers conversion they 
find the city fathers, the police and 
particularly the fire department 
breathing down their necks. With all 
this advice and supervision, it would 
be pretty hard to. put in an unsafe 
conversion. 

An added incentive is that cab op- 
erators are extremely public-rela- 
tions conscious. They have to be to 
stay in business. And they know that 
a bad accident may spell the end not 
merely of a vehicle but of their en- 
tire business. That’s why they are 
just as concerned over the safety of 
LPG as any manufacturer. 

This concern for safety has actually 
kept some operators from converting. 


They hesitate to put a propane fuel 
tank in a taxicab trunk along with 
their two-way radio unit. You see, 
when a mobile radio unit “activates” 
to send out a message, a spark is 
sometimes created. Some owners 
have been afraid of what could hap. 
pen if spillage accumulated or the 
safety valve leaked at the same time 
the mobile unit sparked. 

Recent conversions take these 
things into consideration. For in- 
stance, Chicagomobile Power Corp. 
has doped out a simple, inexpensive 
method of sealing off the trunk from 
the passenger compartment. They 
also vent the fuel tank safety valve 
outside the trunk, and then ventilate 
the trunk itself through holes in the 
tire well. So far they have converted 
about 90 radio-equipped cabs in the 
Chicago area. 


A Stumbling Block 


The only other major stumbling 
block to taxicab conversions has 
been the same obstacle you face with 
many truck and bus conversions: 
some city ordinances make L. P. gas 
storage in the city limits virtually im- 
possible. Sometimes this restriction 
makes it unprofitable for a cab oper- 
ator to convert to L. P. gas. 

That’s no reason to give up. There 
are many ways to change foolish re- 
strictions. Concerted action on the 


Service unit sold as package deal by Chicagomobile Corp. includes 1000-gal. 
tank, dispensing equipment and mesh wire fencing. This unit sells for about 
$2,500 f.o.b. Chicago. 
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parts of the local cab operator and 
the L. P. gas supplier probably could 
result in revising many unfair ordi- 
nances. 

The fears expressed -by local fire 
prevention and safety groups can be 
met with calm, reasonable explana- 
tions. You can point out that with 
proper handling L. P. gas is as safe as 
gasoline. Even insurance companies 
don’t look on it as a threat. Rates are 
not usually raised just because a fleet 
converts to propane. 


Price Not Major Factor 


While price is definitely a factor, 
the cost of conversion alone won’t 
persuade or discourage fleet oper- 
ators from converting. We’ve heard 
complaints that prices are too high, 
but there were the same complaints 
with radio. Generally, LPG conver- 
sions cost about the same as radio. 

If price should happen to be a 
stumbling-block, then there are many 
ways to handle that situation. For ex- 
ample, when Chicagomobile Power 
Corp. took on the job of selling LPG 
to the American-United Cab Co., they 
found they had bit off a hunk. 

American-United is composed of 
300 independent driver-owners. Any- 
one can tell you that selling to inde- 
pendents is the toughest thing in busi- 
ness. In the first place, an indepen- 
dent seldom has much money and 
can’t afford to pay for expensive 
equipment. Secondly, he doesn’t 
want to take on any risks. One failure 
and he’s broke. 

Besides, when you're dealing with 
independents you have to spread 
your sales efforts among all of them 
instead of being able to concentrate 
on the company manager. 

So far, Chicagomobile has sold 90 
independents, and in another year: ex- 
pects to be doing a land-office busi- 
ness. Their method was simple: the 
cab owner doesn’t pay a cent for the 
conversion. He simply contracts with 
Chicagomobile to-pay five cents a gal- 
lon more than the regular price of 
L. P. gas until his conversion equip- 
ment is paid for. At that he still saves 
maybe a cent a gallon on fuel, even 
while he’s meeting his payments. 

O'her carburetion distributors have 
wo: ked out similar deals with similar 
good results. A painless financing ar- 
Tangement provides a real induce- 
ment to a prospective buyer. 
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14 oil changes 
20 per cent on fuel 
6 oil filter cartridges 


14 oil changes 
20 per cent on fuel 
6 filter cartridges 
1 set spark plugs 


1 engine overhaul 
1 valve job 
14 oil changes 
1 set spark plugs 


14 oil changes 
1 set spark plugs 
20 per cent on fuel 





Here Are “Selling Points” 
On Economies of Propane. 


In the first 25,000 miles of operation on propane you will save: 


‘ The second 25,000 miles: 


The third 25,000 miles: 


The fourth 25,000 miles: 


Overall savings for 100,000 miles: Approx. $500.00 


(These figures reported by Chicagomobile Power Corp., Chicago.) - 


1 set spark plugs 
1 carburetor overhaul 
plus no fuel pump failure 


1 carburetor overhaul 
plus no fuel pump failure, 
no valve or ring jobs 


20 per cent on fuel 
1 carburetor overhaul 
6 filter cartridges 
plus no fuel pump failure 


1 carburetor overhaul 
6 filter cartridges 
plus no fuel pump failure 








When volume sales set in, we can 
look for conversion prices to come 
down. Present conversions are expen- 
sive, and the fact that there isn’t 
much competition and not very much 
volume doesn’t help. As competition 
increases, prices will be forced down 
and business. will pick up. 

But the day of big volume in the 
cab industry may be a long way off 
if you keep on searching the cloud- 
banks for a silver lining, all the while 
cursing the pot of gold at your feet 
you are stumbling over. 

If you want to cash in on your wind- 
fall, get in and give it a little push. 
Try advertising and direct mailings. 
Stimulate a few itching palms by 
showing taxi operators how L. P. gas 
mans greater profits. Schedule work- 
ing demonstrations at their confer- 


ences and conventions. Get on the 
convention program and tell them 
about it. 

Local L. P. gas dealers would be 
smart, too, to put in a few personal 
calls on cab operators and discuss 
conversion with them. Get your facts 
in hand, have\a proposition ready, 
and go calling. And don’t forget that 
if you sell an operator on converting 
then he’ll be in the market for torches 
and other appliances. 

There will be problems, but the 
only way to whip them is to get in 
and try. : 

Get your national supplier and 
manufacturer behind a national sales 
promotion campaign. 

Let somebody know you're alive! 

Don’t let a billion-dollar market go 
begging! : 
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_ Tractors Keep 
Summer Volume Up 


By Patrick J. Galvin 


A butane tractor is kept on display so farmers can look it over. Al Foster 
(seated on tractor) tells L. B. Kiker how LPG has cut his fuel bills in half. 


HE perfect way to beat low sum- 


mer volume in butane is through, 


supplying butane as fuel for farm 
tractors, according to L. B. Kiker, 
manager of Dees & Kiker, Waxaha- 
chie, Tex. ‘ 

And the most satisfactory way to 
create that warm-weather market, 
says Kiker, is to obtain a tractor 
agency and sell the tractors first, 
equipped to run on L. P. gas. 

“This is the perfect combination— 
perfect,” in the opinion of Kiker. “The 
gas business is based on five months 
of profitable operation and seven 
months of sweating it out. Normally, 
when I sell 1,000,000 gallons per year, 
750,000 of it is sold during the 5-month 
period. Then I have a devil of a time 
disposing of the other 250,000 gallons 
in seven months. And I’m only guar- 
anteed as much bulk in the winter as 
I bought in the summer, so I have to 
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go to the open market to buy and 
pay twice the price. 

“The summer load has to be built 
up. With farm tractors, they are in 
season during those seven months 
that ordinarily are slow. They are just 
as seasonal as heating, but their sea- 
son is just the reverse. They mesh 
perfectly, and they’re the answer to 
the problem.” ; 

Dees and Kiker have been in busi- 
ness in the Waxahachie cotton coun- 
try for seven years, but added the 
Minneapolis-Moline farm machinery 
agency only three years ago. They 
were handicapped for two years by 
the fact that the only butane-equipped 
tractors available were too large for 
the type of farming done in their area. 
But they found farmers sufficiently 
interested to buy anyway, and in 
their first year they sold 125 tractors. 
Many of these operated on gasoline 


because of the size factor, and were 
purchased by farmers who expected 
to trade them in at a later date when 
smaller butane-equipped tractors be- 
came available. 

The firm has been further handi- 
capped by two years of severe 
drouth in the area. “Everybody 
wants these tractors,” says Kiker, 
“but what are they going to do? When 
they can’t raise a crop they can’t very 
well buy a tractor. But despite this, 
we know very well what the demand 
is because the farmers and ranchers 
gather in here to do their talking. 
When they do they look at the liiera- 
ture I have around the walls, and the 
little folders in the racks. I always 
have a tractor on display so they can 
sit on it and look it over. 

“Before we started selling farm 
machinery, the men would drop in to 
talk, but it wasn’t nearly as good as 
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NOW..LPG POWER 


IN GREAT NEW MEDIUM-DUTY INTERNATIONAL TRUCKS! 


It's another first from INTERNATIONAL! The first 
medium-duty- trucks with factory-installed LPG 
fuel systems to receive Underwriters’ Laborator- 
ies listing. 


With these new INTERNATIONAL RP-160 Series 
Trucks you can count on high compression power, 
greater engine efficiency, and longer engine life. 
Now all the advantages of the famous INTERNA- 
TIONAL Silver Diamond 240 engine are combined 
with the benefits of the LPG fuel system— 


High compression ratio of 8.4 takes full advan-. 


tage of the extra power in high octane LPG fuel. 


Lower maintenance because LPG is a dry gas 


New INTERNATIONAL RP-160 Series with LPG power. (Gasoline power 
also available.) GVW ratings, 14,000 to 17,000 Ibs. 130, 142, 154, and 
172-inch wheelbases. Single or dual heavy-steel pressure fuel tanks with 
4 to 1 safety factor. Automatic safety relief valves on tanks and fuel lines 
vent vapors high above ground through large capacity stacks. Automatic 
excess flow valve shuts off fuel supply in case of fuel line breakage. 


and will not wash down cylinder wall lubricants. 
Carbon deposits practically eliminated. Engine 
wear and cylinder erosion reduced. Oil less con- 
taminated. 

Latest safety features, including new submerged- 
type safety relief valve in each tank. 


Along with smooth, high compression LPG 
power, you get the extra stamina and the extra 
driver comfort built into every INTERNATIONAL. 


For full details about the new RP-160 Series, 
see your INTERNATIONAL Dealer or Branch—soon! 
Time payments arranged. 


INTERNATIONAL HARVESTER COMPANY « CHICAGO 


international Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors... Motor Trucks... Industrial Power... Refrigerators and Freezers 


Better roads mean a better America 


| INTERNATIONAL TRUCKS 
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Standard of the Highway 











BEAM 


Butane-Propane Carburetion 
for 
Trucks, Buses, Tractors 
Automobiles, Stationary Engines 


There is a BEAM for all LPG engines. 
Various carburetors available; including 
straight LPG carburetors, combination car- 
buretor adapters, and spud-in blocks for 
all type installations. 





DEALERS! 


A few choice territories are available. 
Write for information today! 


The PARKDALE COMPANY 


2642 Lacy Street Los Angeles 31, California 




















NATIONAL LIQUID 
TRACTOR KIT 


NATIONAL CARBURETION 
% National Carburetion for all gas- 
gasoline engines. 


*% Domestic, motor fuel, tractor custom- 
built tanks. 


*% 20#, 60#, 100# 1.C.C. cylinders. 
* L.P. fittings and regulators, valves. 


% Flare tube fittings and copper tub- 
ing. 


%* Propane hose, L.P. pumps, all ac- 
cessories. 
Write, wire or call us for your National 
Catalog today. Contact our home office 
for available dealerships and distribu- 
torships. THE COMPLETE LINE FOR 
: BUTANE DEALERS. 


UNIVERSAL PRODUCTS, INC. 
LPG Carburetion Division 
6918 Lindberg Street, Houston 17, Texas 
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it is with the equipment. When I have 
a lot of equipment on the floor they 
really have something to talk about. 
They like to look it over and handle 


_ it. And that means business. Sooner 


or later, it means business.” 

In these groups, customers who al- 
ready own Kiker’s butane tractors 
are his best salesmen. One farmer, 
Al Foster, was one of the first to buy. 
“It used to cost me $2,300 per year 
for gasoline.” Foster said, “I’ve got 
400 acres I’m farming, and I’ve got 
all these gas heaters and appliances 
Kiker’s selling. I use about 5,000 gal- 
lons of butane a year and my entire 
fuel bill runs only about $500 a year 
now. A man just can’t farm with gaso- 
line.” 

Some of this saving, of course, can 
be chalked up to curtailed operations 
because of the drouth, but much of it 
comes from the lower per gallon cost 
of the fuel, and the greater efficiency. 

That kind of economy is one of 
Kiker’s main sales points. He plays 
it up in his weekly advertising and in 
his sales talks. The net cost of gaso- 
line to a farmer, he points out, is 16 
cents per gallon.*The cost of butane 
averages about 50 percent cheaper, 
depending on the freight haul. In re- 
finery areas in Texas it runs as cheap 
as 6 cents per gallon. “It’s a better fuel 
by 10 to 1” is his contention, and he 
repeats it to everyone who comes 
within earshot. “Every bit of it burns, 


’ so there’s no carbon and there’s a 


cleaner engine. Turn a tractor over 


with gasoline and you’re in danger. 
With butane there’s no danger of fire. 
You just turn it back and keep on 
working.” 

Such sales points as those make a 

pungent kind of sense to the farme's, 
accentuated by the fact that in 
drouthy periods they can’t afford that 
extra cost for other fuels either in the 
initial purchase or in the maintenance 
of engines. 
_ While Kiker has found tractors and 
L. P. gas to be the perfect combina- 
tion, he also has found it practical 
to extend in other directions. To 
carry tractors without carrying other 
farm equipment would be throwing 
away customers, for many farmers 
prefer to buy complete sets of equip- 
inent with the same brand name and 
many others want to give all their 
business to one firm. Often to sell a 
tractor is to sell everything a farmer 
needs as long as he can be kept satis. 
fied. So Kiker stocks grain drills, disk 
harrows, combines and other such 
items. 

Nor can the farmer’s wife be ig: 
nored. She is the one who selects the 
refrigerator, the range and other ap- 
pliances. With the farm trade coming 
into the store, again it would be 
throwing away customers to ignore 
these many other gas-burning items. 
So the huge Dees & Kiker store is a 
mixture of trim, gleaming kitchen 
equipment and strictly utilitarian 
looking machinery. 

To Kiker, of course, it is much more 


Dees and Kiker win farm business with tractors—then use display space to sell 
gas appliances to wives. Note literature display rack above range. 
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Farm equipment is conducive to gather- 
ing of groups in the display rooms— 
which helps a sales talk go a long way. 


than a matter of initial sales profit. 
He wants to build up that summer 
load. “Put it this way,” he explains. 
“The butane business is wonderful, 
potentially, but it has to be built up 
right. I have an area here with a 25- 
mile radius. Beyond that the truck 
expense would eat up the profit. I 
service it like a milk run.-I have 
routes and I never ask the customer 
if he needs gas. I fill his tank when 
he needs it. 

“T fill the 150-gallon tanks on a 30- 
day schedule, the 250’s on a 45-day 
schedule, the 500’s every two months. 
The 1000-gallon tanks I fill once per 


Posters always find a conspicuous spot 
on the wall so that they can do a silent 
selling job at all times. 
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year, in the summer time. The aver- 
age family uses 600 or 700 gallons per 
year and needs 300 in reserve. 

“Now, if I could sell all these people 
on 1000-gallon tanks and fill them in 
the summertime they could get their 
gas ‘5 cents per gallon cheaper and 
this‘ business would be _ perfect. 
Neither one of us would have any 
worries. 

“That’s what tractors can do for 
me. Butane doesn’t deteriorate with 
storage like gasoline does. If I can get 


my area blanketed with tractors that 
burn L. P. gas, and then as a second 
step sell everyone on 1000-gallon 
tanks, they’d save hundreds of dol- 
lars per year. And I'd have a perfect 
business. Some of them, of course, 
never use tractors. I'd like to build 
them up with gas appliances. 

“That’s what tractors can mean to 
a dealer. They can bring his summer 
load up to the winter level, and they 
can pave the way for big tanks. It’s 
a perfect combination.” 








HOW TO 

GET THE BEST 

PERFORMANCE 
FROM 


LP-GAS 
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Best tractor performance on LP-Gas is the 
result of air-fuel ratios for combustion which 
are exactly right for every operating condi- 
tion. For example, air-fuel mixtures for 
starting are entirely different from those re- 
quired for full load or for long periods of 
idling. 

The job of good carburetion is to vaporize 
the LP-Gas and to proportion it with correct 
volumes of air for perfect combustion; richer 
for starting, leaner for part throttle and 
slightly richer again for full load. 

Ensign equipment is designed to produce 
the correct mixture automatically for vari- 
able loads and at the same time obtain maxi- 
mum economy. When you convert a tractor 
to LP-Gas insist on Ensign, the carburetion 
leading tractor builders choose. You'll dis- 
cover why Ensign is “STANDARD OF THE 
INDUSTRY”. Send today for complete in- 
formation. 


CARBURETOR COMPANY 


7010 S. Alameda St., Huntington Park, California 
Branch Factary; 2330 W. 58th St., Chicago 36, Illinois 


DEALERS AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 





J & S Carburetor Builds 
New Conversion Unit 


A new Ford V-8 conversion unit 
is being manufactured by the J &S 
Carburetor Co. This compact unit 
mounts right on the cylinder head in 
place of the thermostat housing, and 
needs no extra water hose or special 
mounting bracket. There is no need 


to drill holes in the firewall or fender 
for mounting. 

The kit is obtainable with the car- 
buretor section factory-spudded for 
gas, if desired. This eliminates the 
tricky job of drilling and tapping the 
dual venturi carburetor in the field. 








The “Know-How” you need for 


Installations and Conversions 





Published by 





Butane - Propane 
POWER MANUAL 


BUTANE-PROPANE News 





Here is the first authoritative guide ever 
published for the rapidly expanding LPG 
power market. Basic facts of engines, fuel, 
and power are given in easy- -to-understand 
language; then careful directions and clear 
illustrations take you step-by-step through 
installations, conversions, servicing .. . 
everything needed in a practical working 
manual for practical men. Nearly 5,000 
copies of the BUTANE-PROPANE POW- 
ER MANUAL have already been sold. 


@ A De Luxe Edition in handy 
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pocket-size, flexible binding. 


23 Chapters, 334 Pages, Completely Illustrated. 


OUTLINE OF CONTENTS 


. The Nature of L. P. Gas 

. Basie Engine Facts 

. Basic Facts of: Fuel Combustion 

Engines 

. Factors Affecting Operating 
Economy and Power 

L. P. Gas Carburetion Systems _ 

. Regulating Gas Pressure and 

Temperature 

. Fuel Supply System. Vehicle Tanks 
and Equipment 

Natural Gas Carburétion 

. Planning the L. P. Gas Installation 

. Checking the Engine’s Condition 

. Raising the Compression Ratio 

. Cooling the Intake Manifold 


Order Your 
Copy Now 


N=-OO0M 4 AU AB WN- 
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Price $3.50 


We pay postage on orders accompanied by remittance. 
from individuals must be accompani 
unless credit has been established. 


BUTANE-PROPANE News, 198 S. Alvarado St., Los Ang. 57, Cal. 


13. Ignition Problems 

14. Tractor Conversions 

15. Truck and Bus Conversions 

16. Passenger Car and Taxicab 
Conversions 

17. Industrial Engine Conversions 

18. Installing and Adjusting L. P. Gas 
Carburetion Systems 

19. Manufacturers’ Instructions for 

Adjusting L. P. Gas Carburetors 

20. Lubrication of L. P. Gas Engines 

21. Trouble Shooting 

22. kas oe and Handling of 


23. Selling L. P. Gas Carburetion 
Appendix (including Definitions) 


(in California add 
3% Sales Tax) 


Orders 
ied by amount of purchase 
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All necessary hose and fittings are 
furnished for quick, easy installation. 

The unit illustrated is for Mercury 
and Ford V-8 cars, and Ford V-8 
trucks, models F-1 through F-6. A 
similar unit is available for Ford F-7 
and F-8 trucks and industrial engines, 
with the factory-spudded carburetor 
body optional. This line of special 
units also includes the FT-1 unit for 
the 1953 Ford tractor, which is also 
mounted in place of the thermostat 
housing and is available with spudded 
throttle body. 

These compact kits feature the tiny 
new No. 302 filter, so light that it does 
not require bolting down, and a new 
type vaporizer made in the shape of 
a corrugated brass cup, of small size 
and high gallons-per-hour capacity. 
The Ford tractor kit uses the J&S 
No. 344 regulator, while the other 
two units have the standard J&S 
BR regulator. 


Chicago Adds | 
Propane Buses 


An additional order for 100 51- 


._passenger propane-fueled buses was 
- jointly awarded The Flxible Co. of 


Loudonville, Ohio, and Twin Coach 
Co., Kent, Ohio, recently, by the Chi- 
cago Transit Authority. Price of each 
bus was $19,945, for a total of $1; 
994,500. 

This order raises to 400 the number 
of propane-powered Flxible-twin 
coaches now on order by Chicago. A 
previous order for 300 units was re- 
ceived late last year. These 400 buses 
represent a total investment of $7, 
739,000. When the new Fixible-T win 
coaches go into service in Chicago, 
that city will be operating nearly 
1,000 propane vehicles. This is the 
world’s largest propane bus fieet. 
Over 900 of these buses will be |'lxi- 
ble-T wins. 
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LPG Models Announced 
By International Harvester 


International truck model RP-160 
with liquefied petroleum gas fuel 
system is one of five medium-duty 
LPG models placed in production by 
International Harvester Co. The com- 
pany is the only truck manufacturer 
to offer Underwriters’ Laboratories 
listed factory-installed LPG fuel sys- 
tems in this weight class. 

The series of LPG-powered models 
ranges in gross vehicle weight from 
14,000 to 17,000 pounds. The models 
are the RP-160, RP-161, RP-162, RP- 
164 Loadstar for heavy hauling, and 
RP-165 Roadliner for over-the-road 
tractor service. Engine is the 108- 
horsepower, valve-in-head Interna- 
tional Silver Diamond 240. 


Le Roi Company 
Adds New V-8 Engine 


Le Roi Co., Milwaukee, manufac- 
turer of internal combustion engines 
and construction’ and mining equip- 
ment, has announced the addition of 
an 844 cu. in. displacement, valve-in- 
head, V-8 industrial engine to its line 
of internal combustion engines, ac- 
cording to J. E. Heuser, sales man- 
ager of Le Roi Engine division. 

Designed-to provide continuous 
heavy duty service over a wide range 
of speeds up to 2000 rpm, the LeRoi 


H844 is a sister unit to the well’ 


known H540, which has proven itself 
in the oil fields as a power unit in 
electrical generating sets and on irri- 
gation applications. 

The unit is designed along rugged 
modern V-8 lines; and features re- 
movable wet-type cylinder ‘sleeves, 
cam-ground aluminum pistons, a 
gear-driven water pump, an extra 
heavy counter balanced crankshaft, 
full-pressure lubrication, and water 
cooled manifolds. 

These same features in the Le Roi 
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H540 have set new standards in de- 
pendability and economy in engine 
performance for industrial applica- 
tions. The H844 will be especially 
welcomed in the petroleum industry 
where it will be used in slim hole 
drilling rigs, work-over rigs, well 
servicing equipment, oil well pump- 
ing, and pipeline applications. The 
H844 develops 210 hp at 2000 rpm, 
according to Mr. Heuser. 

The H844 can be equipped to burn 
natural gas, butane-propane, or gaso- 
line. 











WHEN YOU TURN OFF your ignition key the 
Century Fuelock cuts off the LP-Gas against 
any pressure. Operating by magnetic action 
this simplest and smallest of locks draws no 
more current than the average truck’s dash 
light. It fits neatly on top of the Century 
Strainer and in this position gives positive 
protection because scaling copper lines are 
eliminated. 

The newly sicahiioad Century Strainer 
and Fuelock combination keeps scale and 
other foreign matter from reaching the con- 


Aq 
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Lock off 
THE GAS 


with your 
ignition key! 


verter’s valves. It is your best insurance 
against leaky valves in your LP-Gas con- 
verter. Installation is easy and it requires no 
attention beyond an occasional cleaning. 
Century Carburetion for all engines includes 
a Strainer, Fuelock, a Converter and Car- 
buretor: : 

Century LP-Gas Carburetion equipment 
is made with precision steel diés of light, 
strong and attractive aluminum alloys. 
These alloys cannot rust. They resist corro- 
sion by chemicals, conduct heat efficiently. 


CENTURY GAS EQUIPMENT CO. 
11188"Long Beach Boulevard, Lynwood, California 
Oldest Manufacturer of LP-Gas Equipment 


SET IT! SEAL IT! FORGET IT! 


CARBURETION for LP-Gas 








headquarters for 
LP-GAS TRACTOR 
MANIFOLDS 


AVAILABLE FOR 


& 
FARMALL: “M”, W-6, 1-6, 
“H", W-4, 1-4, U-4, F-20, 


JOHN DEERE: A, B, G, and 


FORD: All Mcdels 
FORD-FERGUSON: All Models 
Write or wire for FREE literature and prices. 
Also Hi-Compression Inserts for increased 
compression. 


HI-COMPRESSION PRODUCTS COMPANY 


p 





For Use . . With Every LPG Conversion 


BEAM 


Heavy Duty Lock-Off Valves 


Underwriters’ Approved 


Here’s a new automatic valve, de-- 
signed to withstand the unusual 
road vibrations of mobile equip- 
ment, with positive operation in 
any position. Continuous duty coils, 
completely sealed off from fluid, 
give extra long life and allow pro- 
longed energization with low cur- 
rent drain and with no harm to the 
coil. Available for use with both 
gasoline or butane. - 
Immediate Delivery 


THE PARKDALE COMPANY 


Manufacturers of 
BEAM LPG PRODUCTS 


2642 Lacy St., Los Angeles 31, Calif. 
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John Deere Model ‘70’ factory-equipped L. P. gas tractor; showing compact 


and 


and protected mounting of carburetion units, and fuel tank. 


John Deere Introduces Two 


John Deere “60” and “70” tractors, 
specially equipped to burn liquefied 
petroleum gas, are now in production 
at the John Deere ‘Waterloo Tractor’ 
Works, Waterloo, Iowa. 

According to company representa- 
tives, the L. P. gas tractors develop 
essentially the same horsepower as 
the “60” and “70” with gasoline- 
burning. engines. In addition, these 
new tractors are available in both 
general-purpose and hi-crop models. 
The “60” replaces the former Model 
“A,” which was one of the most popu- 
lar tractors in the John Deere line. 

Among the engineering modifica- 
tions made in these new L. P. gas 
burners are higher compression ratio, 
cold manifold, special dual carbure- 
tor, and new type ignition with a re- 


regiment crt aceme — 


New LPG Tractor Models 


sistor by-pass. Carburetion equip- 
ment was produced by Century, in- 
cluding the development of a com- 
plete carburetor model for the John 
Deere tractor. 

Operator’s view from the tractor 
seat is rated as excellent, due in an 
important measure to the longitud- 
inal mounting of the fuel tank, which 
is produced by Pressed Steel Tank 
Co. Filler valves, pressure relief, and 
outage indicator are mounted in a 
cluster fitting at the top of the tank, 
while the liquid and vapor with- 
drawal valves are in a protected loca- 
tion at the lower left hand side. A 
direct reading fuel gauge, visible 
from the driver’s seat, is installed in 
the rear end of the tank. 


Longitudinal tank mounting provides excellent protection for all fuel valves 
and fittings. Steering column passes through welded-in tube. 
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Hauling 
Propane... 
(Continued from page 79) 


checked for any metal or foreign mat- 
ter which might harm the engine. We 
operate our own repair shop to help 
keep the trucks in first class shape at 
all times. 

Being located in the heart of the 
New ‘York metropolitan and resort 
area, one of the biggest problems 
with which we must contend is the 
congested traffic conditions. While 
highway departments are improving 
the roads for greater safety, there 
still remain many narrow bridges, 
winding roads, and steep grades that 
must be traveled to bring L. P. gases 
into the back yards, so to speak, of 
the individual consumer. 

The accounts handled by this com- 
pany are of four major categories. 
We serve the bulk plant operator who 
bottles and wholesales to jobbers for. 
consumer use and also retails direct 
to consumer for use in space heating, 
cooking, hot water, refrigeration, and 
chicken brooding. In the New Eng- 
land states the use of LPG for tobacco 
drying has become of great impor- 
tance. 

The use of LPG in industry is also 
increasing steadily. This is due to the 
high Btu value of propane as com- 
pared to other forms of fuel and also 
to the constant, even heat given with- 
out variation. This steady heat is 
especially necessary for particular 
types of heat treating work and is 
very favorable for forging purposes. 

Another type of user is the utility 
company. Utilities use LPG in con- 
junction with natural gas or manu- 
factured gas. Others utilize the fuel 
as a stand-by for peak sharing. 

The multiple type housing projects 
find the use of L. P. gas very favor- 
able and efficient for normal house- 
hold uses such as gas cooking and re- 
frigeration from one source of supply. 

Of the total installations served, 
approximately 46% of our service 
goes to the bulk plant operator; 44% 
to the utility group, and approximate- 
ly 5%, each, to the industrial and 
multiple housing users. 

While we find the average bulk 
plant storage to be 30,000, gallons, 
they do run as high as 90,000 gallons. 
Storage at the average industrial 
user’s facilities is approximately 30,- 
000 gallons. Utility plants have stor- 


age facilities of 30,000 to 60,000 gal- 
lons. 
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NO W is time to convert 
Farm POWER MACHINERY 


to LP-GAS fuel! 


You LPG dealers can do your farmer friends a 
real service by converting to LP-GAS their trac- 
tors, combines, special crop harvesters, forage 
choppers, power pumps, spray rigs, stationary 
engines, cotton pickers, crop drier blowers and 
other power machinery. At the same time you'll 
be stepping up your LPG sales! Every conversion 
means extra gallonage for you! 

You'll also find there is no other LPG carburetion 
unit like the compact, simple and efficient 


Dix 234s: Carburetor 


for easy installation, long-lasting satisfaction 
and economical operation. Ask your mechanic— 
he knows the difference. 


Let us help you make these conversions and 
increase your LPG sales and make extra profits 
at the same time. 


Write NOW for detailed information! 


DIX MANUFACTURING CO. 


3447 East Pico Boulevard - Los Angeles 23, California 
Export Office - 301 Clay St., San Francisco 11 - Cable FRASEN 

















4 CYLINDER MANIFOLDS 


JOHNSON'S 


High Compression 


WATER PUMPS 


Pistons * Manifolds * Pumps 


Butane Manifolds for John Deere 


Models “G.” “‘”_* te “pH” 


\ ALUM. 
DOME-HEAD PISTONS 


Butane Manifolds for International 


“Fy” & SV”? 


Butane Manifolds for Allis Chalmers 


“Ww,” “WC,” “WA,” wr? 
Water Pumps for John Deere 
Models oe, yy "a> & bee es 


® Write Today For Price Lists 


Johnson Machine Shop 


914 E. Howard St., Pontiac, 


Dealer Discounts 


COLD MANIFOLDS 


Connally Bearing Co. 
illo, Texas 


Implement Dealers 


Illinois Randolph, Iowa 











HELP WANTED 


Display-classified advertising rates can be secured by writing 
publisher. For regular classified advertising, set in 7 point type 
without border or display, the rate is $1.00 per line per insertion. 
Count each letter and space between words and allow 46 letters 
and spaces per line. Minimum charge is $3.00 per insertion. 
Classified advertising payable in advance. Copy and payment 
must reach publisher's office prior to fifth of month preceding 


date of publication. 


BUSINESS OPPOR. OFFERED - Cont. 


FOR SALE—TANKS-CYLINDERS - Cont. 





OUR PREFERENCE IS TO WORK WITH 
experienced L. P. G. men. Write us. Oil In- 
dustry Employment Service, 405 Tuloma Bldg., 
Tulsa, Okla. 


WANTED: COMPANY ESTABLISHED 
over twenty years wants high grade service man 
for, installations and service commercial equip- 
ment. Straight time, good pay, paid vacation. 
Married man about 25 to 40 years of age pre- 
ferred. Write Box 450, BUTANE-PROPANE 
News, 198 S. Alvarado St., Los Angeles 57, 
Calif. 


WANTED: MANAGER TO OPERATE 
and manage retail L: P. gas and appliance com- 
pany located in California Sierra-Nevada region. 
Will pay substantial salary, plus percentage of 
earnings with opportunity to purchase interest 
when ability has been demonstrated. Must be 
able to furnish best of references as to character 
and ability. Write Box 420, BUTANE-PRO- 
PANE News, 198 S. Alvarado St., Los Angeles 
57, Calif. 


WANTED: FIRST CLASS EXPERIENCED 
L. P. gas service man. Must be sober, honest 
and able to furnish best of references as to 
character and experience. Write Box 425, BU- 
TANE-PROPANE News, 198 S. Alvarado St., 
Los Angeles 57, Calif. 


SERVICE MANAGER. MAN HIGHLY 
qualified by experience and technical know-how 
to direct all phases of service, installation and 
gas delivery. Involves force of forty to fifty 
men, several bulk plants, branch offices, ete. 
This job offers permanent opportunity with 
strong company in Southeast metropolitan area. 
Hospitalization, paid vacations and other bene- 
fits. Give complete information and send photo. 
Write Box 430, BUTANE-PROPANE News, 
198 S. Alvarado St., Los Angeles 57, Calif. 


WANTED: SALES REPRESENTATIVE for 
LPG Equipment Manufacturer and Distributor. 
To cover Eastern Kansas, Eastern Oklahoma, 
Missouri, and Arkansas. Salary plus commis- 
sion. Please give full details including experience 
in first letter. Write Lubbock Machine & Supply 
Co., Ine., Drawer 1589, Lubbock, Texas. 





SITUATIONS WANTED 





INSTALLATION AND SERVICE MAN 
wants work in Northwest. Several years L. P. 
experience. Write Box 335, BUTANE-PRO- 
PANE News, 198 South Alvarado St., Los An- 
geles 57, Calif. 


SERVICE AND INSTALLATION SUPER- 
visor, fifteen years experience with all types of 
gases, desires to locate in Southwest. Write Box 
435, BUTANE-PROPANE News, 198 S. Alva- 
rado St., Los Angeles 57, Calif. 





BUSINESS OPPORTUNITIES OFFERED 


SOLD 


An LPG Appliance Business 


COST — $6.90 


JUST ONE 8-LINE CLASSIFIED AD IN 
A SINGLE ISSUE OF BUTANE-.PROPANE 
News SOLD THIS BUSINESS. This is typi- 
cal of the QUICK RESULTS you get from 
classified ads in B-P News. 


FOR SALE: LPG BOTTLE AND BULK 
business, located in Southern California. Ap- 
proximately 450 cylinder accounts and 125 bulk 
accounts. Business includes four trucks, storage 
and loading plant. Will sell or lease property 
to buyer. Customers, trucks storage and load- 
ing plant priced at $21,500.00. Terms available. 
Write Box 455, BUTANE-PROPANE News, 
198 S. Alvarado St., Los Angeles 57, Calif, 


FOR SALE — PROPANE GAS PLANT IN 
central South Dakota. 40,000 gallon storage, 300 
100# cylinders, 1 Chevrolet tank truck 1200 gal- 
lon, 1 Chevrolet flat bed, 1 new Ford pickup with 
service body. Serving approximately 450 cylin- 
der and 325 tank customers. Will gross over 
$60,000 a year. New 2 bedroom home built 
this year. Immediate possession: $90,000.00. 
Reason for selling—other interests. Write Box 


487, Philip, South Dakota. 


ANNOUNCING THE OPENING OF A 
new service to the L. P. gas industry. Twenty- 
three years’ experience in the business from 
truck operator to wholesale distributor. We come 
in contact with many people engaged in the busi- 
ness. Give us your listings—either to buy or 
sell L. P. gas properties. We have a staff 
equipped to go anywhere at anytime. All listings 
treated as confidential. Satisfaction guaranteed. 
The George Self Agency, Ponca City, Oklahoma. 


DISTRIBUTOR TO TAKE OVER GOING 
propane business in Oregon. Investment required 
for trucks, inventory, etc. $15,000.00. “Yearly 
sales: 400,000 gallons. Necessary facilities for 
complete operation provided. Write Box 440, 
BUTANE-PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Calif. 


BUSINESS OPPORTUNITIES WANTED 








WILL BUY L. P. GAS BUSINESS, 2000 
customers or larger, with or without storage; 
should be located where further expansion is 
possible. Write Box 385, BUTANE-PROPANE 
News, 198 S. Alvarado St., Los Angeles 57, 
Calif. 





FOR SALE — TANKS AND CYLINDERS 





RETAIL BOTTLE AND BULK PLANT 
priced to sell. Middle-west. Write Box 445, 
BUTANE-PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Calif. 


162 


AT DEPRECIATED PRICE, 800—60#— 
4B240 Pressed Steel Tank ‘Company cylinders. 
City Gas Service, Inc., Wisconsin Rapids, Wis- 
consin. 


CYLINDERS ICC, 4B240. BRAND NEw. 
100 Ibs. capacity, TW 70 Ibs. $13.95, valve extra. 
Also 20 lb. capacity with Rego valve complete, 
9.45. Lower prices for large quantity orders. A 
complete stock of regulators and fittings for im- 


mediate shipment. F. O. B. Cleveland, Ohio. 


Home Gas Equipment Co., 1301 Carnegie Ave., 
Cleveland 15, Ohio. 


2,000 CYLINDERS—ICC 7C116 OR SIMI. 
lar, 65 lb. butane capacity—less valves—a lot 
of utility at low cost. Conservative Gas Cor- 
poration, Jericho Turnpike and Denton Avenue, 
New Hyde Park, N. Y. 





FOR SALE— TRUCKS AND TRAILERS 





NEW: IMMEDIATE DELIVERY. 1400 WG 
U69 propane lightweight twin barrel delivery 
unit. Mounted on new 1953 2-ton, 2-speed Chev- 
rolet truck. Fill and vapor hoSe assemblies— 
Viking Mechanical Seal Pump—power take-off 
assembly. READY TO GO FOR $3845.00 tax 
paid. Also available at low extra cost: meters— 
fire extinguisher—motor fuel tank and L. P. car- 
buretion. American Tank & Manufacturing Co., 
2136 West Commerce Street, Dallas, Texas. 
P. O. Box 5525. Telephone Riverside 9183. 


NEED A WORKHORSE? WE HAVE NEW 
1953 Model 353 GMCs; 2 ton, 2 speed, w/8 :25 
tires equipped with a 1400 WG Nor-Tex Stand- 
ard Twin Propane unit. It’s skirted, plumbed 
and perfectly balanced! Complete with recessed 
fuel tank, Viking KK190 pump with mechanical 
seal, 50’ filler hose, ICC lights and power take- 
off with spline jack shaft. Finish is aluminum 
paint over red oxide. Tax paid and ready to go. 
$4043.80 FOB North Texas Tank Co., Box 519, 
Phone Central ,5416, Denton, Texas. 


A PACKAGE UNIT SPECIAL! A NEW 1953 
2 ton, 2 speed Chevrolet equipped with a 1250 
WG Nor-Tex Standard Twin Propane Unit. It’s 
skirted, plumbed and perfectly balanced! Com- 
plete with recessed fuel tank, Viking KK190 
pump with mechanical seal, 50’ filler hose, ICC 
lights and power take-off with spline jack shaft. 
Finish is aluminum paint over red oxide. Tax 
paid and ready to go $3919.85 FOB North 
Texas Tank Co., Box 519, Phone Central 5416, 
Denton, Texas. 


FOR SALE: 1951 INTERNATIONAL 
heavy duty one-ton truck, 2 speed axle, 600 W.G. 
propane tank, Pittsburgh meter, Viking pump, 
60 ft. hose. Used for stand-by unit. Good condi- 
tion and ready to go. Price: $1995,00. Home 
Hydro Gas Co., Shelbina, Missouri. 


LIKE NEW—TWO 6670 WATER GALLON 
propane trailers—will meet all specifications— 
twin barrel. Brand new tires. $6800.00. Write 
Box 326, Stafford, Kansas. Phone 326. 


TWO USED PROPANE DELIVER 
trucks, 1947 Ford 1250 gals. 1946 Ford 1900 
gals. Your choice $1800.00. Both complete ready 
to deliver fuel. Smith pumps, Pittsburgh Metcrs, 
50 ft. hoses, 250 lb. W.P. tanks. Valley Butane 
and Appliance, Merced, California, Phone 
RAndolph 2-5661. 
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FOR SALE—TRUCKS - Cont. 


FOR SALE—MISC. - Cont. 





SPECIAL: AMERICAN “BETTER-BILT” 
lightweight 1400 water gallon U69 propane twin 
barrel delivery unit, with Viking Mechanical 
Seal Pump—Neptune Print-O-Meter—fill and 
vapor hose assembly—mounted on new 1953 2- 
ton, 2-speed GMC; 125 hp engine with 8.25 
tires—READY FOR SERVICE. PRICED AT 
$4475.00 tax paid FOB Dallas, Other sizes avail- 
able at comparable low cost. American Tank & 
Manufacturing Co., 2136 W. Commerce Street, 
Dallas, Texas. P. O, Box 5525. Telephone 
Riverside 9183. 


ONE FRUEHAUF TRAILER, MOUNTED 
with L.P.G. transport tank, W.C. 1550 gallons, 
in A-1 shape. Priced at $2,000.00 for quick sale. 
Contact Wrightwood Fuel Company, Wright- 
wood, California, phone Wrightwood No. 9. 


PERFECTION PLUS! A NEW 1400 WG 
twin Trinity model #103 propane unit with 
double door rear compartment, housing Neptune 
#433 Print-O-Meter and remote control Okadee 
valves; excise tax paid, KK190 Viking pump, 
PTO&DS, plumbng, ICC and directional lights, 
fuel tank, filler hose, white enamel, mounted on 
1953 2-ton 2-speed F-600 Ford or #6400 Chev- 
rolet chassis. $4550.00 FOB Trinity Steel Co., 
Inc., 3301 S. Lamar, HUnter 8321, Dallas, 
Texas. 


SPECIAL—ONE,ONLY NEW 46” DIA. 
1000 WG single barrel propane unit, fully 
skirted with double door rear compartment, fuel 
tank, KK190 Viking pump, plumbed, ICC light, 
filler hose, PTO & DS, tax paid, white enamel, 
ready to go on new 1953 2-ton 2-speed Chev- 
rolet chassis. $3450.00 FOB Trinity Steel Co., 
Inc., 3301 S. Lamar, HUnter 8321, Dallas, 
Texas. 





FOR SALE—MISCELLANEOUS 





GALVANIZED HOOD, STAND, AND BASE 
to protect your two cylinder installation; $5.45 
each. Packed 10 to a carton. Also Rego or Fisher 
2-cylinder regulator, T block, and 2 pigtails at 
$4.65 each. Sold on satisfaction or money re- 
funded. Home Gas Equipment Co., 1301 Car- 
negie Ave., Cleveland, Ohio. 


COPPER TUBING—%”" OD X .032 WALL 
—50 ft. coils, lots of 10 or more $5.35 per coil. 
Less than 10 add 50c per coil. Freight prepaid on 
20 or more coils. Home Gas Equipment Co., 
1301 Carnegie Ave., Cleveland, Ohio. 


ALUMINUM CYLINDER PAINT. EXTRA 
heavy body, long lasting, 10 minute drying, for 
spray or brushing. List price $4.30 per gallon. 
Your cost $2.85 per gallon. Freight prepaid in 
lots of 20 gallons or more. Finest quality paint 
you can buy for bulk tanks or cylinders. Home 
Gas Equipment Co., 1301 Carnegie Ave., Cleve- 
land 15, Ohio. 


FREE FREE, FREE 
With purchase of six (6) ‘“‘Leak Detecto 
Brushes” at $3.75 each, Free: one -gallon De- 
tec‘o Solution. For limited time;,Gas Appliance 
Stores, Inc., Box 5057, Columbia, S. C. 


SURE, WE COULD BUILD CHEAPER 
Smith Pumps, but they would cost you more in 
the long run. See our ad on page 23. Smith 
Precision Products Company, 1135 Mission 
Street, South Pasadena, California. 


NEW UNIVERSAL ORIFICES SIMPLIFY 
gas range conversions to or from any type gas 
—butane, propane, natural, mixed or manufac- 
tured. Needle points 7%4¢ each, hoods 6%4¢ each. 
If you use range orifices you need Universals. 
Natural gas needles and hoods, L.P. fixed hoods 
and spuds also available. MARSH’S, 3536 
Lamar, Memphis 18, Tenn. 


TWO SETS F-8 FORD HEADS FILLED 
and milled 9 to 1 comp. ratio. New cost $90.00. 
Sacrifice $65.00 set. Guaranteed. Baker Liquid 
Gas Co., Baker, Oregon. 


OCTOBER, 1953 


Equipment for Sale? 


39 people answered a B-P News’ 


classified ad offering a 30,000- 
gallon storage tank — and 12 
OF THE REPLIES WERE TELE- 
GRAMS. You get quick results 
from B-P News classified ads. 


L. P. GAS CIGARETTE LIGHTERS AT 
wholesale prices. Finest quality and performance. 
See our ad page 145. MARSH’S, 3536 Lamar, 
Memphis 18, Tenn. . 


FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less pro- 
duct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company, 
P. O. Box 396, Beloit, Wisconsin. 


CLOSE OUT — COROAIRE DUCTLESS 
furnace—85G-LP—Consoles, complete, incl. wall 
thermo. 75,000 Btu. Have 20, all LP, new, in 
crates, °53 units. $179.50 each, f.o.b. Des Moines. 
Best LP heater made. heat exchanger guaran- 
teed 25 years). FEDERAL DISTRIBUTING 
CO., 317 11th St., Des. Moines, Iowa. Phone 
3-0579. 


NEW ANCHOR WIRE BRAID HOSE 
INVENTORY REDUCTION 
REDUCED 
FROM 
$ .67 per ft. 
.74 per ft. 
-88 per ft. 


. SIZE PRICE 
10 OW 1/2-in. $.54 per ft. 
120W 2/3-in. .61 per ft. 
160W 1-in. .72 per ft. 
200W 1%-in. .84 per ft. .99 per ft. 
24 QW 1%4-in. -97 per ft. 1.14 per ft. 
Smiliar savings on all sizes new couplings. 
Limited supply—Immediate shipment subject to 
prior sales. Call, wire or write. 
RONEY, INC., 105 Cole Street ,Dallas, Texas 





PROFESSIONAL SERVICES 





LET MY LP EXPERIENCE WITH OVER 
100 operating properties increase your profits. 
Floyd F. Camphell, Management and Sales Con- 
sultant, 821 Crofton.Ave., Webster Groves 19, 
Missouri. 


INDIVIDUALLY DESIGNED 
BULK PLANTS 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield. N. J. 








Washers and Drvers 
Continue Sales Gains 

Factory sales of standard-size 
household washers in July totaled 
228,268 units. according to figures for 
its membership, announced in Chi- 
cago recently by the American Home 
Laundry Manufacturers’ Association. 
This was a decrease of 24.9% from 
sales of 304.086 washers in the pre- 
ceding month, and an advance of 10% 
over 207,593 in July, 1952. 

Factory sales of automatic tumbler 
dryers in July aggregated 33,296 
units, as against 32,789 in June, up 
1.5%, and compared to 33,858 in July 
last year, a decrease of 1.7%. 





DM MORE 
Wis (NESS 


For 7 Years We Have 
Been Helping LP-Gas 
Dealers to Get More 
Business with Direct- 


Mail Advertising 


Oe ee 


WRITE FOR SAMPLES AND PR 


advertising co. 


1503 N. E. 23rd Phone 
OKLAHOMA CITY 


Emblem! 


THE MODERN FUEL 








usAlAce 


EVERYTHING IN AIR CONDITIONING 


Gas Fired Unit Heater 


55,000 to 500,000 B.T.U. 


FOR USE WITH 
NATURAL, MANUFACTURED, 
MIXED, LPG AND LP GAS- 
AIR MIXTURES 


usAlRcea 














HIT ‘EM on the HEAD! . 


AMIMER HEAD CLIP 


One Operation Fastener 


Faster and 
Neater Tubing 
and Pipe 
Installations 


Lower Costs 
Will Not Rust 


No. 1 Fastens 
38" and 2" O.D. 
_ Tubing. 


No. 2 Fastens 
¥g"’ and %" O.D. 
Tubing and 

V2" Pipe, Galv. 


The POINT Prevents 


11 Griswold St. 


Splitting > =——> 


WRITE FOR INFORMATION 


-GAS-KIT CO. Inc. 


Glastonbury, Conn. 

















First See 


GRIFFITHS 


for 


CONVERSION 
PARTS 


We can supply a wide assort- 
ment of spuds, orifices and 
other parts for converting do- 
mestic and commercial equip- 
ment to any type gas. Also, a 
complete line of repair parts 
for all types of gas meters. 


Write for Catalog 


E. F. GRIFFITHS 


COMPANY 


350 EAST WALNUT LANE 
PHILADELPHIA 44, PA. 


Serving the Gas Industries 
For Over 40 Years. 
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